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Webster’s New 


MULTINUPY 
TYPEWRITER RIBBON 


is an instant success. There is a growing demand for a finer, cleaner 
ribbon for the best “front office” work, and MULTIKOPY was tailormade 
for this demand. The response has exceeded even our expectations. 

MULTIKOPY is your answer to those numerous calls for a better, 
longer-wearing ribbon for executive letters. This extra-length ribbon, 
made of the sheerest fabric, gives results as smooth as silk. It’s carefully 
inked to give extra-clean, sharp impressions. The ribbon has to be 
changed only half as often as ordinary ribbons. 

Ask our service representative about MULTIKOPY ribbons—or 


write to 


F.S. WEBSTER COMPANY 


13 AMHERST STREET, CAMBRIDGE 42, MASS. 


OTHER STARS 


WEBSTER LINE 


Paper , 
Ribbons 


IN THE 


MultiKopy Carbon 


Star Brand Typewriter 


-b er 
Micrometric Carbon Pa 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00;two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office of Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
VADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 


Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 
1‘Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
fCOPYRIGHT. Contents 
covered by Copyright, 1944, 
by the Office Appliance 
Company. 











These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


A 


Acco Products, Inc.... 128 
Acme Bulletin & Di. Bd. Corp.190 
pe & : 190 
Acme Visible Inc.......101 


Adirondack Chair Co. 154 


Records, 


Bioner, G. J.,. Co...........-... ...116 
Allen Calculators, Inc..... ..114 
Allen & Co. eet | | 
All-Steel-Equip. Co. 91 
Amberg File & Index Co. ----145 
Amer. Hair & Felt Co.......... en OO 
Amer. Passbook Co................... 185 
Amer. Photo Laboratories........164 
Ames Supply Co..... 52 a ee 
Anderson-Hickey Co., Ince......... 141 
Art Metal Construction Co...64, 65 
Art Steel Sales Corp...82, 83, 84, 85 
I Sos hecic enemies 107 
Autopoint Company ... a fe 


B 

Bainbridge, Kimpton & Haupt, 

eA aaa 
Bankers Box Company................122 
Barkley, C. L., & Co. 92 
Bates Mfg. Co., The — 75 
Beach Publishing Co...................185 
Bolens Products Co.....................184 
Boorum & Pease Co................ 77 
Box P-163 187 
Boynten and Co. 190 
Bright Chair Co...... 185 
British Staty. Exporter............190 
Browne-Morse Co. ..................---- 105 
Brush-Punnett Co. ae 
Buckeye Ribbon & Carbon Co...170 
Business Efficiency Aids....166, 173 

Cc 

RANE UID, cecsisciccencavecssescemnen kOe 
Clarotype Co., The... 174 
Codo Mfg. Corp. ....115 
Cole Steel Equipment Co......... . 98 
Columbia Rib. & Car. Mfg. Co. 45 
Columbia Steel Equip. Co......... 159 


Commercial Control] Div. NPM..131 
Commonwealth Publishing Co...187 


Continental Ink Co......... .... 186 
Cooke & Cobb Co., The nines 
Cp I Ue nn Oa es acicceci 166 
Corona Typewriter ...................... 43 
Corry-Jamestown Mfg. Corp.....113 
po | Seen een 189 
Cram, The George F., Co.......... 161 
Cramer Posture Chair Co..... 186 
D 
Daco Card & Index Co. -.---.189 
Darnell Corp., Ltd..... 185 
Dawn Mfg. Corp., Ltd........ 186 
Dayton Stencil Works... ...189 
Dick, A. B., Co.... : 39 
Diebold, Inc. = 106 
Dixon, Joseph, Crucible Co..... 95 
Domore Chair Co. 117 
Downey C. L., Co. aaiilagcicecare 
E 
Eaton Paper Corp. os 169 


Ehrlich Upholstery Works 187 


through the journal 


F 
Finch & McCullouch 169 
Friden Calculating Mach. Co.....110 
Fritz-Cross Co., The ....157 
Fulton Specialty Co. 164 
G 
General Fireproofing Co. 48, 49 
Globe-Wernicke Co., The....56, 57 
Graff, Geo. B., The........._...........153 
Guide System & Supply Co.......100 
Gunlocke W. H., Chair Co. 172 
H 
Hall-Welter Co. 186 
Heyer Corporation, The 193 
Higgins Ink Co., Ine. 183 
High Point Bndg. & Chair Co...148 
Hunt, C. Howard, Pen Co. 150 
I 
Imperial Desk Co. 94 
Imperial Mfg. Co................. 81 
Imperial Methods Co. eer | | 
Indiana Desk Co. Bay | | 
Inkograph Company, Inc. 161 
Ink Specialties Co., Inc. 162 
J 
Jasper Chair Co. 121 
Jasper Desk Co., The 140 
Jasper Office Furniture Co..... 155 
Jasper Seating Co. 158 
K 
Kahn, David, Ine. .... 89 
Keep Prices Down 188 
Kemprene Products Co. ee 


Koh-I-Noor Pencil Co., Inc..86, 178 


L 
Leopold Co. 133 
Little, A. P., Inc. 157 
M 
Manifold Supplies Co. .. 41 
Markilo Co. ....186 
Markwell Mfg. Co. 108 


Martens Type Cleaner Co.........189 
Master-Craft Corp., Div. S-W...87 
Meilicke Systems, Ince...............186 
Meilink Steel Safe Co. wos. 42 
Melind, Louis, Co... 1438 
Metalstand Company ................-. 136 
Meyer & Wenthe, Inc. BD ki 
Michigan Desk Co. RE To. 130 
Mimeograph 5‘ salbeiieniaaenateie 39 
Mittag & Volger, Inc.... 61 
Moore Push-Pin Co. ..189 
Mutschler Bros. Co. 181 
N 
National Blank Book Co... 69 
National Desk Co., Inc. wh 24 
Nat’] Postal Meter Co. 131 
Neva-Clog Products, Inc. 67 
New England Woodwkg. Co.....152 
New Indiana Chair Co... 167 
Norcor Mfg. Co. a 164 
Northern States Envelope Co... 88 
oO 
Office Specialty Mfg. Co. ‘ahaa 
Old Town Rib. & Car. Co.....63, 93 
Oxford Filing Supply Co. ..109 
P 
Pacific Cb. & Ribbon Mfg. Co...119 
Parker Pen Company.................. 73 
Peerless Imperial Co., Inc. 81 
Peerless Steel Equip. Co.... 96 
Perma-Bilt Equipment Co..... 78 
Phillips Process Co., Inc. 146 
Photo Materials Co. 177 
Polychrome Corp. 168 
Post, Frederick, Co. 179 
Precise Developments Co...........164 
Pronto File Corp. 134 
Q 
Quality Park Envelope Co.........104 
R 
Rapid Office Devices, Inc. 127 
Red Feather Products, Ltd....... 71 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 


tin which is mailed frequently to leading manufac- 
turers, 


























OFFICE 


APPLIANCES, 


They do, however, offer their services in resolving any disagreements which result from relations established 


Regal Typewriter Co...................187 
Rex-O-Graph, Ine. ......... ee 
Reyburn Mfg. Co................. .. 99 
Rite-Line Sales Co., Ime.............149 
Rite-Rite Mfg. Co.................... 186 
fe ee a 6 ern 187 


Roberts Number. Mach. Co...... 146 
Roberts, Weldon, Rubber Co.....189 
Robinson Reminders 
Rochester Wire-O Binding Co...190 


Rockwell-Barnes Co............... 187 
Rol-Dex Company................ 129 
Royal Metal Mfg. Co., The 192 
Royal Typewriter Co........... ies, 
Ss 
St. Johus Table Co.................. 153 
Security Steel Equip. Corp..... 126 
Shaw-Walker Co. .. Ries OF 118 
Sheaffer, W. A., Pen Co............. 59 
Sheppard, C. E., Co...... iciscbgineecam 
Shipman-Ward Mfg. Co..... ..154 
Snes Sle, Te, Wits ics 79 
Sinclair & Valentine Co............ 150 
Smith, L. C., & Corona Type- 
PIRI GN Sisco cenpiecerencstocecyics: MO 
Speed Key Mfg. Co................. 187 
Speed-O-Print Corp. ...... 175, 176 
Speed Products Co, pee 
Staedtler, J. S., Ine.............80, 112 
Starkey Paper & Supply Co.....185 
Stationers Clearing House........170 
Stationers Loose Leaf Co... 182 
Stein Bros. Mfg. Co........... sinviaee 
Stewart, R. A., & Co..... 182 
poems, Th. BE Oe 183 
Sturgis Posture Chair Co.........111 
Superior Type Co.......... icici 
7 


Taylor Chair Company, The......165 


Technygraph Co., The wee: 186 


U 
Fisher Co. 
....Back Cover 


Underwood Elliott 


United Autographic Reg. Co.....138 


U. S. Bronze Sign Co........... ...189 
U. S. Typewr. Ribbon Mfg. Co. ..149 
U. S. War Bonds—Stamp.s........ 191 
Vv 
ARE 3" ee eee 123 
Van Dyke Industries..... Eres | 
Victor Adding Machine Co...... 125 
Victor Safe & Equip. Co...... 144 
Vogel-Peterson Co..................-- 158 
w 
Wagemaker Co. ae awiOe 
Warshaw Mfg. Co....... 145 
Us: Win Tg SO vceceaniccsecnn 2 
Weis Mfg. Co.............51, 52, 58, 54 
Wells Office Furn. Co.........102, 103 
Wilson Jones Co..... pe ae 
Windsor Dupl. Supply Co......... 90 


Wood Office Furn. Institute......120 


Y 


Yawman and Erbe Mfg. Co.....147 
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For the benefit of the subscribers the lines advertised are here classifed. 
are represented. Should subscribers be 


Adding Machine Parts 


Ames Supply Co. 74 
Shipman-Ward Mfg. Co 154 
Adding Machine Rolls & Paper 
Rockwell-Barnes Co 187 
Adding Machines 
Allen Calculators, Inc 114 
Friden Calculating Mach, Co. 110 
Smith, L. C., & Corona Type 
writers ; 3 
Victor Adding Machine Co 125 
Adding Machines, Rebuilt & Used 
Shipman-Ward Mfg. Co 154 
Underwood Elliott Fisher Sack Cover 
Adhesives 


(See Inks, Adhesives, etc.) 


Arch and Clip Board Files 


Globe-Wernicke Co., The 56, 57 

Rockwell-Barnes Co.................-.0.-0+0 187 

Shaw-Walker Co. 118 

Yawman and Erbe Mfg. Co at AT 
Ash Trays and Stands 

Finch & MecCullouch 169 
Associations, Manufacturers 

Wood Office Furniture Institute 120 
Atlases, Geographical 

Cram, George F., Co. 161 
Autographic Registers 

United Autographic Register Co. 138 
Bank Supplies 

Downey, C. L., Co. 174 
Bankers Note Cases 

Art Steel Sales Corp 82, 83, 84, 8 

General Fireproofing Co., The 18, 49 

Globe-Wernicke Co., The 56, 57 

Victor Safe & Equip. Co. z 144 


Binders, Catalogue and Periodical 





Acco Products, Inc. 128 
Amberg File & Index Co 145 
Master-Craft Corp., Div. S-W 87 
National Blank Book Co 69 
Sheppard, The C. E., Co......... acoso 35 
Wilson Jones Co. 17 
Binders, Permanent Storage 
Boorum & Pease Co... hes ee | 
Master-Craft Corp., Div. S-W 87 
Sheppard, The C. E., Co. 135 
Wilson Jones Co. 47 
Blank Books 
Boorum & Pease Co 77 
National Blank Book Co. wee 69 
Rockwell-Barnes Co 187 
Wilson Jones Co 17 
Blue Print Papers 
Post, Fredk., Co. 179 
Blue Print and Plan File Cabinets 
All-Steel-Equip. Co. . : 91 
Anderson-Hickey Co. 141 
Art Metal Construction Co.............64, 65 
Art Steel Sales Corp.. 82, 83, 84, 8 
Browne-Morse Co. 105 
Cole Steel Equipment Co 98 
Columbia Steel Equip. Co 159 
Corry-Jamestown Mfg. Co...................113 
General Fireproofing Co., The 48, 49 
Globe-Wernicke Co., The..............56, 57 
Peerless Steel Equip. Co .. 96 
Pronto File Corp........ 134 
Shaw-Walker Co. 118 
Yawman and Erbe Mfg. Co 147 
Bond Boxes 
Art Steel Sales Corp. 82, 83, 84, 85 


General Fireproofing Co., The 48, 49 
Globe-Wernicke Co., The 56, 57 
Book Cases 
All-Steel-Equip. Co. 
Art Metal Construction Co. 
Browne-Morse Co. ..... 
Corry-Jamestown Mfg. Co 
General Fireproofing Co., The 
Globe-Wernicke Co., The 
Michigan Desk Co. 
New England Woodworking Co. 152 
Peerless Steel Equip. Co 
Shaw-Walker Co. ..... jase 
Weis Mfg. Co....... 51, 
Yawman and Erbe Mfg. Co.... 





Bookkeeping Machines 
Underwood Elliott Fisher Back Cover 


Box Letter Files 


Amberg File & Index Co 145 
Art Steel Sales Corp. 82, 83, 84, 85 
Cole Steel Equipment Co. 98 
Globe-Wernicke Co., The 56, 57 





Rockwell-Barnes Co.............-.-- 





Weis Mfg. Co 54 
Brief & Zipper Cases 

Master-Craft Corp., Div S-W.......... 87 

Stationer’s Loose Lf. Co. .........cccccseeee 182 

Stein Bros. Mfg. Co. -«-+--. 180 
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Calculating Devices 
Meilicke Systems, Inc 186 
Rapid Office Devices, Inc 127 
Shipman-Ward Mfg. Co 154 
Victor Safe & Equipment Co 144 
Calculating Machines 
Allen Calculators, Ine 114 
Friden Caleulating Mach. Co ...110 
Victor Adding Machine Co 125 
Carbon Papers 
(See Ribbons and Carbons) 
Card Index Boxes and Trays 
All-Steel-Equip. Co 91 
Amberg File & Index Co 145 
Art Metal Construction Co 64, 65 
Art Steel Sales Corp. 82, 83, 84, 85 
Soynton and Co 190 
Cole Steel Equipment Co. 98 
Columbia Steel Equip. Co................. 159 
Corry-Jamestown Mfg. Co. 113 
General Fireproofing Co., The 48, 49 
Globe-Wernicke Co., The 56, 57 
Guide System and Supply Co. 100 
Imperial Methods Co. 137 
New England Woodworking Co 152 
Norcor Mfg. Co 164 
Peerless Steel Equip. Co 96 
Pronto File Corp 134 
Security Steel Equipment Corp 126 
Shaw-Walker Co 118 
Wagemaker Co cenietebinenansiee nee 
Warshaw Mfg. Co 145 
Weis Mfg. Co ° 51, 52, 53, 54 
Wells Office Furniture Co 102, 103 
Yawman and Erbe Mfg. Co 147 
Card Indexes, Mechanical 
Diebold, Ine 106 
Rol-Dex Co 129 
Cash Boxes 
Art Steel Sales Corp 82, 83, 84 ,85 
Cole Steel Equipment Co 98 
General Fireproofing Co., The 48, 49 
Casters, Caster Bearings, Slides 
Darnell Corp 185 
Celluloid Envelopes 
(See Envelopes, Celluloid) 
Chair trons 
Bolens Products Co 184 
Chair Mats 
Office Specialty Mfg. Co 173 
Chairs, Folding 
Adirondack Chair Co 154 
Norcor Mfg. Co 164 
Royal Metal Mfg. Co --192 
Chairs, Office 
Bright Chair Co 185 
Cramer Posture Chair Co. 186 
Domore Chair Co 117 
Ehrlich Upholstery Works 187 
Fritz-Cross Co 157 


General Fireproofing Co., The....48, 49 





Gunlocke, The W. H. Chair Co. 172 
High Point Bending & Chair Co.....148 
Jasper Chair Co 121 
Jasper Seating Co teen 
Michigan Desk Co 130 
New Indiana Chair Co. 167 
Royal Metal Mfg. Co 192 
Shaw-Walker Co 118 
Sikes Co., The RO CI 
Sturgis Posture Chair Co 111 
Taylor Chair Co., The es 165 
Wells Office Furniture Co 102, 103 
Chairs (Posture) 
Bright Chair Co 185 
Cramer Posture Chair Co 186 
Domore Chair Co, : 117 
Fritz-Cross Co. 157 


General Fireproofing Co., The....48, 49 
Gunlocke, The W. H. Chair Co 172 
High Point Bending & Chair Co.....148 


Jasper Chair Co. 121 
Jasper Seating Co 158 
Metalstand Co 136 
Shaw-Walker Co 118 
Sikes Co., The 79 
Sturgis Posture Chair Co. 111 
Taylor Chair Co., The 165 
Wells Office Furniture Co 102, 103 


Chairs, Table Arm 


Jasper Chair Co 121 
Jasper Seating Co 5s 
New Indiana Chair Co 167 


Check Book Covers & Passbooks 


Amer. Passbook Co 185 


Check Protectors & Writers 


Hall-Welter Co 186 
Checks, Stamped Metal 

Dayton Stencil Works 189 

Meyer & Wenthe, Inc 177 


Clip Boards 


(See Arch and Clip Board Files) 
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interested in any article of office equipment not listed here, 


Coin Bags, Trays & Wrappers 


Art Steel Sales Corp 82, 
Downey, C. L., Co. 
Reyburn Mfg. Co. 


Copyholders 
Acco Products, Ine 
Dawn Mfg. Corp., The 
Rite-Line Sales Co., Inc 
Wells Office Furniture Co 


Costumers 
Globe-Wernicke Co 
Peerless Steel Equip. Co. 
Shaw-Walker Co 
Vogel-Peterson Co. 
Wells Office Furniture Co 


Crayons 
Dixon, Joseph, Crucible Co 


Dating Stamps 
Bates Mfg. Co. 
Fulton Specialty Co. 
Melind, Louis, Co 
Meyer & Wenthe, Inc 
Rivet-O Mfg. Co 
Stewart, R. A., & Co 
Superior Type Co. 


Desk Lamps 
Dawn Mfg. Co 
Van Dyke Industries 


Desk Pads & Tops 
Aigner, G. J., Co. 
Wagemaker Co. 
Wilson Jones Co 


Desk Pen & Ink Sets 
Sheaffer, W. A., Pen Co 


Desk Trays 
Aigner, G. J., Co 
Art Metal Construction Co 
Art Steel Sales Corp. 82, 
Boynton and Co 
Corry-Jamestown Mfg, Co 


General Fireproofing Co., The 


Globe-Wernicke Co. 
Imperial Methods Co 
Metalstand Co. 

Peerless Steel Equip. Co 
Shaw-Walker Co 

Weis Mfg. Co. 51 
Yawman and Erbe Mfg. Co 


Desk Work Distributors 
Art Steel Sales Corp. 82, 
Globe-Wernicke Co. 
Victor Safe & Equip. Co 
Wilson Jones Co. 

Desks 
Art Metal Construction Co 


Art Steel Sales Corp 82 


Browne-Morse Co. 
Columbia Steel Equipment 
Corry-Jamestown Mfg. Co 


General Fireproofing Co., The 


Globe-Wernicke Co. 
Imperial Desk Co 

Indiana Desk Co. 

Jasper Desk Co. 

Jasper Office Furniture Co. 
Michigan Desk Co 
National Desk Co., Ine 
Peerless Steel Equip. Co 
Royal Metal Mfg. Co. 
Security Steel Equip. Corp 
Shaw-Walker Co 

Victor Safe & Equip. Co 
Wagemaker Co. . 

Wells Office Furniture Co 
Yawman and Erbe Mfg. Co 


Diaries (See Memo Books) 


Drafting Instruments & Equipment 


Cardinell Corp 
Post, Frederick, Co 


Duplicating Machines & Supplies 


Autocopy, Ine. ..... 


Bainbridge, Kimpton & Haupt 


Columbia Rib. & Carb. Mfg 
Dick, A. B., Co 

Heyer Corp., The 

Ink Specialties Co. 

Manifold Supplies Co 
Mimeograph, The 

Mittag & Volger, Inc. 


Old Town Ribbon & Carbon Co 


Polychrome Corp 

Red Feather Products, Ltd 
Rex-O-Graph, Ine 

Sinclair & Valentine Co 
Smith, L. C., & Corona Tws 
Speed-O-Print Corp 

Starkey Paper & Supply Co 
Technygraph, The 

Victor Safe & Equip. Co 
Windsor Dupl. Supply Co 


Envelope Openers and Sealers 
Nat’l Postal Meter Co 


Envelopes 
Cooke & Cobb Co., The 
Globe-Wernicke Co 


Globe-Wernicke Co., The 6, 57 





Many of the requirements of the modern business office 
they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 


Northern States Envelope Co. 88 
Quality Park Envelope Co. 104 
Wilson Jones Co. Sua 
Envelopes, Celluloid 
Aigner, G. J., Co. 116 
Markilo Co. mal : 186 
Erasers, Rubber 
Dixon, Joseph, Crucible Co a 
Koh-I-Noor Pencil Co., Ine.....86, 178 
Roberts, Weldon, Rubber Co. 189 
Executives Wanted 
Dat DOES ninnianemnks wees 
Expense Books 
Beach Publishing Co. —s 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co............ 75 
Rivet-O Mfg. Co. 187 
File Boxes, Fibre Collapsible 
Bankers Box Co.. oo. 422 
Barkley, C. L., & Co... -. 92 
IhMiebold, Ine. . ; 106 
Globe-Wernicke Co., The 56, 57 
Guide System & Supply Co................ 100 
Oxford Filing Corp..... scien 
Pronto File Corp.. siiniaceme 
Weis Mfg. Co....... 51, 52, 53, 54 
File Boxes, Metal 
Art Metal Construction Co. 64, 65 
Art Steel Sales Corp.........82, 83, 84, 85 
Cole Steel Equipment Co. ... 98 
Corry-Jamestown Mfg. Co. ocala 
Globe-Wernicke Co., The...... 56, 57 
Peerless Steel Equip. Co... — 
Pronto File Corp.............. a 134 
Rockwell-Barnes Co. ... snisesdane 
Shaw-Walker Co. ... 118 
Victor Safe & — Co. 144 
Weis Mfg. Co........ 51, 52, 53, 54 
Filing Cabinets, Insulated 
Shaw-Walker Co. ..... 118 
Victor Safe & Equip. Co. 144 
Filing Cabinets, Metal 
All-Steel-Equip. Co. . ~ 91 
Anderson-Hickey Co. une 
Art Metal Construction Co. 64, 65 
Art Steel Sales Corp. 82, 83, 84, 85 
Browne-Morse Co. . 105 
Cole Steel Equipment Co. pee 
Columbia Steel Equipment Co.........159 
Corry-Jamestown Mfg. Co. 113 
General Fireproofing Co., The 48, 49 
Globe-Wernicke Co., The 56, 57 
Peerless Steel Equip. Co. ail 
Security Steel Equipment Corp.......126 
Shaw-Walker Co. . 118 
Victor Safe & Equip. Co. 144 
Weis Mfg. Co..... 51, 53, 53, 54 
Yawman and Erbe Mfg. Co. 147 
Filing Cabinets, Wood 
Art Metal Construction Co...........64, 65 
Art Steel Sales Corp.........82, 83, 84, 85 
Bainbridge, acral & ; Haupt, 

Inc. : _ ae 
Boynton and. “Co... sisiescionigageagi ..190 
Browne-Morse Co. .. 105 
Business Efficiency Aids.. 166, 173 


General Fireproofing Co., The......48, 49 


Imperial Methods Co... 
Indiana Desk Co.. 
Michigan Desk Co.. 
New England Woodworking Co.. esecese "152 








Peerless Steel Equip. Co....... . 96 
Perma-Bilt Equipment Co....... . 78 
Shaw-Walker Co. ....... 118 
Victor Safe & Equip. “Co... 144 
Wagemaker Co. 162 





Weis Mfg. Co..............51, 52, 53, 54 
Wells Office Furniture Co.........102, 103 
Yawman and Erbe Mfg. Co. hhaninocenianes 147 





Filing Supplies 


Acco Products, Ince. 
Aigner, G. J., Co.. 
Amberg File & Index Co. 








Art Metal Construction Co...........64, 65 
Bashles, ©. Th, @ O@iccicicncmnns 92 
Browne-Morse Co. . =e vesicnesge 
Cooke & Cobb Co., The critics ee 
Corry-Jamestown Mfg. Co....... oe 18 
Daco Card & Index Co.. _—— 
General Fireproofing Co., The. “48, 49 
Globe-Wernicke Co., The 56, 57 
Guide System & Supply Co.............100 
Imperial Methods Co....................0 137 
Northern States Enveiope Co............. 88 
Oxford Filing Supply Co. .--.109 
Pronto File Corp...... 134 
Quality Park Envelope Co. 104 
Rockwell-Barnes Co. . wag 
Shaw-Walker CO. ...ccniccscrrossceccocssens ..118 
Victor Safe & Equip. Co....... 144 
Warshaw Mfg. Co. as 145 


Weis Mfg. Co. st. 52, 
Yawman and Erbe Mfg. ¢ 147 


Finger Pads 


Melind, Louis, Co. tH --143 


Speed Products Co.......... seoes 1 O63 


(Continued on page 6) 








THE CLASSIFICATIONS 


(Continued from 


pag 


Folders (See Filing Supplies 


e 5) 


Fountain Pens, Mfrs. 
Inkograph Co., In 161 
Kahn, David, Inc gy 
Parker Pen Co 73 
Sheaffer, W. A., Pen Co 9 
Globes, Geographical 
Cram, The George F., 61 
Gummed Cloth Rings 
Graff, Geo. B., Co 153 
Warshaw Mfg. Co 145 
Honor Rolls 
Acme Bulletin & Dir. Bd. Corp.....190 
U. 8S. Bronze Sign Corp 189 
Index Card Signals 
Cook, H. C., Co 166 
Graff, Geo. B., Co 153 
Victor Safe & Equip. Co 144 
index Tabs 
Aigner, G. J., Co 116 
Barkley, C. L., & Co 92 
Globe-Wernicke Co., The 56, 57 
Guide System & Supply Co 100 
Markilo Co. 186 
Master-Craft Corp., Div. S.-W 87 
Melind, Louis, Co 143 
Reyburn Mfg. Co 99 
Shaw-Walker Co 118 
Sheppard, The C. E., Co 135 
Speed Products Co. 163 
Victor Safe & Equip. Co 144 
Inks (Writing), Adhesives, Etc. 
Higgins Ink Co 183 
Kemprene Products Co 178 
Melind, Louis, Co 143 
Parker Pen Co. 73 
Rivet-O Mfg. Co. 187 
Stewart, R. A., & Co 182 
Labels 
Imperial Methods Co... 137 
Oxford Filing Supply Co 109 
Warshaw Mfg. Co. 145 
Weis Mfg. Co 51, 52, 53, 54 
Ladders, Library, Store & Vault 
Cotterman, I. D 189 
Leads for Mechanical Pencils 
Autopoint Co. 171 
Dixon, Joseph, Crucible Co 95 
Kahn, David, In¢ 89 
Rite-Rite Mfg. Co 186 
Sheaffer, W. A., Pen Co 59 
Leather Goods 
Stein Bros. Mfg. Co 180 
Leather Upholstered Furniture 
Bright Chair Co 185 
Ehrlich Upholstery Works 187 
Gunlocke, The W. H., Chair Co.....172 
Jasper Chair Co 121 
New Indiana Chair Co 167 
Letter Trays (See Desk Trays) 
Library Equipment 
All-Steel-Equip. Co 91 
Art Metal Construction Co 64, 65 
Art Steel Sales Corp 82, 83, 84, 85 
Corry-Jamestown Mfg. Co. 113 
General Fireproofing Co., The 48, 4% 
Globe-Wernicke Co., The 56, 57 
Peerless Steel Equip. Co 96 
Security Steel Equip. Corp 126 
Shaw-Walker Co. 118 
Yawman and Erbe Mfg. Co 147 
Lockers and Storage Cabinets 
All-Steel-Equip. Co. 91 
Anderson-Hickey Co. 141 
Art Metal Construction Co 64, 65 
Art Steel Sales Corp 82, 83, 84, 85 
Browne-Morse Co 105 
Corry-Jamestown Mfg. Co 113 
General Fireproofing Co., The 48, 49 
Globe-Wernicke Co., The 56, 57 
New England Woodworking Co 152 
Security Steel Equip. Corp 126 
Shaw-Walker Co 118 
Yawman and Erbe Mfg. Co 147 
Loose Leaf Books & Systems 
Amberg File & Index Co 145 
Boorum & Pease Co. 77 
Master-Craft Corp., Div. S-W 87 
National Blank Book Co 69 
Sheppard, The CC. E., Co. 135 
Stationers Loose Leaf Co 182 
Wilson Jones Co 47 
Loose Leaf Sheet Covers, Celluloid 
Aigner, G Co 116 
Markilo Co 186 
Wilson Jones Co 47 
Loose Leaf Metals and Devices 
Sheppard, The C E Co. 135 
Wilson Jones Co 47 
Mail Distributors 
Globe-Wernicke Co., The 56, 57 
Victor Safe & Equip. Co 144 
Mailing Machines 
Nat'l Postal Meter Co 131 
Map Tacks 
Graff, Geo. B., Co 153 
Moore Push-Pin Co 189 


Maps 
Cram, The George F Co 
Matched Office Suites 
Art Metal Construct 
General Fireproofing ¢ 
Globe-Wernicke Co 
Leopold Co 
Royal Metal 
Shaw-Walker 


The 56 


Mfg. (« 
Co 


Memorandum Books 
soorum & Pease Co 
National Blank Book Co 
Robinson Reminders 
Rockwell-Barnes Co 
Wilson Jones Co 


Memorandum Devices 
Autopoint Co 
Bates Mfg. Co 
Finch & McCullouct 


Mending Tape 
Warshaw Mfg. Co 
Metal Badges, Checks, Tokens, Ete. 
Dayton Stencil Works 
Meyer & Wenthe, In¢ 


Moisteners 
Rivet-O Mfg. Co 
Numbering Machines 
Bates Mfg. Co 
Melind, Louis, Co 
Roberts Numbering Mach. Co 


Office Partitions and Railings 
Globe-Wernicke Co., The 36 


Office Printing Outfits 
Fulton Specialty Co 


Pads, Figuring 
Boorum & Pease Co 
National Blank Book Co 
Rockwell-Barnes Co 
Wilson Jones Co 


Paper 
Eaton Paper Corp 
Rockwell-Barnes Co 


Paper Clamps 

Acco Products, Inc 

Hunt, C. Howard, Pen Co 
Paper Clips 

Acco Products, Inc 

Cook, H. C., Co 

Graff, Geo. B Co 

Vail Manufacturing Co 


Paper Fastening Machines 
Acme Staple Co 
Bates Mfg. Co. 
Markwell Mfg. Co 
Neva-Clog Products 
Speed Products Co 
Victor Safe & Equip. 


Inc 


Paste (See Inks, Adhesives, Etc 


Pencil Sharpeners 
Hunt, C. Howard, Pen Co. 
Pencils, Mechanical 
Autopoint Co. 
Parker Pen Co 
Rite-Rite Mfg 
Sheaffer, W. A., 
Pencils, Wood Cased Lead 
Dixon, Joseph, Crucible Co 
K oh-I-Noor Pencil Co R6 
Staedtler, J. S., Inc 80, 


Pens, Steel 
Hunt, C. 


Co 
Pen. Co 


Howard, Pen Co 
Pins and Pin Containers 
Vail Mfg. Co 


Platens, Typewriter 
Ames Supply Co 


Postal Meters 
Nat’l Postal Meter (< 

Presentation Covers 
Amberg File & 
Oxford Filing 


Price & Sign Markers 
Fulton Specialty Co 
Melind, Louis, Co 
Stewart, R. A., & Co 


Publishers 
British 


Co 
Co 


Index 
Supply 


Stationery Exporter 
Punches 
Acco Products, 
Bates Mfg. Co 
Boorum & Pease Co., The 
Globe-Wernicke Co., The 56, 
National Blank Book Co 
Wilson Jones Co. 


Push Pins 
Moore Push-Pin 


Inc 


Co 


Ribbons and Carbons 
Allen & Co 
Ames Supply Co 
Buckeye Ribbon & 
Codo Mfg. Corp 
Columbia R. & C 
Little, A. P., Inc 
Manifold Supplies Co. 

Mittag & Volger, Inc 
Old Town Rib. & Car. Co 63, 
Pacific Car. & Rib. Mfg. Co 


Carbon Co 


Mfg. Co 


ion Co 64, 


169 


187 


169 
187 


145 
109 


164 
143 
182 


Peerless Imperial Co 81 
Phillips Process Co 14¢ 
Regal Typewriter Co 187 
Royal Typewriter C« Ine 97 
Shipman-Ward Mfg Co. 154 
Storms, H. M., Co 183 
Underwood Elliott Fisher tack Cover 


U. S. Typewriter Ribbon Mfg. Co...149 


Webster, F. 8S., Co “ 
Rubber Stamps 

Melind, Louis, Ce 148 

Meyer & Wenthe, Il 177 

Stewart, R. A., & 182 

Superior Type Co 182 


Rubber Type 





Fulton Specialty Co 164 
Melind, Louis, Co 143 
Stewart, R. A., & Co 182 
Safes 
Art Metal Construction (« 64, 65 
Brush-Punnett Co 139 
Diebold, Inc lit 
General Fireproofing Co., The.48, 49 
Globe-Wernicke ( The 56, 57 
Meilink Steel Safe (« 142 
Security Steel Equip. Corp 126 
Shaw-Walker Co 118 
Victor Safe & Equip. Co 144 
Yawman and Erbe Mfg. Co 147 
Scrapbooks 
Globe-Wernicke Co., Th 56, 57 
Weis Mfg. Co 51, 52. Af 54 
Wilson Jones Cc 17 
Secretary Desks 
Art Metal Construction Co 64, 65 
General Fireproofing Co., The 12, 49 
Globe-Wernicke Co The 56. 57 
Peerless Steel Equip. Co O8 
Shaw-Walker Co. 118 
Shelving 
All-Steel-Equip. Co 9] 
Art Metal Construction Co 64, 65 
Browne-Morse Co 105 
Corry-Jamestown Mfg. Co 113 
General Fireproofing Co., The 18, 49 
Globe-Wernicke Co., The 56, 57 
Security Steel Equip. Corp 126 
Shaw-Walker Co 118 
Signs, Changeable Letter 
Acme Bulletin & Directory Board 
Corp 190 
Stamp Affixers 
Nat'l Postal Meter Co 131 
Stamp Pads 
Bates Mfg. Co 75 
Fulton Specialty Co 164 
Melind, Louis, Co 143 
Meyer & Wenthe, Inc 177 
Phillips Process Co 146 
Rivet-O Mfg. Co 187 
Rockwell-Barnes Co 187 
Stewart, R. A., & Co 182 
Victor Safe & Equip. Co 144 
Stands for Office Machines 
All-Steel-Equip. Co 91 
Ames Supply Co 74 
Amderson-Hickey Co 141 
Art Steel Sales Corp 82, 83, 84, 85 
General Fireproofing Co., The...48. 49 
Globe-Wernicke Co., The 
Metalstand Co 
Peerless Steel Equip. Co. 96 
Shipman-Ward Mfg. Co 154 
Sturgis Posture Chair Co 111 
Wells Office Furniture Co 102, 3 
Staples and Stapling Machines 
Acme Staple Co 190 
Bates Mfg. Co 75 
Markwell Mfg. Co 108 
Neva Clog Products, Inc 67 
Speed Products Corp 163 
Vail Manufacturing Co 23 
Stationery 
Stationers Clearing House 170 
Stencils, Brass 
Dayton Stencil Works 189 
Stenographer’s Note Books 
National Blank Book Co 69 
Rockwell-Barnes Co 187 
Stools 
Wells Office Furniture Co 102, 103 
Storage and Transfer Cases 
All-Steel-Equip. Co 91 
Amberg File & Index Co 145 
Art Metal Construction Co 64, 65 
Art Steel Sales Corp 82, 83, 84, 85 
Bankers Box Co 122 
Barkley, C. L., & Co 92 
Browne-Morse Co. 105 
Cole Steel Equipment Co 98 
Columbia Steel Equipment Co 159 
Corry-Jamestown Mfg. Co 113 
General Fireproofing Co., The 18, 49 
Globe-Wernicke Co The 56, 57 
Guide System & Supply Co 100 
Imperial Methods Co. 137 
Peerless Steel Equip. Co 96 
Pronto File Corp 134 
Rockwell-Barnes Co 187 
Security Steel Equip. Corp 126 
Shaw-Walker Co 118 
Wagemaker Co 162 
Weis Mfg. Co 51, 52 m4 
Yawman and Erbe Mfg. Co 147 
Store Fixtures and Equipment 
All-Steel-Equip. (« 91 


OFFICE APPLIANCES, 


Strong Boxes, Fire Protected 





Diebold, Inc 106 
Meilink Sttel Safe Co. 142 
Tables 
Art Metal Construction Co 64, 65 
Browne- Morse Co 105 
Corry-Jamestown Mfg. Co 113 
General Fireproofi Co., The48, 49 
Globe-Wernicke Co., The 56, 57 
Mutschler Bros. Co 181 
Peerless Steel Equip. Co 96 
St. Johns Table Co 153 
Security Steel Equip. Corp 126 
Shaw-Walker Co. 118 
Victor Safe & Equip. Co 144 
Wells Office Furniture Co 102, 103 
Tags 
Reyburn Mfg. Co 99 
Tax Record Books & Systems 
Commonwealth Publishing Co 187 
Telephone Accessories 
Sates Mfg. Co 75 
Victor Safe & Equip. Co 144 
Telephone Stands 
Art Metal Construction Co. 64, 65 
Art Steel Sales Corp 82, 83, 84, 85 
General Fireproofing Co., The...48, 49 
Globe-Wernicke Co., The 56, 57 
Peerless Steel Equip. Co. 96 
Shaw-Walker Co 118 
Yawman and Erbe Mfg. Co 147 
Thumb Tacks 
Graff, Geo. B., Co 153 
Ticket Holders 
Aigner, G. J., Co 116 
Vail Manufacturing Co 123 
Trimming Boards 
Amer. Photo Laboratories 164 
Photo Materials Co 177 
Precise Developments Co 164 
Tying Bands & Devices 
Rochester Wire-O Bindg. Co 190 
Type, Typewriter 
Ames Supply Co 74 
Shipman-Ward Mfg. Co 154 
Typewriter Cleaning Material 
Ames Supply Co 74 
sainbridge, Kimpton & Haupt 184 
Cardinell Corp 185 
Clarotype Co 174 
Martens Type Cleaner Co 189 
Mittag & Volger, Ine 61 
Red Feather Products, Ltd 71 
Regal Typewriter Co 187 
Rivet-O Mfg. Co 187 
Shipman-Ward Mfg. Co 154 
Webster, F. S., Co 3 
Typewriter Cushion Keys 
Ames Supply Co 74 
Peerless Imperial Co 81 
Shipman-Ward Mfg. (¢ 154 
Speed Key Mfg. Co 187 
Speed Products Co 163 
Typewriter Cushion Knobs and Bases 
Amer. Hair & Felt Co 76 
cep ce at i CD 74 
Peerless Imperial Co 81 
Shipman-Ward Mfg. Co 154 
Typewriter Parts and Too's 
Ames Supply Co 74 
Shipman-Ward Mfg. Co 154 
Typewriter Tables 
(See Stands for Office Machines) 
Typewriters, Mfrs. of 
Royal Typewriter Co. 97 
Smith, L. C., & Corona Type 
writers 43 


Underwood Elliott Fisher....Back Cover 


Typewriters, Rebuilt and Used 
Regal Typewriter Co 187 
Shipman-Ward Mfg. Co 154 
Visible Systems Equipment 
Acme Visible Records, Inc 101 
Aigner, G. J., Co 116 
Art Metal Construction Co 64, 65 
Boorum & Pease Co < 77 
Diebold, Inc 106 
Globe-Wernicke Co., The 56, 57 
Master-Craft Corp., Div. S-W 87 
National Blank Book Co 69 
Shaw-Walker Co 118 
Sheppard, The ©. E. Co 3h 
Stationers Loose Leaf Co 182 
Victor Safe & Equip. Co 144 
Wilson Jones Co. 47 
Yawman and Erbe Mfg. Co 147 
Wardrobe Racks 
New England Woodworking Co 152 
Vogel-Peterson Co 158 
Waste Baskets 
Art Steel Sales Corp 82, 83, 84, 85 
Cole Steel Equipment Co 98 
Corry-Jamestown Mfg. Corp 113 
General Fireproofing Co., The 48, 49 
Globe-Wernicke Co The 56, 57 
Peerless Steel Equip. Co 96 
Shaw-Walker Co 118 
Wholesale Stationery 
Sainbridge, Kimpton & Haupt, 
ne. 184 


March, 1944 





ANTE REPAN 


The 


rate j 


SITUATIONS WANTED 


STATIONERY SALESMAN who has sold and to stationers in 


both direct to large users 
area bounded by Detroit, Indianapolis, Si. Louis, Kansas City, Minneapolis, St. Paul 
and Milwaukee, is open for new connection, preferably centering in Chicago where now 
located. Twenty years excellent record with one company Vill give full time to 
dealer work or to direct solicitation, according to opportunities presented and manu- 
facturer’s policy Knows nearly all large buyers in cities mentioned and others in 
between On best of terms with stationers throughout the area Giving consideration 
to handling one important major line but might carry two or three non-competitive 
lines with suitable sales possibility presented. Best of references. Address C-45, 


care Office Appliances 
‘LONDON CALLING U. S. A. 





Chicago. 


Successful Sales Manager 16) linguist, London, Eng. 








holding executive position with British anufacturers of Continuous Stationery 
Systems, and who has had a life experie e as Mechanised Accounting Adviser in 
Great Britain and East and Central Europe, would welcome proposition from American 
aca ir ia who are planning post-war Sales programme in any part of the world.’’ 
Contact; C. EATON, 86 Thurleigh Road, London. S. W. 12, England. aes 
Sl CCESSFUL DISTRICT SALES MANAGER with proven record over many years now 
contemplating severing present connection and organizing own sales organization. 


Interested in office equipment 
appreciate loyal, conscientious, 
Address C-46, care Office 


nown in New Jersey, Delaware and Pennsylvania. 
lines of nationally known manufacturers who 
representation on an exclusive franchise basis 
Chicago. 


Well 
and supnly 
intelligent 
Appliances, 





WASHINGTON REPRESENTATIVE who has been top producer for division of one of 
leading office appliance manufacturers will be open for new connection by the time 
this issue reaches its readers. fell acquainted with both government and commercial 
buyers, well versed in government buying processes. Has specialized in duplicating 
equipment. Will consider any specialty which will meet government requirements. 
Convincing facts available on personal interview. Address C-47, care Office Ap- 
pliances, Chicago. i me 

DEALER AND SALESMAN of office equipment and supplies for sé ‘ven years inc 





typewriters desires connection with a reliable, reputable manufacturer to sell stationery 











trade. Address Robert A. Ellison, Box 45, Bradford, Penna ae 
SITUATION WANTED-— -Technical carbon and ribbon salesman, established business. 
Over twenty-five years’ experience. Ohio territory Address C care Office Ap- 
pliances, Chicago 6 ee 5 
TYPEWRITERS, ADDING and CALCU L. ATOR mechanic; seeks for a job at . os 
old, with twenty of experience. J. Arias, O’Reilly 212, Habana, Cuba. 
MECHANIC with 18 years’ experience in all types of office machines wants be ager 
position in either California or Florida Available within 30 days. Reply C-49, care 
Office Appliances, Chicago 6. 

SALESMEN WANTED 
AAA-1 MANUFACTURER of most complete, fine quality line of hectograph and spirit 
duplicating materials, printed forms and supplies, inked ribbons, carbon papers, ete., 
has territory openings for steady, reliable type of salesmen who are workers. New 
exclusive products have created an unusual opportunity for able representatives. Per- 
manent post-war employment. Opportunity for excellent earnings Salary and ps 
paid. See display ad in this Write Old Town Ribbon & Carbon Co., Inc. 


magazine. 





50 Pacific Street, Brooklyn, oes 
OFFICE SUPPLIES SALESMEN and SALESWOMEN: We _have_ several attractive sales 
openings in our Stores, Outside Territories and Phone Order Department for men and 


career in the ‘‘business with a 
advancement to well-paid 
Ambitious and capable men and women with 
write or come in for an interview. 
Good Future,’’ 231 So. Jefferson 


a successful 
d opportunities for 


who are interested in making 
future.’ There are many increasingly g 
supervisory and managerial positions, 
some office supplies experience are invited to 
HORDER’'S, INCORPORATED, ‘‘The House with a 
St Chicago. 

ROBBINS & COMPANY, 
s Department. 


women 









manufacturers of accounting forms and systems, has 


TALLMAN, 
Knowledge of accounting or machine bookkeep- 


an opening in their Sz 





ing beneficial but not necessary. Salary paid during training period on liberal drawing 
account basis. Opportunity to build a permanent connection in the post-war era 
with an acknowledged leader in its field. For an interview send a brief summary of 


education and experience to us at 314 West Superior Street, Chicago _10, Ill. 
- ACCOUNTING SYSTEM SALESMAN Must be experienced in direct t selling 
posting forms and binders Excellent earning possibilities on Kopi- -Spot 
Payroll System, Mastercraft Lines, Post Index Visible. and Interleaved One Time Carbon 
forms. State complete details first letter, give work history, lines sold, previous 
earnings, draft status, and enclose recent photograph. Location Kansas City, Missouri. 
Address P-172 care Office Appliances, Chicago 6 ; 
Paper and Typewriter Ribbons has ex- 


your 


PAYROLL 
of machine 


WELL ESTABLISHED manufacturer of Carbon 
clusive territories open for men capable of giving first class representation. Sala 
commission, and expenses. Write full detalis to P-164, care Office Appliances, 


Chicago 6. 
MANAGER experienced in office 
national “xxceptional 


organization. Ex 
come part of small but rapidly growing company 


machines and systems wanted to expand estab- 
opportunity for high class executive to be- 
with excellent future. Address P-163, 





care Office Appliances, Chicago 6. Beran ae, WO 
OFFICE FURNITURE SALESMAN: Must be experienced in selling office furniture, files 
and safes to consumer trade, Good opportunity for advancement with excellent earning 
possibilities. State age, draft status, complete work history and 0 er +g first 
letter Enclose recent photogr raph. Location Kansas City, Mo. Address P-1€ care 
Office Avnliances, Chicago 6. 
MECHANICS WANTED 

SERVICE MEN WANTED—We need Service Men with experience on either or all of 
the following: Friden Calculators, Allen-Wales Adding Machines, Dictaphones, and all 
makes of typewriters. Give full details in first letter; replies treated confidentially. 
Reliable Office Equipment Co., 3 Sycamore, Evansville, Indiana. 


makes, excellent 
and references 


repairing all 
experience 


capable of 
Write giving 


TYPEWRITER—Adding Machine 
salar to reliable and honest mechanic 


Rose Townsend, Anchorage, Alaska 
OFFICE EQUIPMENT MECHANICS 


repairman 





plendid opportunity leading to Departmental Key 




















positions with newly reorganized ionally known re-builders of Office Equipment 
now planning for tremendous present and post-war expansion Good starting salary 
and every opportunity for advancement -for either specialists or all-’round men. 
Avoly E. Wolf, 1717 North Shore Avenue, Chicago a 
WANTED: Experienced typewriter mechanics with some sales experience. Only inter- 
ested in men of highest caliber who have given some though to post-war planning. 
Permanent position and excellent opportunity for right parties. Must be able to fur- 
nish best of references. dvise salary desired in first letter. Santa Fe Book and 
Stationery Company, Santa Fe, New Mexico w 
WANTED . Another Typewriter and Adding Machine mechanic for pe rmanent con- 
nection in the heart of Tennessee Valley Authority. Best part vu. S live and 
work. Good pay, salary and commission. Prefer one over thirty-five with dependents. 
Send full particulars including references. Write or Wire, W. AA. Johnston, Market 
Street, ‘‘Since 1908, Knoxville, Tennessee. ra 
TYPEWRITER & OFFICE MACHINE Mechanic, with more than average ability. Per- 
manent, and a swell place to work. Earnings according to ability. Lamont Office 
Equipment Co., 1544 Broadway, Detroit 26, Mich. aS 
TYPEWRITER AND N re AC HINE, Se HANIC—$50 ver week, typewriter 
mechanic. Work South Jerse wn 25 10, near Atlantic City. Give ‘complete infor- 
mation. Address Box P-166, Ome e PF es, Chicago 6. 


HELP WANTED: We have a real opnortunitv for a capable and depe ndable mechanic. 
or repairman who has postwar ambitions. Bergen Typewriter Service, 253 Main St., 
Hackensack, N. J. : <a aae  io Rs 
WANTED—Typewriter mechanic or combination type writer and adding machine me- 
chanic. Good working conditions, Flake Typewriter Co., 45—2nd St... Yuma, Ariz. < 
WANTED DICTAPHONE or EDIPHONE Phone Mr. Uher, CEN- 


experience “ mechanic. 
tral 0525 or write Young Office Equinment Co 10 West 
BUSINE ACHINF'S MECHANIC, $50 per rani: guaranteed 
Muncie Tepe _ riter Exchange, Muncie, Indiana. 


Adams St., Chicago 6 
Possible to make more. 





EXECUTIVES WANTED 




















STATIONERY AND OFFICE SUPPLY store menor wanted by established Southern 
stationer Permanent position with good sa Replies confidential. Giv full 
details of experience in first letter. Address P- 167, care Office Appliances, ica ro 6. 
HIGHEST GRADE SUPERINTENDENT for Carbon Paper Plant of good size, capable 
of taking entire charge and who understands formulation. Also need good research 
and development chemist. Excellent opportunity and remuneration, Our men know 
of this ad. Box P-168, Office Appliances, Chicago 6. 

WANTED: EXPERIE ED office machine man to take charge of sales and service for 
tvrewriter, adding ats Bg mimeographs, etc Fine shop ane store. Large stock. 
Permanent to right man. Last man averaged over $3,000 a sar last two years when 
machines were frozen, General Printing Co., 17 West Law rene e St., Pontiac, Michigan. 
MANAGER WANTED for stationery store in smaller but thoroughly enter rising Cali- 
fornia city ro be thoroughly experienced and preferably nov n a western 
state. attractive opportunity for someone with nackanaey tra ining. Send full 
particulars including references. Address P-169, care Office Appliances, Chicago. 
OFFICE MACHINE STORE MANAGER WANTED by old, well established firm in North- 
west: An opportunity of a lifetime with a real future is open for fully experienced, 
office appliance salesman with managerial ability, familiar with all types of office 
mschines and equipment, to take over management of store. Must have proven sales 
production ability, capable of coping with wartime conditions Liberal salary and 


your first letter. All replies strictly 


Chicago 6. 


bonus. Give 
confidential 


full details of your experience in 
Address P-173 care Office Appliances 
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) SOR SALT 


for classified advertisements is eight cents a word, minimum charge, $1.60. 


REPRESENTATIVES AVAILABLE 


devices, continuous printing, 
Exclusive and newly patented articles. 
Office Appliances, 100 East 42nd Street, 


REPUTABLE producer high 
open for See agency 
or sales ager 

New York 17. N. 


volume, business machines, 
metropolitan area. 
capacity. Box C-50, 
+ 4 





REPRESENTATIVES WANTED 


SALESMEN WANTED—Well-known manufacturer of bank nassbooks and checkcases” 
offers unusual sideline opportunity to a limited number of salesmen. Use of patented 


machinery permits quoting low prices on super-quality line. We make all styles of 
passbooks, including N.C.R. and Burroughs machine; also all styles of checkcases. 
Impressive sales portfolio and selling plan will enable you to produce results im- 
mediately. Commission basis. Write today for complete information. Address P-170, 


Office Chicago 6. 


SPECIALTY SALES REPRE SENTATION | 
(New England State 
experienced sales organization Phas nomyg MANUFACTURERS of OFFICE 
and/or SPECIALTIES to discuss distribution of their products throughout 
the New England States. EXPERTS: survey, analysis office practice, advertising, 
specialty selling. and promotion, Personnel now being reorganized for post-war op- 
portunities. NEW PRODUCTS solicited. ‘rite in confidence to F. A. Poole, Director, 
26 Concord Ave., Cambridge, Massachusetts. 


Appliances, 








Aggressive, 
EQUIPMENT 


VISIBLE RECORD PATENTS 





AVAILABLE TO ESTABLISHED manufacturer. Patent rights on new compact visible 
record. Suitable for marketing through stationers. Meets large demand for small 
portable visible record No critical materials. Owner has business in different line. 
Address P-171, care Office Appliances, Chicago. 


RETAIL BUSINESS FOR SALE 





OFFICE SUPPLIES SALES $5,000 MONTH Franchise steel furniture; large volume; 
well-stocked: 10.000 feet; modern equipped: excellent location: old established; wil 
inventory $20,000; low price Apple Company, Brokers, Cleveland, Ohio. 








TRADE SCHOOLS 


WEBER TYPEWRITER-MECHANICS SCHOOL. 
Our students now operating their own 





A simnlified Practical Homestudy Course. 
business. Division 3, ‘Hol lywood 27, Calif 








SALES LETTERS 
LETTERS WILL 
need more than ever now. Send 
for reshaping. Particulars on 
Denver, Colorado, 


BUILD SALES: 


letters that pull sales. You 
or unsuccessful letters 
Boadway, 


built 
data for new letters, 
Addrss H. M. 


For years I have 
me your 
request. 


Goldthwait, 1659 





FOUNTAIN PEN REPAIRING 


phe TY'S REPAIR MAKES FOUNTAIN PENS Desk Pens, Pencils, etc. Revaired 
at enoere prices. especially feature ‘‘*CONKLIN,’’ SWAN, WATERMAN, WAHL, 
PARKER, WELTY. SHEAFFER, MOORE, etc but can repair all other makes. We 
feature Gold Pen Points and Renairing. Mail - makes to ONE place for better service. 
(Est. 1904). ASK ABOUT NEW WELTY PEN $1.50 TO $10.00 LIST. Welty Pen 
and Repair Co., 38 So. State St., Chicago 


ALL 











ADDING MACHINE PARTS, TYPE, ETC. 








LARGE STOCKS of new and used Adding and Calculating Machine | Parts. “available. 
Quotations furnished on specific parts upon request. I. A. Dehn, Jr., 1643 101st Ave., 
Oakland, Calf 

ADDING, CALCULATING MACHINE PARTS for Marchants, Monroes, Burroughs, etc. 
New and slightly used. Dials, contact points. Send old part or give catalog number. 
| EF 6931 S. Eggleston, Chicago 21 


Brooks, 





FOR SALE AND WANTED TO BUY, USED EQUIPMENT 











a. IOTT-FISHER, Burroughs, Moon Hopkir ding- -Calculating Machines, Dicta 
phones, Ldiphones, bought and sold. ‘hic ny "othe ~ Appliance Co., 529 S. Wells St, s 
Chicago 7. 

ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs and Monroe 


ae 





pewriters and all office 


3rd St.. Milwaukee, Wis 
oo RROU GHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
all makes calculators bought and sold. Dorrell-Markel, 93 8S. 


BURROUGHS—Duplexes, Moon 
office machines bought and sold 
burgh, Pa. 


ELLIOTT-FISHER machines, 
ment, bought and sold. 


machines bought and sold. Teeter-Warsh Co., 





Comptometers, 
11th, Minneapolis, Minn. 
Hopkins, Bookkeeping Machi ines, Kardex. All types 

Fort Pitt Typewriter Co., 644 Liberty Ave., Pitts- 





calculating 


‘ machines, adding machines—all office equip- 
Crowley Company, 


434 Caswell Bldg., Milwaukee, Wis. 


Elliott-Fisher, Remington _ Accounting Machines, and 
e machinery line. State model, serial number and we will 
prices. International Office Appliances, Inc., 326 Broadway, 


BURROUGHS, MOON HOPKINS, 
everything in the office 
quote ye cash 
New York City 








specialists in 
catalog 


DICTA PHONES—EDIPHONE S—Foremost 
dictating equipment. Write for 
Fifth Ave., New York, N. Y. 


KARDEX, ACME, all 





rebuilding, sales and purchases 
American Dictating Machine Co., 235 





makes used visible filing equipment. Thousands of reconditioned 
























cabinets, panels, books, always on hand. Special service and prices to dealers for 
purchase or sale. Get our quotations. Chas. S. Nathan, Inc., 548 Broadway, New York. 
GUARANTEED REBUILTS, KARDEX, other visible systems, attractively refinished, 
thoroughly rebuilt for years of additional service, moderately priced. Us: equipment 
ani neuen and exchanged. Universal Office Equipment he 561 Broadway, New 
ork, N. Y. 

MULTIGRAPH RIBBONS—and other wide inked ribbons re-manufactured, also silk 
ribbons. New ribbons of all kinds in the reel. Dealer proposition. Lewis, 413 West 
State, Milwaukee. 

FOR SALE: Bookkeeping Machines, Burroughs, Class 3 and 26; Moon Hopkins 
Class 724 Remington 85; Elliott Fisher Direct Subtractors, single and double cross; 
Sundstrands Class A & D; National Class 3@00, four registers, credit balance. Quota- 
tions made on inquiry. Howard Boyer Company, 110 W. Fayette St. Baltimore (1), Md. 
ADDRESSOGRAPHS, ‘Duplicators, Dictaphones, Multigraphs, Sealers, Folders, Type- 
writers, Adding Machines. rite for FREE Money Making Circular. Pruitt Office 
Machines, 527 Pruitt Bldg., Chicago 10. 

BURROUGHS PRODUCTS bought and sold. We specialize in Burroughs Machines of 


e 

all styles, Moon Hopkins Billing and Bookkeepine. Adding and Calculatine Machines, 

Burroughs High Keyboard Bookkeeping Machines, also all other office machines, Adding, 

Calculating and Bookkeeping Machines bought and sold. National Office Machine Co., 
5 i. 


547 South Dearborn, Chicago 5, 
KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types bought and 
sold. We specialize in this field and offer full cooperation to dealers. Commercial 





Card System, 135 
CASH REGISTERS WANTED, 


Grand St., New York City 





National models 700, 1700. 1900. 1500. 2000, 6000 
Ww. 1 sh. 








and 5000 class. Write Stanchfield’s, Riverside, Spokane 8, Wa 

ACME (Insite) 8x5—14 and 23 drawer units, also 6x4 and 5x3 size. ~ Quantity of 

McCasky Production Panels Commercial Card System Co., 135 Grand St., New 

York 13, N. Y. 

QUANTITY OF KARDEX Cabinets, 22 and 33 Drawer, for 5x3” Cards, Automatic 

style. $2.75 per drawer, F. O. Los Angeles, California, Also 16” and 19” 
XITE Automatic Shift Binders for 934” sheet. General Office Furniture Company, 





FL 
1049 So. 





Los Angeles St., Los Angeles California. 


rough, complete. 
Business Machines, 


hand and electric, 
machines. American 


of Monroe and Marchant Calculators, 
solicited on all types of other 
jew York 13, Se 


QUANTITY 
Inquiries 
135 Grand St., 





exchanged. We specialize in rebuilt Kardex, 
Factograph cabinets, as well as other makes. Have 
equipment in one line tu®e panels, and 5x11 pocket 
Write and tell us what Visible Equipment you ne 
Dealers. E. H. Heineman, 4 North Eighth 


VISIBLE EQUIPMENT bought, sold and 
Acme and International Visible 
available credit authorization 
panels, for reasonable prices. 
have for sale. Special prices to 


ed oO 
Street, 
St. Louis, Mo. 





WANTED 
cabinets, in 6 and 12 drawer 8x5 size, com- 
rods. Advise what you have available. E. H. 


INTERNATIONAL VISIBLE Factograph 
plete with card holders and good shift 
Heineman, Box 552, St. Louis, Mo. 


7 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 








2,339,279. Carbon Supply and Control for Writing 
Machines. Carl R. Mabon, Niagara Falls, N. Y., 
assignor to Gilman Fanfold Corporation, Niagara Falls, 
N. Y., a corporation of Delaware. Application Novem- 
ber ee, 1940, Serial No. 364,567. Granted January 
18, 19 

2,339,290. Mechanical Pencil. John William Para, 
Elizabeth, N. J., assignor to David Kahn, Inc., North 
Bergen, N. J., a corporation of New Jersey. Application 
August 7, 1941, Serial No. 405,855. Granted Jan- 
uary 18, 1944. 

2,339,321. Adding and Listing Machine. Loring 
Pickering Crosman, South Orange, N. J., assignor to 
Monroe Calculating Machine Company, Orange, N. J., a 
corporation of Delaware. Application July 7, 1943, Serial 
No, 493,796. Granted January 18, 1944. 

a ae 411. Fastener. Emil Kern, Long Island City, 

Y., assignor to Acco Products, Inc., Long Island 
Pity. N. Y., a corporation of New York. Application 
November 19, 1942, Serial No. 466,100. Granted Jan- 
uary 18, 1944. 

2,339,412. Fastener. Emil Kern, Long Island City, 
N. Y., assignor to Acco Products, Inc., Long Island 
City, N. Y., a corporation of New York. Application 
November 19, 1942, Serial No. 466,101. Granted Jan- 


uary 18, 1944. 

2,339,447. Filing Equipment. Elmer L. Zwickel, Chi- 
ago, Ill., assignor to Acco Products, Inc., Long Island 
City, N. Y., a corporation of New York. Application 
September 18, 1941, Serial No. 411,293. Granted Jan- 
uary 18, 1944. 

2,339,514. Indicating Device for Mechanical Pencils. 
William O. Ponath, Richmond Hill, N. Y., — 
to Eagle Pencil Company, Inc., New York, N. 
corporation of Delaware. Application June 6, wa 
Serial No. 396,840. Granted January 18, 1944. 

2,339,519. Card for Sequence Sorting. Albert A. 
Rembold, San Francisco, Calif. Application September 
18, 1942, Serial No. 458,763. Granted January 18, 1944. 

2,339,616 Calculating Machine. George ©. Chase, 
South Orange, N. J., assignor to Monroe Calculating 
Machine Company, Orange, N. J., a corporation of Dela- 
ware. Application July 22, 1939, Serial No. 285,860. 
Granted January 18, 1944. 

2,339,652. Ribbon Spool. Albert E. Rockwood, Gard- 
ner, Mass., assignor to Simplex Time Recorder Co., 
Gardner, Mass., a corporation of Massachusetts. Ap- 
plication February 23, 1942, Serial No. 431,994. Granted 
January 18, 1944. 

2,339,691. File Box Closure. Harry L. Fellowes, 
Chicago, Ill., assignor to Bankers Box Company, Chicago, 
1ll., a corporation of Illinois. Application December 21, 
1942. Serial No. 469,638. Granted January 18, 1944. 

2,339,835. Letter Stripping Means. Alfred Burck- 
hardt, Stamford, Conn., assignor to Pitney-Bowes Post- 
age Meter Co., Stamford, Conn., a corporation of Dela- 
ware. Application April 11, 1942, Serial No. 438,624. 
Granted January 25, 1944 

2,339,860. Fountain Pen. David Kahn, Englewood, 
and John William Para, Elizabeth, N. J., assignors to 
David Kahn, Inc., North Bergen, N. J., a corporation 
of New Jers Application October 31, 1942, Serial 
No. 464,076. Granted January 25, 1944. 

2,339,953. Tilt Back Swivel Chair. Herman Schlor- 
man, Los Angeles, Calif. Application October 20, 1942, 
Serial No. 462.665. Granted January 25, 1944 

2,340,023. Globe. David E. Sites, Chicago, Ill., as- 
signor to Rand McNally & Company, a corporation of 
Illinois. Application November 9, 1942, Serial No 
464,955 Granted January 25, 1944. 

2,340,129. Loose Leaf Binder Device. Samuel Lazar- 
off, Fall River, Mass., assignor to Elbe File & Binder 
Co., Ine., Fall River, Mass., a corporation of New York. 
Application February 18, 1943, Serial No. 476,294. 
Granted January 25, 1944. 

2,340,204. Moistening Device. Eugene W. Pike, 
Union, N. J. Application October 8, 1941, Serial No 
414,151. Granted January 25, 1944. 

2,340,257. Typewriting Machine. Elmer L. Wise, 
Bridgeport, Conn., assignor to Underwood Elliott Fisher 
Company, New York, N. Y., a corporation of Delaware 
Application March 18, 1941, Serial No. 383,950. Granted 
January 25, 1944. 

2,340,310. Desk Lamp. Clarence L. Dewey, Elkhart, 
Ind. Application July 6, 1942, Serial No. 449,915 
Granted aay 1, 1944. 

2.340.327. Moistening Mechanism for Duplicating 
Machines. ‘Hubert Jagger, Maywood Wilhelm F. Schoen- 
hardt, Chicago, and Albert F. Uhlig, Cicero, Ill., as- 
signors to Ditto, Incorporated, Chicago, Ill, a corpora- 
tion of West Virginia. Application February 5, 1942, 
Serial No. 429.588. Granted February 1, 1944 

2,340,359. Fountain Pen. George E. Ziegler, Chi- 
eago, Ill., assignor to Eversharp, Inc., Chicago, IIl., 
a corporation of Delaware. Application February 1, 
1941, Serial No. 376,954. Granted February 1, 1944. 

2,340,372. Caleulating Machine. Arthur J. Fettig, 
Detroit, Mich., assignor to Burroughs Adding Machine 
Company, Detroit, Mich., a corporation of Michigan 
Application October 16, 1939, Serial No. 299,682 
Granted February 1, 1944 

2,340,491. Typewriting Machine. Walter T. Sagner, 
West Hartford, Conn., assignor to Underwood Elliott 
Fisher Company, New York. N. Y a corporation of 
Delaware. Application April 8, 1942, Serial No. 438,149. 
Granted February 1, V4 

2,340,606. Control Means for Dictation Machines. 
Hayward K. Mann, South Orange, N. J., assignor to The 
Gray Manufacturing Company. Hartford, Cenn., a cor- 
poration of Connecticut Application March 31, 1942, 
Serial No. 436.975. Granted February 1, 1944. 

2,340,665. Mechanical Pencil. Doyle P. Jacobs, Grand 
Rapids, Mich. Application October 15, 1942 Serial Ne 
462,447. Granted February 1. 1944 

2.340.700. Multiform Envelope. Victor J. Sawdon, 
Bronxville, N. Y. Application May 29, 1941, Serial No 
395,791. Granted February 1, 1944 

2,340,717 Stapling Machine. Max Vogel. Bridge 
port, Conn., assignor to Neva-Clog Products, Inc., 
Bridgeport, Conn., a corporation of Connecticut. Appli 
sation December 5, 1938, Seflal No. 243,920. Granted 
February 1, 1944 

2,340,772. Accumulating Means. David W. Rubidge, 
Chatham, N. J., and Edward J. Rabenda, Binghamton 

Y., assignors ” International Business Machines 
Corpor ation, New York, N. Y a corporation of New 
York. Application July 25, 1940, Serial No. 347,436 
Granted February 1, 1944 
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2,340,819 Duplicating Machine. Albert W. Mills, 2,341,173. Weighing Scale. Robert S. Bohannan, 
mations N. Y., assignor to International Business Ma Toledo, Ohio, assignor to Toledo Scale Company, Toledo, 
a corporation of Ohio, a corporation of New Jersey. Application July 3, 


chines Corporation, New York, N. Y., 
New York Application October 13, 1941, Serial No 
414.819. Granted February 1, 1944. 

2,340,862. Card File. George C. Bruen, Chicago San Francisco, Calif. 


1941, Serial No. 400,989. Granted February 8, 1944, 
2,341,367. Blotting Attachment. Walter J. Eldredge, 
Application May 15, 1943, Serial 


Ill., assignor, by mesne assignments, of thirty-five and No 487,407 Granted February 8, 1944, 

one-half per cent to himself; thirty-five per cent to 2,341,470. Typewriting Machine. Meigs W. New- 

Sophie E. Bruen, Chicago, Ill.; five per cent to Edna berry, South Windsor, Conn., assignor to Underwood 
Fisher Company, New York, N. Y., a corpora- 


V. Dickinson, Highland Park, Ill.; nine per cent to Elliott 
Sarah M. Bullock, Wilmette, Ill.; ten and one-half tion of Delaware. Application April 21, 1942, Serial No 
per cent to G. A. Stuart, Washington, D. C.; two per 139,889. Granted February 8, 1944. 

341,481. Typewriting Machine. Jesse A. B. Smith, 





cent to Jay Fisher, Chicago, Ill.; one per cent to Marie 2, 
Thoenen, Elmwood Park, Ill.; one per cent to George Stamford, Conn., assignor to Underwood Elliott Fisher 
H. Fredericksen, Chicago, Ill., and one per cent to Company, New York, N. Y., a corporation of Delaware 


E. M. Thorsen, St. Joseph, Mo. Application August 8, Application June 19, 1941, Serial No. 398,795. Granted 
1942, Serial No. 454,093. Granted February 8, 1944 February 8, 1944. 

2,340,931. Paper Clip Board. Talmage D. Campbell, 2,341,507. Weighing Seale. Manford D. Varney and 
Ocala, Fla Application December 8, 1942, Serial No Lawrence H. Spiers, Columbus, Ohio, assignors to The 
168,265. Granted February 8, 1944. i Exact Weight Sale Company, Columbus, Ohio, a cor- 

2,340,969. Copyholder. Donald E. Lister, Des Plaines, poration of Ohio. Application March 31, 1942, Serial No. 

944, 





Ill., assignor of one-half to Kenneth Louton and one- 137,047. Granted February 8, 
half to George O'Day, both of Des Plaines, Ill. Applica- 
tion March 12, 1943, Serial No. 478,853. Granted DESIGN PATENTS 
February 8, 1944. 137,065. Design for a Spring Cli 5 

‘bri ; ; 37,065 , p. Solomon Rosen 
_ 2,341,121. Clip. Louis W. Schaaff, Jackson Heights, berg, Los Angeles, Calif. Application June 23, 1943, 
N. Y., assignor to Waldes Koh-I-Noor, Inc., Long Island — No. 110,505. Granted January 18, 1944. 
City, N x., a corporation of New York. Applicatior 137,204, Design for a Swivel Chair. Peter J. Nordby, 
nae a 2, 1942, Serial No. 457,204. Granted Feb- Marietta, Ohio, assignor to Marietta Chair Company, 
ruary 8, 1944. eet Marietta, Ohio, a corporation of Ohio. Application 
_ 2,341,125. Desk and Fan Combination. Walter A. September 20, 1943, Serial No. 111,166. Granted Feb- 
spear. Cincinnati, Ohio, assignor to Victor Electric ruary 1944 

*roducts, Ine., Cincinnati, Ohio, a corporation of Ohio 137,214, Design for a Chair. Edward L. K 

u . , » a cor i 37,2 . Edwa . Koenig, 

Application February 4, 1942, Serial No, 429,525 Wilmette Ill. Application June 28, 1943, Serial No. 
Granted February 8, 1944. 110,550. Granted February 8, 1944. 
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NEW TRADE LITERATURE 


Acme Bulletin and Directory Board Corporation, 37 East 12th Street, 
New York 3, N. Y., has prepared a new 8 x ll-inch, four-page folder for 
the trade. Items listed in the new release include changeable cellu- 
loid letters, glass door directory boards, changeable letter menu boards, 
building directories and honor rolls. Copies of the new folder may be 
obtained by writing directly to the company at the above address. 





Eaton Paper Corporation, Pittsfield, Mass., has issued a humorously- 
illustrated, tersely-written folder for distribution among its Berkshire 
typewriter paper accounts. The new folder, designed to stimulate action 
in paper saving, gives ten specific suggestions for saving not only paper, 
but other hard-to-get office supplies as well. Space for the dealer’s im- 
print is provided. 


Empire State Safe Company, 220 Centre Street, New York 13, N. Y., 
has issued a four-page 1944 price list covering underwriter-tested rebuilt 
safes, burglar-proof safes, Empire rebuilt fireproof safes, vaults, and 
miscellaneous items, including document files, new wood legal and letter 
files and 4 x 6-inch metal card files. Copies of the new list may be 
obtained at the above address. 


Graver-Dearborn Corporation, 118 South Clinton Street, Chicago 6, IIl., 
office supply retailers, has issued to their customers a 24-page quick- 
reference catalog of office supplies and office and shop furniture. The 
new catalog has a unique 4 x 9-inch page size and covers virtually every 
traffic item used in the modern office. Included are two order blanks to 
facilitate the filling of customers’ needs. 


Gunn Furniture Company, Grand Rapids, Mich., issued a new six-page 
price and specification book of Gunn office furniture on February 1, 1944. 
The new list, superseding all previous quotations, covers desks, tables and 
accessories. Only the items shown in the price list are available. Two 
executive grades, two commercial grades and one contract grade are in- 
cluded in the present Gunn line, with shipment on most orders being 
promised in from four to six weeks. The same applies to Gunn sectional 
bookcases and Gunn swing door bookcases. 

Copies of the new price list may be had by authorized dealers upon 
written request. 


Higgins Ink Company, Inc., 271 Ninth Street, Brooklyn 15, N. Y., has 
available for all Higgins dealers a new ten-page color chart and leaflet, with 
prices listed to stimulate drawing ink sales. The leaflet is supplied, with 
dealer imprint, upon request. The new color card is handsomely designed, 
measures 314 x 6 inches and contains a considerable amount of consumer 
information. 





BUSINESS OPPORTUNITIES 


Merchandising Manager Requests Catalogs and Price Lists.—C. W. (Neal) 
Leonard, merchandising manager for The R. P. Lewis Company, is desirous 
of receiving two copies each of catalogs, price lists and discount sheets 
from manufacturers in the office equipment and supply and social station- 
ery fields. All regular stock purchases will be made through his office at 
the Leonard Division store, 3100 West Grand Boulevard, Detroit 2, Mich. 
Only merchandise orders of an emergency nature will be placed elsewhere. 
All manufacturers lists and catalogs should be mailed to the Merchandising 
Office, The R. P. Lewis Company, at the above address. 








Catalogs Desired by Manufacturers’ Representative.—John J. Church, 
71 Sycamore Street, Albany, N. Y., is interested in receiving recent cata- 
logs of office equipment manufacturers. Present lines handled include 
steel and wood furniture, filing systems and supplies, and dictating 
machine records. Catalogs and literature should be mailed to Mr. Church 
at the address above. 


Drawing Instruments and Accessories Wanted for Mexican Distribution.— 
Casa Schauss, S. A., Motolinia 9, Mexico, D. F., Mexico, importers and dis- 
tributors of office and engineering supplies, is interested in importing a 
complete line of drawing instruments including transparent celluloid T- 
squares, triangles, rulers and protractors. Correspondence should be marked 
for the attention of Mr. A. Weidenhammer. 





CORPORATION REPORTS AND 
FINANCIAL NOTES 


Burroughs Adding Machine Company, Detroit 32, Mich.—The directors 
have declared a dividend of 20 cents per share on the capital stock, no par 
value, payable March 4 to holders of record of February 4. This compares 
with 15 cents per share paid each quarter from March 5, 1942, to and in- 
cluding December 4, 1943. (Commercial and Financial Chronicle, New York 
City, January 31.) 








Remington Rand, Inc., Buffalo, N. Y.—Billings of Remington Rand, Inc., 
and its subsidiaries during the nine months ended with December rose 
50 per cent over the volume for the corresponding 1942 period, according 
to the preliminary statement issued late in January. The report estt- 
mates net earnings at $2,825,533, after all charges, including taxes. 

_ After allowing for dividend requirements on the preferred stock, the net 
is equal to $1.26 each on the common stock. It compares with $3,324,300, 
or $1.55 a share, in the 1942 period 

Net for the three months ended with December is estimated at 
$1,050,960, or 48 cents a common share, compared with $960,978, or 43 
cents a share, for the quarter ended on September 30, and _ with 
$1,121,100, or 52 cents a share, for the December quarter of 1942. (New 
York Times, January 26.) 


Strathmore Paper Company, West Springfield, Mass.—Year to Octo- 


ber 31: Net income, $249,790, against $280,570 earned in preceding year; 
net sales, $4,729,785, against $4,384,965. (New York Times, January 25.) 
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FACILITATING ORDERLY RETURN TO INDUS- 
TRIES OF PEACTIME. It won’t be necessary to build 
a new world to maintain prosperity and security, says 
the U. S. Department of Labor in presenting its pro- 
posals for the post-war period on page 11. Full employ- 
ment and wise distribution of national income are the 
biggest factors. You’ll be interested in studying the 
other suggestions. 

* 


SUPPLIERS HAVE A HEART AFTER ALL. Edwin 
Kuschbert, president of Kuschbert Office Supply Com- 
pany, Milwaukee, Wis., hands the manufacturers a 
bouquet in his timely article on page 22. Most stationers, 
we believe, will be in hearty accord with his comments. 


* 

FURNITURE DEPARTMENT SALES MANAGER’S 
POST-WAR RESPONSIBILITIES. The office furni- 
ture sales manager has a real job cut out for himself, 
maintains Arthur A. Plosscowe on page 26. First there’s 
the matter of rebuilding and retraining sales organiza- 
tions. The revamping of the sales and display rooms 
will be another important phase of the work. Lastly, the 
selection of furniture to eliminate fatigue and increase 
efficiency will get more attention than ever before. 


* 

KEEP AN EYE ON DEPRECIATION NOW AND 
IN POST-WAR PERIOD. It’s Fred Merish again with 
another practical accounting article, this time on the 
importance of the proper handling of decreases in asset 
values. Fail to allow adequate depreciation, he says, and 
you not only inflate your profits, but boost your income 
tax payments. Wear and tear are very real operating 
costs and must be accurately computed. You'll find his 
article on page 13 a real aid to bookkeeping. 

* 

RENTING INSTEAD OF SELLING PROVES 
BUSINESS LIFESAVER. How one typewriter man, 
Roy A. Davis of Colorado Springs, Colo., solved his 
merchandise-shortage dilemma, is related on page 19 by 
S. P. Lathrop. Renting machines and equipment instead 
of selling was the answer he devised. It’s practical... 
it’s profitable . . . and is well worth imitating by others. 


* 

TYPEWRITER REPAIR AND RENTAL RATES 
NOW AND POST-WAR. The rental prices set by OPA 
have given the typewriter dealers a real “break” over 
the pre-war days when some dealers rented machines as 
low as three months for $5.00, says John Sizemore, 
Reliable Typewriter and Supply Company, Kansas City, 
Mo. With rental and repair rates of equal importance, 
it’s up to dealers to maintain them at a profitable level, 
he maintains. His comments appear on page 23. 

>. 4 . 

IT’S CONVENTION SEASON AGAIN. Don’t fail 
to attend your Regional meeting of NSA. Remember, 
it’s not too early to make your reservations NOW. 
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Your RED CROSS is at his side 
KEEP IT THERE GIVE NOW! 
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Facilitating Orderly Return to 
INDUSTRIES OF PEACETIME 


Pertinent Proposals for the Post-War Period 


ST-WAR plans and problems 
are among the most discussed 
subjects in the United States to- 
day. Business and labor are giving 
these matters close attention and 
various Government agencies also 
have devoted much time and effort 
to them. This is a healthy and 
necessary development if we are 
to enter the post-war prepared to 
take action which will promote 
the full utilization of our vast re- 
sources in men, materials and 
machines. 


Our demonstrated ability to pro- 
duce for war has opened new 
vistas of peacetime prosperity and 
security for all of our people— 
the goal is clear enough. More- 
over, we do not have to build a 
“new world” in order to reach it. 
Full employment and the wise dis- 
tribution of our national income 
will bring us very close indeed. 


We in the Department of Labor 
think this can be achieved and 
many qualified persons on the out- 
side agree. So far there has been 
no one, all-embracing plan put 
forward which we can accept as a 
post-war blue-print. And it may be 
that the immense scope and com- 
plexity of this subject will prevent 
our adopting any such plan. How- 
ever, within the various programs 
that are taking shape either in the 
Department of Labor or other Gov- 
ernment agencies, there are a 
number of actions which I believe 
Should be taken as soon as peace 
comes. 


These recommendations are pri- 
marily designed to speed the or- 
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derly return of the _ industrial 
population to normal peacetime 
ways. Many of these functions are 
in the field of financing and busi- 
ness development, but a number of 
them involve at least some ma- 
chinery in the Department of La- 
bor for full effectiveness. 


Expand Social Security System 


Before presenting this program, 
however, I would like to discuss a 
matter very closely akin to it. That 
is the social security system 
already established within the 
United States. The fact that we 
now have unemployment insur- 
ance, old age insurance, as well as 
old age public assistance and pub- 
lic assistance for dependent chil- 
dren, lends a great sense of sta- 
bility to those who plan for the 
post-war period. 

This should be made the foun- 
dation upon which an expanded 
social security now generally ap- 
proved is built. This expansion 
will be much more effective if it 
takes place before the war ends. 
And we should create now a spe- 
cial service and a bureau within 
the U. S. Employment Service to 
aid war veterans as they are de- 
mobilized and must be absorbed 
into civilian industries and occu- 
pations. 


1944 


Whether we broaden our social 
security system now or put that on 
the agenda for post-war action, I 
believe the following steps should 
be taken promptly when the war 
is over: 

Revoke all permits which 
have been issued for the em- 
ployment of minors for more 
than 8 hours a day, or their 
employment in ordinarily 
prohibited occupations. 
Wartime demands for adult 

manpower have opened up almost 
unlimited jobs for young and in- 
experienced workers. Estimates 
for October, 1943, place the total of 
young workers 14 through 17 years 
of age at close to three million— 
two million 16 and 17 years of age 
and three-quarters of a million 
who are only 14 or 15 years old. 
Thousands of children less than 
14 are at work also, but we do not 
know the number because most 
official records make no count of 
them. 

Work certificates issued under 
state laws show this trend quite 
clearly. In 1942 permits issued for 
children 14 through 17 were al- 
most four times the number given 
out in 1940 and certificates for the 
first six months of 1943 more than 
doubled those issued in the same 
period of 1942. 

This great influx of children into 
industry has brought back many 
old child-labor problems—long 
hours, night work, increased in- 
dustrial hazards, and a greater 
tendency to illegal employment. 

Revoke all permits allow- 
ing women to work beyond 8 
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hours a day or on the grave- 
yard shifts. 


Here, too, there has been some 
relaxation of peacetime standards. 
This was more or less inevitable 
under the pressure of all-out war- 
Reports from state agencies and 
other sources show that the num- 
ber of permits allowing women to 
work beyond eight hours a day or 
on night shifts has increased tre- 
mendously since Pearl Harbor. 


Promote the reduction of 
hours and help to spread the 
work by returning to the 
standard 40-hour week pro- 
vided in the Wage and Hour 
Law. 

At present most schedules nec- 
essarily are well above 40 hours. 
In October, 1943, hours worked in 
all manufacturing industries aver- 
aged 45.4 a week, indicating a 
scheduled workweek of about 48 
hours. The average hours worked 
in durable goods, including most 
war industries, were 47.3, which 
means that the scheduled work- 
week was close to 50 hours. More- 
over, these average figures mask 
the fact that workers in a number 
of industries are putting in much 
more than 50 hours a week. 

Revoke Executive Order 
9240, which governs premium 
pay rates for work relating 
to the war, and eliminates 
Sunday, holiday and overtime 
work so far as possible. 

Re-establish the freedom 
and mobility of labor now 
partially frozen under direc- 
tives of the War Manpower 
Commission. 

Make the U. S. Employ- 
ment Service a strong and ef- 
fective instrument for moving 
workers out of war industries 
and into civilian industries. 

The magnitude of this under- 
taking is greater than many of us 
realize. Not counting the place- 
ment of millions who will return 
from the armed forces, it is prob- 
able that job shifts and transfers 
of one sort or another will total 
20 million before we again set up 
a normal peacetime pattern for 
business, industry, and Govern- 
ment. 

Create a fund to help work- 
ers who are without travel 
money get back home or reach 
a place where civilian em- 
ployment is available. This 
money might well be loaned 
through the U. S. Employ- 
ment Service. 

In some places this problem of 
relocation may be acute. There 
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are many communities where war 
plants have drawn thousands of 
employees from a distance. When 
these plants close down, either 
permanently or for a long period 
of reconversion, civilian jobs will 
not be available to take up the 
slack. Area studies made by the 
Department of Labor show ten 
States where estimated post-war 
industrial and military demobili- 
zation is 35 per cent or more of 
total employment in 1940. 


Encourage those who are 
over 65 to retire on their old 
age benefits. 


The best estimates place about 
three-quarters of a million per- 
sons in this category. 


Encourage persons under 
20 to resume their education, 
in schools, colleges or voca- 
tional training institutes. 


This, too, is a bigger field than 
many of us imagine, for it em- 
braces not only the millions of 
young people now working but 
those in the armed forces who will 
want to complete their education 
or undertake special training 
along some new line. 

Advise and help women who 
took jobs only because of the 
war to leave the labor market 
and give opportunity to girls 
and women who must work 
regularly. 

There are perhaps two million 
women in this group. But we must 
not overlook the fact that the vast 
majority of women who work do 
so from necessity. In 1940 the la- 
bor market included 11 million 
women at work and another two 
and one-half million who were 
hunting jobs. At least this num- 
ber will need to continue work 
when the war ends. 

All of the foregoing recom- 
mendations deal more or less di- 
rectly with the labor force itself; 
those that follow relate primarily 
to business and industry. The list 
does not pretend to be complete 
but it does offer specific sugges- 
tions for immediate action when 
the war is over. And like the 
above program, these proposals 
should fit readily into any more 
far-reaching post-war plan that 
may be adopted. 

Provide proper Government 
assistance for loans to busi- 
nesses which can reconvert 
quickly for the manufacture 
or distribution of civilian 
goods having a ready market 
and which will provide large 
employment. 

Encourage and revive the 
luxury, transportation, and 
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amusement industries and 
trades which are healthy and 
good for the public judged by 
normal standards. 

Develop Government aid 
for settling certain qualified 
groups on the land with a 
scientific program of assist- 
ance in crop planning and 
marketing and supervision. 

Open up the planned public 
works in those localities 
where there appears to be a 
considerable pool of perma- 
nent residents without imme- 
diate employment. 

A variety of public works pro- 
grams have been developed on a 
local and regional basis, with 
much of the proposed work al- 
ready engineered and _ audited, 
making it possible to put it into 
operation quickly. The Depart- 
ment of Labor has contributed 
both to the planning of these pro- 
grams and to the prediction of 
those areas where they are most 
likely to be needed. Communities 
that have not made such prepara- 
tions should get them under way. 

Renew all the techniques of 
stabilized employment which 
were partly developed during 
the last depression, such as 
orders in advance; extension 
of rural electrification, manu- 
facturing, Government and 
other capital industry orders 
on a regular basis. 

Release the housing pro- 
grams now found to be neces- 
sary and give appropriate 
Government assistance to 
provide construction of homes 
and housing improvements. 

Encourage normal purchas- 
ing by the public through use 
of war savings on a regular 
and systematic basis rather 
than speedy, reckless spend- 
ing. 

Encourage purchasing of 
permanent consumers’ goods, 
like refrigerators, vacuum 
cleaners, furniture, kitchen 
utensils, automobiles, and 
necessary textiles. 

Encourage cultural and rec- 
reational activities as a means 
of employment as well as a 
method of achieving a sound 
society and balanced economy. 

These suggestions deal only with 
the immediate post-war period. 
The long pull requires vision, per- 
sistence, and fidelity to the idea of 
unity and respect for human 
values. We must carry forward 
and strengthen our democratic 
traditions, our belief in freedom 
and fair play. 


March, 1944 
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Keep an Eye on Depreciation 
NOW AND IN POST-WAR PERIOD 


N PRE-WAR years, depreciation 
was often overlooked or mishan- 
dled by office appliance dealers. 
This meant a hidden expense for 
the time being, but eventually, the 
net worth had to be written down 
to reflect the decrease in asset 
value. Depreciation must be prop- 
erly handled today if the dealer 
expects to survive the duration in 
the best possible shape because it 
is increasing at a faster tempo. 
To help the dealer get a better 
understanding of the subject, we 
discuss its various phases. 
1—Purpose. Depreciation serves 
a four-fold purpose. (a) It is an 
internal expense charged against 
profit so that the cost of an asset, 
pro-rated over its life, is recovered 
in the selling prices. (b) It reduces 
asset value to reflect annual wear 
and tear. Instead of charging the 
entire outlay to the year of pur- 
chase, thereby distorting the profit 
picture, causing costs to soar ab- 
normally, and profits to drop like- 
wise, the investment is charged off 
in annual installments for the life 
of the asset, providing greater 
stabilization of pricing and cost- 
ing. (c) It permits an annual 
deduction for wear and tear on 
the income tax return. (d) It 
keeps inflation off the balance 
sheet. Too many dealers have as- 
sets on their books at original cost 
or inflated values. Their state- 
ments show a bloated net worth 
because they have never written 
down their assets with annual de- 
preciation charges or have been 
figuring too little depreciation. 
2—Computation. There are nu- 
merous ways to compute depre- 
ciation but the straight-line 
method, whereby you charge off 
depreciation in equal annual in- 
stallments, dividing the cost into 
the estimated useful life, is the 
best for office appliance dealers. 
Ordinarily, depreciation computed 
by this method represents the an- 
nual reduction in service value 
from year to year as closely as 
any other method, with fewer 
headaches involved. Then too, the 
facility with which revision or 
changing life estimates may be 
applied on the income tax and 
the practical simplification of 
accounting records make the 
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straight-line method most desir- 
able. 

From reliable sources, verified 
by our own research, we find that 
the average useful life of fixed 
assets used by dealers in their 
business, is: 


Stores—brick ........................ 50 years 
Stores—concrete .................. 30. CS 
Stores—frame ...................... » 
Furniture, fixtures and fil- 

EY COMGR) 22 ccd hee ee, | 
Mechanical office equip- 

27 | ra er eee Leen os 
I acca cic neee | 
| SORTED AP TIE Be ae 
Non-mechanical office 

equipment .......................... _ 
Carpets and rugs.................. as 
Fire alarm and fire pre- 

vention equipment .......... 20 “ 
Oil burner and tank............ ig .* 
ee ee ee ee vt 
Heating system—boiler or 

eee ea 20 “ 
Non-mechanical repair 

EY, Re Se ED 2)" 
Motor-driven tools .............. i 
Delivery truck—light 4.4.4 “ 


Lai 


Delivery truck—medium.... 6 
Delivery truck—heavy........ i. 


Some dealers put all depreciable 
assets into one composite account 
with one depreciation reserve. 
Others segregate their assets into 
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class groups where use is the guid- 
ing factor, such as furniture and 
fixtures, buildings, and _ trucks. 
Other dealers use item accounts 
whereby individual records are 
kept indicating the cost and de- 
preciation rate for each item. We 
recommend the class grouping of 
assets according to use because it 
involves less detail. 

Depreciation does not apply to 
inventories, stock in trade, land, 
personal property or good will. 
Miscellaneous tools for repair work 
of little monetary value and short 
life may be written off during the 
year of purchase. If you lease a 
property for business purposes 
and make improvements thereon, 
you can depreciate the cost an- 
nually. Play safe on bad debts by 
depreciating accounts receivable. 
Average your bad debt losses for 
the past three years based on 
credit sales and charge the per- 
centage to profits yearly, crediting 
a reserve for bad accounts. This 
percentage is a permissible deduc- 
tion on the income tax return. 
Business property may also appre- 
ciate in value but it is unwise to 
write up an asset until you get 
value received. 

3—Inadequate depreciation. 
Short-change yourself on depre- 
ciation and your profits are in- 
flated by this hidden internal ex- 
pense. You also pay more income 
tax because you do not take an 
ample deduction and your selling 
prices will be that much less 
profitable, although you won’t 
know it until it comes time to buy 
new equipment. You can’t reclaim 
this shortage later on because the 
income tax law states that a tax- 
payer is not permitted to take 
any depreciation or an allowance 
inadequate under the known facts 
of prior years. You’re stuck if you 
have not taken sufficient depre- 
ciation to date, but in the future, 
when buying new equipment, see 
that your rates are computed 
properly in the first place. 

4—Abnormal depreciation. The 
Government recognizes that a 
radical departure from normal 
conditions may “kite” the rate 
over’ the amount allowed under 
normal conditions. Due to the dif- 
ficulty getting maintenance and 
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repairs today, your fixed assets 
may be depreciating at a faster 
tempo. If the dealer has utilized 
preventive maintenance, yet finds 
that his equipment is depreciating 
at a faster rate, he may be per- 
mitted an increase on the tax re- 
turn. At any rate, it is wise to 
reflect the increase on your books 
so that your profits are factual 
and you reach the post-war period 
with a sound net worth. 

5—Abnormal obsolescence. Nor- 
mal obsolescence, attributable to 
the normal progress of art, eco- 
nomic changes, inventions and in- 
adequacy for the growing needs of 
the business, is included with the 
depreciation estimates given in 
the foregoing, but forced or ab- 
normal obsolescence is another 
thing. It occurs in abnormal 
times, such as these, which beget 
radical economic changes and rev- 
olutionary developments in the 
business world. 

We all know that there will be 
a big post-war change in produc- 
tion and merchandising equip- 
ment. Store front manufacturers, 
for example, are developing new 
products, probably of plastic, that 
will be radical departures from 
pre-war fronts, and estimate that 
a half-billion dollars of their prod- 
ucts will be sold soon after the 
war. Other marked improvements 
in equipment used by dealers are 
in the cards. To keep abreast of 
competition, dealers must modern- 


ize in the post-war period even 
though the equipment on hand 
would normally be usable for 
years. If you can prove that fix- 
tures or other depreciable assets 
now in use will be obsolete when 
the war is over, you may deduct 
for forced obsolescence on your in- 
come tax return. Unless you take 
cognizance of forced obsolescence 
now, your net worth may take an 
awful licking in the post-war pe- 
riod and your financial position 
imperiled by not including this 
abnormal expense in operating 
costs and getting the tax deduc- 
tion. 

6—Profitable serviceability. Fig- 
ure depreciation according to 
profitable serviceability, not phys- 
ical life. Often physical life out- 
lives profitable serviceability. For 
example, a store front may be in 
good condition physically but a 
more modern unit may make re- 
placement profitable because of 
bigger sales resulting. 

7—Old equipment written off. 
Dealers who habitually retain old 
store fronts and other depreciable 
assets, because they have been 
written off the books, and think 
they are “in clover” because no 
depreciation expense is chargeable 
against profits, should remember 
that repair bills increase on old 
equipment, often more than the 
depreciation charge on new re- 
placements would be. Moreover, 
the dealer foregoes a tax deduc- 


tion, which represents a substan 
tial saving because of the high tax 
rate. Pre-war analyses covering 
comparative profits before and 
after modernization always showed 
that profits increased despite the 
depreciation on the new equip- 
ment and the interest on capital 
invested. So, if you can buy new 
equipment now, do so. If unob- 
tainable until the post-war period, 
then modernize to snare your 
share of the profitable post-war 
business. 

8—In the final analysis, remem- 
ber that depreciation is only an 
estimate. There is no way to cal- 
culate it to the penny. We have 
never known a case where the de- 
preciation charges at termination 
of the write-down have equalled 
original cost on the books, whether 
or not salvage value was consid- 
ered. Nevertheless, care should be 
taken in setting the rate so that 
wear and tear are approximated 
as accurately as possible, thus re- 
ducing the hazard of loss. This is 
particularly important now, when 
abnormal conditions exist, which 
tend to create abnormal operating 
costs. There is every indication 
that the post-war period will 
throw normal business procedure 
out of kilter temporarily or per- 
manently, so that depreciation, as 
well as other operating factors, 
must be handled with greater care 
and understanding to assure max- 
imum profits. 





Similar Machine Repairs Profitable 
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€¢ JDESIDES repairing office ap- 

pliances, which has account- 
ed for a good percentage of busi- 
ness,” comments R. V. Sayers, 
owner of Sayers Appliance Shop, 
Philadelphia, “I am _ accepting 
similar items to be repaired that 
connect in one way or another 
with the repair work that we have 
been doing for the past years. 
There are dozens of items that a 
repair man can handle because 
they require no added training or 
effort that he has not received 
while repairing office machines.” 

These articles may embrace 
electric shavers, toasters, waffle 
irons, and the dozens of other 
small household appliances that 
are in need of repairs. 

Using his customers’ list, which 
contains thousands of names, Mr. 
Sayers has sent out circulars ex- 
plaining the new electrical service 
that he has added in connection 


with his office appliance repairs. 
He uses this to advantage when 
calling to pick up a machine to be 
repaired, by reminding his cus- 
tomer of the circular and giving 
free estimates on any household 
appliances that need repairs. 
Electric shavers have been found 
to be a fine source of profit, be- 
cause customers bring them into 
the shop when they come after 
their repaired office machine. The 
rate of repair work on shavers 
varies from 75c to $3.75. 

An average of one appliance 
comes into the Sayers’ shop with 
every three office appliance re- 
pair jobs, which amounts to a 
sizable repair business. Other re- 
pair work on pen and pencil sets, 
duplicators, and similar articles, 
helps to maintain an extra source 
of profits, which at this time has 
been found to stabilize Mr. Sayers’ 
office appliance business. 
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SHORT SHIPMENT TROUBLES 


-_ TRANSPORTATION §sys- 
tems are overworked and af- 
flicted with green help; likewise 
most manufacturers and dealers. 
This has resulted in a vast in- 
crease in claims of short ship- 
ments, also the correspondence, 
tracers and other headaches re- 
sulting therefrom. It is with the 
idea of alleviating these head- 
aches that these suggestions and 
explanations are offered. 


Perhaps the most common cause 
of complaint is the shipment that 
is short in the number of pieces 
(packages and cartons) received. 
Therefore, particular attention 
should be paid on the receiving 
end when signing the receipt of- 
fered by the transportation com- 
pany. Strange as it may seem, 
there have been many cases where 
a simple count and comparison 
was not made between the num- 
ber of pieces the bill-of-lading 
called for and the number of 
pieces actually delivered. Obvi- 
ously any signature on a bill-of- 
lading or other receipt should be 
accompanied by a notation to that 
effect where the shipment is vis- 
ibly short. Failure to make such 
a notation invalidates any later 
claim for the shortage. 


Should such a “visible” shortage 
occur it is always advisable to wait 
a few days before writing to the 
shipper. Time after time it has 
been found that the missing pieces 
will show up in a day or so, com- 
ing to the dealer on a “free astray” 
bill-of-lading. By waiting the 
trouble of writing is saved. And 
the shipper doesn’t over-burden 
the transportation company with 
an unnecessary tracer. 


Checking the “Invisible” Shortage 


Of a different nature entirely is 
the “invisible” shortage. That is, 
the number of pieces received tal- 
lies perfectly with the number of 
pieces shown on the bill-of-lading. 
But, when the items are checked 
with the invoice a shortage is in- 
dicated. 

Experience has shown that 
Many such seeming shortages do 
not actually exist. Many will never 
be claimed, or arise to plague the 
dealer, if the shipment in question 
is segregated and left intact until 
the contents of the various car- 
tons can be checked with the in- 
voice. Also, if the cartons them- 
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selves are carefully examined. 
There have been instances 
where overzealous clerks, seeing 
the arrival of an urgently needed 
item, have delivered that item to 
the customer before the shipment 
itself was checked with the in- 
voice. Naturally all claims of short- 
age are carefully checked from 
every angle by the shipper who, 
in addition to having all records 
examined, also refers to the total 
weight shown on the bill-of-lad- 
ing and the weight of each item. 
By such a checkup the claimed 
shortage either becomes apparent 
or can be shown to be question- 
able. A final checkup on the part 
of the dealer often proves that a 
claim for a non-existent shortage 
has teen made, a very embarrass- 
ing situation to say the least. 


Check Shipments Received 


It is highly necessary that all 
cartons and packages received be 
carefully examined because many 
shippers today are forced to use 
whatever cartons they can get. 
Cartons that look as if they con- 
tain a certain type of merchandise 
are often found to contain some- 
thing else. Then too, cartons spe- 
cifically made to contain a “hol- 
low” item provide space for an ad- 
ditional smaller item. Such car- 
tons are usually marked with a 
sticker or in some other way. If 
not examined carefully they may 
be put into stock while a claim for 
the smaller item is made. Such 
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cartons may even be shipped to a 
customer (who gets a free divi- 
dend) before the true facts are 
discovered. 


Information Needed on “Claims of 
Shortage” 


Claims of shortage must of ne- 
cessity contain the information 
that the proper number of pieces 
called for on the bill-of-lading 
were received or were not received. 
Otherwise, the shipper cannot as- 
certain whether the shortage was 
of the “visible” or “invisible” type. 
Neither does he know whether the 
shortage was the fault of the 
transportation company or the 
fault of someone in his organiza- 
tion. Consequently the proper 
steps cannot be taken and the ad- 
justment, if any is due, cannot be 
made. Needless to say the failure 
to supply such necessary informa- 
tion in the first place involves un- 
necessarily prolonged correspond- 
ence and extra time. And it doesn’t 
help the paper shortage. 


It is unfair, to say the least, for 
a dealer to expect his manufac- 
turer or jobber to stand the ex- 
pense of such claimed shortages 
without regard to who was re- 
sponsible for them; or, whether 
the shortage actually existed or 
not. 


One fact overlooked in most 
cases is that many manufacturers 
or jobbers do business on terms of 
“f.o.b. shipping point.” This means 
that the merchandise in question 
becomes the property of the dealer 
when the shipper receives from 
the transportation company a 
signed receipt or bill-of-lading for 
the shipment in good order. It 
means also that any claims of 
shortage thereafter should be 
made by the dealer directly 
against the transportation com- 
pany and not against the shipper. 
It means also that the dealer is 
“out of order” if he makes a de- 
duction on the invoice or state- 
ment for such shortages. Remem- 
ber that the goods become his 
property when delivered to the 
carrier and loss or damage by the 
carrier is “on him.” 

In more normal times many 
manufacturers prosecuted claims 
on behalf of their dealers as a 
matter of service. Considering the 
great increase in the number of 
such claims today, the average 
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manufacturer simply hasn’t the 
manpower available now to han- 
dle them even if he wanted to. 

How does the dealer proceed in 
the filing of a claim against a 
carrier? 

Let us assume that the dealer 
has received an invoice and copy 
of the bill-of-lading or receipt in- 
dicating that a shipment has been 
made. After allowing for wartime 
transportation delays the ship- 
ment doesn’t arrive at all. Or it 
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arrives short and the short items 
do not follow soon after. Corre- 
spondence with the manufacturer 
leads to the conclusion that the 
shipment was lost in whole or in 
part. Perhaps a tracer has been 
started and no answer has been 
received after a reasonable time. 
The dealer therefore calls on 
the shipper for (a) certified copy 
of the invoice and (b) original 
bill-of-lading or receipt signed by 
the carrier, in order to validate 
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his claim. To enter the claim it- 
self he fills out “Standard Form 
for Presentation of Loss or Dam- 
age Claims.” He may likely have 
such forms in stock for sale to 
others. Or he can get copies from 
either the carrier or the shipper 
on request. 

It is thereafter incumbent on 
the carrier to either produce the 
goods, show proof of delivery, or 
pay the claim. Most claims are 
settled within 60 days at the latest. 


CASH IN ON FAST-SELLING MAPS 


HE store of C. F. Decker, Inc., 

situated in the busiest section 
of Philadelphia, recently devoted 
an entire side window to the dis- 
play of maps and globes. The 
display proved to be a profitable 
capitalization of the fact that the 
public is interested in maps now 
as never before. 

The window contained every- 
thing from small pocket maps to 
large three-by-five-foot wall sizes. 
Globular maps of all dimensions 
were also included, representing a 
substantial percentage of total 
daily sales. 

According to store executives, a 
large variety of maps is almost a 
necessity, in order to meet the 
requirements of varying types of 
customers. Buyers range from 
fourth grade students to tip-top 
business executives. And for each 
of these a varied assortment of 
maps must be on hand in order 
to chalk up 100 per cent sales. 
Maps are profitable, and they 
should be boosted along with all 
the other stationery supplies. 

For the youngster there is the 
small pocket or folding maps 





16 


een = x 7 om <a 
ENTIRE LEFT WINDOW OF DECKER STORE DEVOTED TO MAPS 


By PHIL LANCE 
o 


which are very convenient to take 
along to school. The majority of 
these maps are in full color and 
are attractive to pupils. The most 
popular priced maps in this cate- 
gory range from the small 10-cent 
size to the 25-cent, all-color world 
maps. Of course, when Selling to 
youngsters, individual country 
maps are as much in demand as 
world maps for study purposes. 


Globes and Maps for Children 


The small globe is also very pop- 
ular with school children. By 
showing a revolving globe to a 
child who has just bought a 
pocket map, a future sale is 
Started. Decker experience indi- 
cates the value of this simple ac- 
tivity. 

Larger size maps, with prices 
beginning at 50 cents, have a very 
large sales potential. Any adult 


who owns or works behind a desk, 
either at home or in the office, isa 
prospect. 


The working man may 
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want a large scale map of the 
United States or the world to hang 
on the wall. Another office worker 
might be interested in putting a 
map beneath the glass on his desk 
top. Large size globes on pedestals 
are also popular among office 
workers, who find them to be fine 
room decorators. The more color- 
ful maps and globes are, the 
greater their sales appeal, al- 
though single color maps are also 
sold in substantial quantities. 

Along with the colored maps in 
the Decker window display, there 
were plain white types with black 
outlines. At the sides of .these 
maps were presented extensive 
displays of colored crayons and 
paints. They are for the adults or 
youngsters who would like to 
spend a little time coloring their 
own maps in hues of their own 
choice. 

Boxes of different colored tacks 
and various balls of colored rib- 
bons completed the window setup. 
The colorful presentation stopped 
pedestrians and helped to draw 
attention to the other window dis- 


plays. 
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Suggestions for Rearrangin ga 
MAILING DEPARTMENT 


HE UNITED STATES Post Of- 

fice has become the largest 
individual business in the United 
States, rendering a service with- 
out which big business could not 
achieve or maintain large-scale 
proportions. The revenues of the 
Post Office Department for stamps 
alone, plus the equivalent of 
stamps in metered mail and pre- 
paid mail service in 1942, exceeded 
$800,000,000, of which approxi- 
mately 22 per cent was accounted 
for by postal meters. 

Each year the number of pieces 
of mail carried reaches astronom- 
ical figures, and today, under the 
strain of increased world-wide 
services to the fighting forces, the 
Post Office must maintain its high 
degree of efficiency despite de- 
pleted staffs. 

Business, large and small, en- 
gaged in the war effort must 
depend upon the postal service to 
an even greater degree, and indi- 
vidual management would do well 
to give thought to the mail service 
in its own organization. It is the 
wise business executive who real- 
izes that he can help himself and 
his organization as well as the 
Post Office by bringing his com- 
pany’s mail desk or mailroom to 
the point of its best performance. 

A question I like to ask business 
executives whenever the oppor- 
tunity arises is this: “Have you 
ever thought what happens to a 
very important letter or business 
document which has taken hours 
to prepare and contains material 
that may be vital to the future of 
your company, after you toss that 
letter into the ‘Out’ basket on 
your desk?” Is he sure that his 
mailroom is under as competent 
supervision as, let us say, his ac- 
counting department? Can he be 
confident that each letter, what- 
ever its importance, reaches its 
destination in the shortest possi- 
ble time, at the lowest possible 
cost? Did the office girl or boy 
make the right enclosure, seal the 
envelope properly, weigh it ac- 
curately, put on the exact amount 
of postage, and finally dispatch 
it on the earliest possible train 
or plane? 

Unfortunately, the mail desk or 
mailroom in the office is too often 
shoved into a back corner—not 
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infrequently, one might almost 
say, relegated to the status of the 
woodshed. And it is too often 
placed in the care of the latest 
office boy or girl who has little or 
no experience in the important 
matter of handling mail and who 
may work under inadequate or 
occasional supervision. 


Handling Business Mail 


The mails are the channels 
which carry the lifeblood of all 
business. Communication, quick 
and careful, is vital. It is just 
plain common sense to suggest 
that the distribution and dispatch 
of business mail should be brought 
out of the woodshed to its right- 
ful location, well in the forefront 
of the main office components. 

I have learned my lesson in all 
this since 1940, when I undertook 
the task of reorganizing and di- 
recting sales and sales service for 
my company. We are one of the 
few companies which manufac- 
ture and market machines and 
devices to assist the flow of in- 
coming and outgoing mail and to 
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protect the vast sums spent by 
American business in postage to 
carry their billions of letters, 
packages, and parcels through the 
mails. 

Experience has proved that the 
policy formulated and put into 
effect in 1941 was sound. This 
was the formula decided upon: 

1. To discover or, if necessary, to 


inculeate in the minds of those 
responsible for the management 
of an office, a consciousness and 


a recognition of the prime impor- 
tance of the mailing department 
to their organization. 

2. To study every aspect of the 
mailing department in each par- 
ticular office visited, not merely 


with a view to installing any of 
the devices which greatly help to 
simplify and control the work of 
a mailroom, but also with a view 
to transforming the mail service 
into the perfect working office 
unit that it must be in order to 
insure speedy, accurate, and pro- 
tected passage of all written 


communications to and from the 
office. 


To this end, we set about to 
train our sales and service staffs. 
Their slogan and objective be- 
came “Complete Mailroom Serv- 
ice.” They gradually came to 
understand that this must not 
mean conjuring up a little lip 
service with an order blank for 
some equipment hopefully con- 
cealed and ready for signature on 
the dotted line at the earliest pos- 
sible moment. It came to mean 
simply, and very seriously, their 
sincere effort to reorganize and 
systematize on right lines every 
mail department contacted, re- 
gardless of its material prospect 
value. 

It is indeed amazing that there 
should be so much leeway for 
organization of a mail desk or 
mailroom, but here are just a few 
of the considerations involved: 

1. Does a realization exist of the 


money represented by daily mail 
in its preparation and contents 


and in the cost of postage? 

2. Is the physical location of the 

mail desk or mailroom properly 
placed in relation to the flow of 
mail to and from other desks and 
departments? 
If the volume demands a sepa- 
rate mailing department or mail- 
room, is the physical layout right 
in relation to the flow of mail to 
and from other desks and de- 
partments? 

4. Is the quality of the staff equal 
to the job? Rightfully, it can 
well be the breaking-in ground 
for new junior help, another rea- 
son that the mailing section 
should radiate efficiency. First 


impressions of the organization, 
whether good or bad, usually re- 
main with employees throughout 
their association with the com- 
pany. 

Is there responsible supervision? 
Has the mail supervisor full au- 
thority as well as responsibility, 


or 
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so that he or she can get things 
done? 

6. How about training for the job? 
Are employees handling mail 
thoroughly acquainted with 
Postal Laws and Regulations 
governing the classification of 
mail, postage rates, and zones? 
Are they acquainted with time 
schedules for inward and out- 
ward clearances? Do they know 
the most economical and the 
swiftest method of getting any 
piece of mail to any given point? 
Do they know, for instance, when 
to use first-class special delivery 
rather than airmail? Do they 
know all about lower bulk mail- 
ing rates for circulars and 
printed matter and how the com- 
pany can make use of them? Do 
they know when to use express 
or air express, rather than parcel 
post? Do they know, in a word, 
how to get the mail to its desti- 
nation in the best and least ex- 
pensive way? It is an established 
fact that thousands of dollars in 
postage are wasted daily through 
lack of this knowledge. 

7. Do they understand the internal 
departmentalization of their own 
offices and plants? Do they un- 
derstand whose mail should not 
be opened? Do they know whose 
mail—executives or departments 

-should receive preference in in- 
ternal deliveries? Are they in- 
structed in the handling and 
safe-guarding of incoming checks 
and cash? 

8. Do they make full use of the in- 
formation services of the Post 
Office? Do they co-operate with 
the Post Office in early mailing, 
in presorting, and in conforming 
to schedules? 

9. Have they the right type of fur- 
niture and equipment to do the 
job efficiently, such as _ sorting 
racks or devices; mail pouches; 
time stamps; pre-addressed en- 
velopes; prominent, easily read 
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time schedules; modern scales; 
opening and sealing machines; 
automatic stamp affixers or, 
when the volume warrants, a 
metered mail system to provide 
speedy dispatch of all classes of 
mail and to eliminate the use of 
loose stamps, thus adequately 
protecting the company’s postage 
account. 

10. Frequently, and rightly, mail 
clerks have other fill-in duties, 
such as filing, typing, teletyping, 
the care of office supplies and 
stationery, etc. Are these duties 
allowed to interfere with the 
proper and rapid flow of inward 
and outward mails? 

11. Does anyone in the office make a 
real effort to instruct new per- 
sonnel in mail room duties? Is 
this department directly respon- 
sible to your office manager? 


These and many other questions 
which will probably occur to many 
who read this article, constantly 
arise in the dissemination of our 
idea of “Complete Mailroom Serv- 
ice.” 

We are convinced by experience 
that ours is the right approach to 
this problem. The intervention of 
the war, through increasing de- 
mand against decreasing and 
temporarily irreplaceable inven- 
tories, has stimulated the sale of 
office equipment and made selling 
easier. However, we have insisted 
that our sales staff take advan- 
tage of this lessening of the sell- 


ing burden to devote more and 
more time to the study of mail- 
room methods and systems. The 
gratifying results of our service 
work is that many of our custom- 
ers, both large and small, do not 
now make any change in their 
mailroom layout or organization 
without first consulting our local 
office. 

The exacting school of wartime 
necessity has taught our custom- 
ers, too, that a _ well-organized 
office doing business in a post-war 
world must rate its mail depart- 
ment on the same level as all 
other departments. Under pres- 
sure of a volume of mail hitherto 
unforeseen, many a busy war plant 
has discovered that delayed com- 
munications mean delayed mate- 
rials, delayed instructions and 
specifications, the specter of “too 
little, too late” that haunts all 
manufacturers of the materials of 
war. It is an experience that has 
made many of them hasten to 
bring system and order which 
will enable the mailroom to func- 
tion to its highest degree of effi- 
ciency in the interest of all con- 
cerned. 


Sell Customers in Lieu of Merchandise 


OT SO LONG ago I was talk- 

ing to an office outfitter in 
the Middle West. He was telling 
me that he couldn’t get steel 
desks. He was having trouble get- 
ting any of the stationery items 
in which essential metals were 
used. The latest information he 
had was that ring and post bind- 
ers were on the way out—that 
plastic materials to replace steel 
were getting harder to get because 
so many plastics were on the no- 
can-get list. 

While we were discussing the 
general situation he made what I 
consider a very wise remark. Here 
it is, as nearly as I am remember 
it, in his own words: 

“Some months ago we were 
worried because we were being ad- 
vised that Mimeograph paper 
would soon be unavailable. We 
saw our Mimeograph supply busi- 
ness dwindling. Next, the manu- 
facture of typewriters was cur- 
tailed. We saw where our carbon 
and ribbon business would soon 
fall off. Then came the taboo on 
the use of steel for filing cabinets 
and desks. We spent some sleep- 
less nights worrying about our 
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furniture department and what 
would happen to it. But—after 
these curtailments, scarcities and 
priorities had hit us one by one, 
we began to see the light. 

“We began to look at our busi- 
ness not so much in the light of 
MERCHANDISE but of CUS- 
TOMERS. We awakened to the 
fact that if we couldn’t get steel 
desks, neither could our competi- 
tors; if our Mimeograph paper 
was cut off, our competitors 
couldn’t get any either. Every- 
thing that was on the priority list 
in our business was also on the 
priority lists of all of our competi- 
tors. 

“So what? So this! Our job 
simmers down to one of doing a 
better job of selling ourselves to 
the buyers of office necessities. We 
can get anything in the way of 
merchandise that any of our com- 


petition can get. So, the differ- 
ence between us and any other 
source of supply is not price, com- 
pleteness of stock, or any of the 
ordinary competitive elements. 

“The difference is in how well 
we sell ourselves, our institution, 
our desire to serve and our will- 
ingness to co-operate to the nth 
degree to see that our customers 
get whatever the market affords. 

“We are selling ourselves to our 
customers through the _ regular 
mailing of a friendly, informative, 
entertaining house organ. Our 
house organ is not of the go- 
getter type. It is a go-giver—con- 
tains information that keeps us on 
a friendly basis with all of the 
buyers in our trading area by 
keeping them informed of avail- 
able merchandise and our ability 
to get it for them. 

“Since four of our salesmen 
have gone to war the house organ 
does another important job— 
maintains friendly contacts with 
those buyers which we are not 
able to contact very often because 
of our depleted sales force.” 

Isn’t the attitude expressed by 
this merchandiser a sensible one? 
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Renting Instead of Selling 
PROVES BUSINESS LIFESAVER 


ITH plenty of office equip- 

ment dealers feeling the 
pinch of the wartime conditions 
prevailing that have so restricted 
supplies of everything sold by 
them, Roy A. Davis, The Type- 
writer Man, Colorado Springs, 
Colo., is going along on a pretty 
even keel, certain that regardless 
of how long the war lasts he will 
be able to remain in business and 
make a profit. Not that he has 
found some hidden source where 
he can get the stocks that he 
needs when he needs them, be- 
cause such is not the case. He is 
making his present stocks last 
more or less indefinitely by as 
clever a little business idea as ever 
made its appearance. 


From Sales to Rental 


“When the war broke out it 
found me with good-sized stocks 
of everything,” says Mr. Davis in 
discussing his business. “I saw at 
once what was in the wind for 
businessmen so I lost no time in 
arriving at a solution of what to 
do. The way I reasoned it out to 
myself was: I could continue to 
sell what I had in stock and fora 
short time I would be able to eat 
the finest tenderloin steak that 
the market afforded. But when 
my stocks were exhausted I 
wouldn’t even be able to get ham- 
burger steak to eat. Naturally ten- 
derloin steak is better than ham- 
burger steak but hamburger steak 
is far better than nothing. I de- 
cided that I wouldn’t sell anything 
that possibly could be rented, 
which would enable me to con- 
tinue in business with the stock 
that I had on hand and, incident- 
ally, continue to eat hamburger 
steak.” 

And that is exactly what Mr. 
Davis did. Everything that he had 
in stock that wasn’t frozen and 
that could be rented was with- 
drawn from sale. This rule was 
applied to everything and to 
everybody regardless of what it 
was or who it was that wanted 
the merchandise. To show how 
general this rent instead of sell 
rule was it can be cited that such 
little items as copy holders were 
taken off of the sell list and put 
on the rent only list. So general 
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was the shift from sell to rent 
that it can be said that practically 
the entire stock was withdrawn 
from sale. 

The fixing of the rental fee was 
reduced to a very simple rule or, 
rather, to two simple rules. A 
monthly rental return of 7% per 
cent of the value of the article 
rented was set as the rental rate. 
Thus in the course a year, any 
item that is continually out on 
rental will return in rental 90 per 
cent of its value, leaving Mr. Davis 
still owner of the article without 
any additional investment. 

To compensate for the bother 
and expense of handling many 
small items that would not return 
a sizeable rental on the 7% per 
cent basis, a minimum monthly 
charge of $2.00 was set. Thus no 
rental accounts run below $2.00 
per month. However, since it was 
Mr. Davis’s idea to render as great 
a service as possible to customers 
in these troublesome times, he al- 
lowed renters to bunch the articles 
that they rented. Thus a man 
could rent a copyholder, for in- 
stance, and a typewriter desk, and 
bunch the two in figuring his 
monthly rental charge. In this 
way everyone was treated fairly, 
allowed every advantage and at 
the same time Mr. Davis was 
spared the expense of keeping 
track of countless little items 
which would materially cut into 
the net profit of the rental busi- 
ness. 


Skepticism Routed 


At first when the rental idea 
came to Mr. Davis he was a bit 
skeptical about how the public, 
that is, his public, would take to 
the idea. With so much talk in the 
air about merchandise scarcity he 
felt that perhaps his customers 
might feel that since he had what 
they wanted he should sell the 
items to them. But it soon became 
apparent that they did not feel 
that way at all. Mr. Davis ex- 
plained to them, when they came 
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into his store seeking something, 
that under the circumstances it 
was impossible to obtain addi- 
tional stocks of most of the items 
that he had in stock and for that 
reason he would be doing more to 
serve everybody if he only rented 
instead of sold. The public gladly 
accepted the idea because they 
perceived the wisdom of what Mr. 
Davis told them. 

Colorado Springs, like many 
other places in these United 
States, has enjoyed a tremendous 
growth because of the war. The 
many war activities there have 
brought the city a tremendous 
growth. There is one Army camp, 
an air base, Navy and Marine 
trainees at Colorado College, as 
well as the personnel of the Second 
Army Air Command, all located 
at Colorado Springs. When it is 
considered that many of these ac- 
tivities have brought large num- 
bers of women, wives of the men, 
to the city it can be seen that 
the business firms—all of them— 
have had a tremendous growth. 
Naturally, nobody knows how long 
the hustle and bustle of the city 
will last, but while it exists many 
of the business houses are in need 
of typewriters, typewriter desks 
and chairs, copyholders, adding 
machines, and the many other 
items that a firm like Mr. Davis’ 
sells. The rental of things that 
otherwise might have had to be 
purchased really did a favor to the 
business firms needing such items, 
because on a rental basis every 
business man could calculate his 
monthly costs accurately. If for 
any reason the activity in the city 
took a downward drop, the rented 
equipment could be turned in at 
once without losing anything and 
without being obligated to pay 
any agreed sum. Thus we find 
restaurants, dry cleaners, drug 
stores and many other such busi- 
ness clients of Mr. Davis renting 
equipment that in more normal 
times none of them needed and 
that they won’t need when times 
again become normal. 


Only the Best Equipment Rented 


From the start Mr. Davis rented 
only first-class merchandise. In 
fact, from the beginning of his 
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business 35 years ago he has 
stocked nothing but the best so 
there was nothing on hand that 
wasn’t of first quality. This being 
the case, everything was of a 
character that it would stand up 
well month after month, prevent- 
ing the possibility of losses be- 
cause of the deterioration of the 
goods rented. 

Some idea of what Mr. Davis’ 
actual rental charges are can be 
gained from reference to just one 
charge, which is typical of others. 
A typewriter table and chair, the 
two items, rent for $2.00 a month. 
From this it can be seen that the 


charges are not high yet they net 
a return of 90 per cent to Mr. 
Davis in the course of a year. 
Naturally nobody can forecast 
what will happen at the close of 
the war but regardless of the out- 
come, Mr. Davis will be in a good 
position. There is little doubt that 
practically everything that he has 
in stock will still be in stock, and 
what is more to the point, will 
have returned to him more than 
the actual retail price of the mer- 
chandise. More than that, prac- 
tically everything will be in a good 
usable condition even though used. 
Still further, his business will have 


LEST CUSTOMERS 


OME YEARS ago an old farmer 

came into my store one day 
and told the clerk who met him, 
“T got to get a box of writin’ pa- 
per and a bottle of ink for the old 
woman.” 

When the purchase was wrapped 
and passed over the counter, the 
customer said, “I got to have you 
trust me for it.” 

“But I don’t know you,” he was 
told. 

“Why, gosh,” returned the 
farmer irritably,“ everybody knows 
Steve Swackhammer.” 

The clerk took the chance and 
Steve proved to be all right, but I 
often think of that incident when 
I hear an office appliance dealer 
declare, “No use of me advertising 
nowadays when I can’t get the 
goods. Everybody around here 
knows what I sell and where my 
store is and if they want to pat- 
ronize me, they’ll come in.” 

Do they and will they? All right, 
Steve Swackhammer, go out on 
the street and ask the first twenty 
people you meet what you sell and 
where you sell it. You may be 
surprised at the number of people 
who don’t know you from Adam’s 
off-ox. 

If you think you are so securely 
placed in the business “Who’s 
Who” of your town that even the 
ravages of war can’t erase your 
name, you are just kidding your- 
self. Even national advertisers 
whose normal advertising expen- 
diture runs into the hundreds of 
thousands or millions annually, 
are showing by their continuing 
publicity that they don’t believe 
advertising writes with an indeli- 
ble pencil on the public mind. 
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If you continue to advertise to 
your trade that your business is 
office appliances and that you'll 
be there with the goods when the 
goods are again available and 
that, in the meantime, you'll do all 
you can to help out anybody in 
need, you won’t be the forgotten 
man when steel equipment once 
more starts riding the rails. 


Some Goods Available 


And this may be the place to say 
that, despite present conditions, 
with office equipment as hard to 
buy as real silk lingerie, there is 
still some equipment moving. 

To be sure, it’s wood, but when 
was wood ever voted down as fur- 
niture material? Go into any an- 
tique shop and see what the won- 
derful old chairs and tables that 
have stood up for a century are 
made of. 

To be sure, deliveries will be de- 
layed until you tear your hair be- 
cause that typewriter desk can’t 
be shipped even when ready, be- 
cause no shipping cartons are 
available, or because a strike has 
knocked all factory schedules into 
a cocked hat and then kicked the 
hat. 

To be sure, you’ll decide there’s 
nothing but trouble for the dealer 
who tries to keep on dealing with 
nothing left in the deck but treys 
and deuces (not wild). But who 
are you to expect to live through 
such a war as the world never 
dreamed of, and suffer no incon- 


continued for the entire war 
period and continued profitably. 
There will be no past due ac- 
counts because by renting instead 
of selling Mr. Davis assures him- 
self permanence in business at a 
profit, even if he cannot get addi- 
tional stocks of merchandise. 
Looking at his business from every 
angle, it appears that Mr. Davis 
has worked out a neat little solu- 
tion that will make it certain 
when the war is over he will be 
in an enviable business position. 
And between now and then, he is, 
as he puts it, continuing to eat 
hamburger daily. 


FORGET 


venience? And what is all the 
business trouble you’ve had or can 
have as compared with an hour in 
a fox-hole filled with mud and 
vermin and you? 

As customers, we’ve all been 
told, “Didn’t you know there’s a 
war?,” but some of us have re- 
frained from irritating our cus- 
tomers with that taunt. Most of 
us have little trouble being calm 
and courteous with cantankerous 
customers under normal business 
conditions. Can’t we exert the ex- 
tra effort needed to behave that 
way under today’s conditions? Or 
aren’t we good enough soldiers to 
stand up and take it on the home 
front, where we’re warm and fat 
and amused, even though business 
is bad? 

When normal conditions return, 
are customers going to rush to the 
dealer whose name has become 
just a pre-war recollection? Or are 
they going to think first of the 
dealer whose name has been kept 
continually before them, though 
perhaps in a more modest way 
than before, and perhaps without 
trying to offer specific items at 
specific prices? 


Advertising Should Be Continued 


An office appliance dealer can- 
not cease, or almost cease, adver- 
tising for the duration, and expect 
to start in again after the war and 
go right on from where he left off, 
with that thought of a maintained 
pulling power from his publicity. 
He will have to sell his line all 
over again to a lot of people who 
have found that, much as they 
liked his store, it isn’t, after all, 
the only store able to supply them 
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with goods. The would-be buyers 
you have to turn away today are 
not necessarily going to accept 
your say-so that there is nothing 
to be had. They are almost cer- 
tain to shop around. They may 
even find something of what they 
want in some other store. They 
may even meet with more agree- 
able treatment than you have 
given them. You might as well 
admit that, good as you are, there 
may be others even better. 
Perhaps some dealers who are 
determined not to advertise until 
their stores are once more filled 
with goods, would be benefited if 
subjected to such high pressure 
salesmanship as the sellers of big 
advertising space now and then 
use with stubborn prospects. There 
are advertising space salesmen as 
smooth as an eel’s vest in putting 
over their proposition. A _ local 
newspaper might do local retail- 


ers some good by turning such a 
Salesman loose on them. 

After all, the retail office appli- 
ance dealer has profited vastly by 
advertising done by manufacturers 
and distributors. Progress in mer- 
chandising such goods would have 
moved no faster than a toad in a 
tar barrel without the stimulus 
for which advertising is directly 
and indirec.ly responsible. 

It is advertising that kept the 
wheels of office appliance mer- 
chandising spinning at growing 
speed during a generation of busi- 
ness modernization. It is adver- 
tising that is keeping up business 
courage under present conditions. 
And it is advertising that is going 
to keep things moving through 
the trying times that must follow 
the collapse of the Schicklgruber- 
Tojo - Me - Too - Benito satanic 
cabal. Let no dealer think he can 
neglect advertising today without 


having to pay tomorrow for that 
neglect. 

And don’t forget you can use 
advertising going and coming. You 
can and must use it to bring busi- 
ness to you. And you can and 
ought to use it to bring the goods 
to you—by reading the advertis- 
ing of those who have something 
to sell and want you to buy it. In 
recent searches for things no 
longer obtainable from my usual 
sources of supply, I have written 
advertiser after advertiser in the 
trade journals (in this one, to be 
exact) and have been able to buy 
things it seemed at first were not 
to be had. Remember the frog 
that fell into the cream jar and 
saved himself by churning up and 
down until he had a lump of 
butter to rest on? Well, keep up 
the action and you'll save your 
business for the good times com- 
ing. 


Uncertain Future of Wartime 


STATIONERY SUBSTITUTES 


Buying and Selling Problems of Retailers 


MONG SOME commercial sta- 

tioners end office outfitters 
there is the general impression 
that wartime substitute products 
will prove good sellers for the 
entire war period. 

It is not going to work out that 
way. There will be a gradual eas- 
ing of control. This means that 
the return of the pre-war origi- 
nals in commercial stationery and 
office appliances will be staggered. 
Production of some lines for civil- 
ian use has already been resumed, 
even if in limited amounts. 

The commercial stationer and 
office appliance dealer cannot base 
his future buying judgment on 
past or present performances. The 
future selling life of these war- 
time substitutes is uncertain and 
unpredictable. 

Nobody knows exactly when the 
war will end. But when it is over, 
the best informed minds agree 
that there will be two endings— 
one when Germany is finished; 
the other when Japan is through. 
It is on the cards, too, that Japan 
might withdraw before Germany. 
Each Axis nation is, to a large ex- 
tent, running its own show, and 
between the two final curtains, 
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weeks, months or even years may 
elapse. 

The highest Allied government 
officials and military intelligence 
departments cannot do much 
more than guess at this juncture. 
Their carefully-laid plans have to 
be adjusted to unexpected devel- 
opments, whether for better or 
worse. 


Some Practical Questions and 
Answers 


However, now that the United 
Nations are definitely on the 
offensive, the time has come for 
the commercial stationer and of- 
fice outfitter to subject wartime 
substitute products to a future 
Sales analysis. Here are some prac- 
tical questions and answers for 
the commercial stationer and 
office appliance dealer’s consider- 
ation: 

Is the office item as good as the 
original it temporarily replaces? 
If it is, will the manufacturer be 
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wise enough to aggressively ad- 
vertise his wartime “baby” when 
the original product of a compet- 
ing manufacturer is restored to 
circulation? If the commercial 
stationer and office outfitter can- 
not answer that vital question, or 
the wartime substitute maker is 
vague as to his post-war plans, 
the commercial stationer and of- 
fice outfitter should unload his 
present stocks on customers with- 
out any quantity restrictions. Fu- 
ture orders placed should be small 
and often. 

Is the substitute office item one 
to deteriorate in storage? If it is, 
the commercial stationer and of- 
fice outfitter should not attempt 
to build up a reserve stock, even 
if present deliveries are irregular. 

Is the substitute product par- 
ticularly seasonable or timely, 
making it, say, a good Seller dur- 
ing a wartime Christmas and not 
at any other time? If so, who 
knows but what our boys overseas 
will be out of their foxholes by 
December, 1944? The commercial 
stationer and office outfitter 
should figure on this possibility. 

Is the substitute a shoddy office 
item selling at an inflated price? 
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If it is, the commercial stationer 
and office outfitter should move 
what he has of it with the respect 
accorded dynamite. Buy from 
hand-to-mouth, even if others in 
the trade are buying all they can 
get. 

Has there been a lot of con- 
sumer complaints about the sub- 
stitute item? Even if there is 
nothing on the market right now 
which corresponds to the substi- 
tute, the commercial stationer and 
office outfitter should cease to 
handle it. Let customers know 
why the product is no longer 
stocked. This action, even if im- 
mediate sales are lost, will 
strengthen the commercial sta- 
tioner and office outfitter’s local 
reputation for reliability. 

Is the substitute item one which 
the commercial stationer and of- 
fice outfitter would not handle in 
normal times? If it is, buying 
should be confined to modest 
amounts that can be immediately 
disposed of. 

Is the tirm back of the office 
substitute item the unethical or 
fly-by-night kind, merely out to 
cash in on the wartime emer- 
gency? If so, the commercial sta- 
tioner and office outfitter should 
commence to look around for a 
product by a well-established of- 
fice appliance manufacturer which 


will serve the same or a Similar 
purpose. 

Is the substitute line packed in 
sizes, styles and grades contrary 
to modern trade custom and con- 
venience? For example, anything 
shipped in bulk during wartime 
and retailed in flimsy makeshift 
containers is resented by office 
workers long accustomed to pre- 
packed cartons handy to use, and 
in convenient office use sizes. The 
public will turn against the bulk 
product just as soon as it can, so 
the commercial stationer and of- 
fice outfitter will order one bulk 
container at a time—and wait 
until that bulk container is half 
or two-thirds emptied before or- 
dering another. 

Are newly-established brands 
from the same producing sources 
as the old-timers trying to evade 
price ceilings? If they are, the 
commercial stationer and office 
outfitter should bear in mind that 
consumers of office supplies are 
being annoyed by such rough-rid- 
ing tactics. Commercial stationers 
and office outfitters should make 
their orders on the light side in 
anticipation of a waning demand. 


Watch Relations Between Long 
and Short Supplies 


Are consumers forced to blend 
Product A with Product B in cer- 


tain proportions, due to A being 
in short supply, and B plentiful? 
If they are, Product B will either 
fade from the market entirely or 
occupy a position of minor impor- 
tance when Product A is again in 
full flow. 

Does the office substitute item 
involve a lot of extra work, time 
and effort in its use? If it does, 
office workers will assuredly revert 
to the time-saving, easy-to-use 
original at the earliest feasible 
date. 

Is the substitute product maker 
arrogant in his trade relations be- 
cause he knows he has the upper 
hand in wartime? Even if this 
firm is identified with the high- 
grade pre-war original product, 
the commercial stationer and of- 
fice outfitter will be likely to con- 
tact competitive but reliable firms 
in the same field. One of them 
may have a post-war ace up its 
Sleeve. The full story may not now 
be told for security reasons. This 
post-war creation may be far su- 
perior to anything the firm of 
wartime arrogance has ever pro- 
duced. 

In conclusion, the prevailing 
market for many wartime office 
substitute items is an artificially- 
stimulated one. It needs close 
watching to avoid being caught 
with heavy inventories. 


“Suppliers Have a Heart After All” 


"VE been waiting for someone 
else to say it. . .. I’ve been 
waiting to read it in these pages. 
... but I can’t wait any longer. 
As a representative of the “small 
stationers,” Ill say it myself. But 


loud! 
“THANK YOU, MR. SUPPLIER!” 
Yes ... thanks for the wonder- 


ful co-operation you have given us 
during these days and months of 
material shortages. Thanks for 
filling our orders; for filling them 
as promptly as possible. 

We appreciate your efforts in 
locating items; efforts that have 
enabled us to stay in business and 
“deliver the goods” to our cus- 
tomers. We know to what lengths 
you have gone to in the face of 
unprecedented demands. 

Why have you suppliers gone to 
bat for us? 

We believe that part of the 
answer can be traced way back 
to the dim, dark days of the de- 
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By EDWIN KUSCHBERT 


President, 
Kuschbert Office Supply Company, 
Milwaukee, Wis. 
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pression, when the shoe was on 
the other foot—when we station- 
ers did our best to struggle along 

















MR. KUSCHBERT 


and remain loyal to our sources of 
supply. 

Now, those we have been loyal 
to through the years are repaying 
us in kind, and we won’t for- 
get their services. 

We are mindful of a letter re- 
cently received from one of our 
sources of supply. 

We asked about the possibilities 
of their fulfilling orders in 1944. 
The answer is worthy of framing. 

It was an unqualified assurance 
that our needs and those of our 
customers would be met... as 
always ... throughout the com- 
ing year. 

That is the spirit that makes 
us glad to be in the “game.” Our 
congratulations to all manufac- 
turers and distributors who are 
playing such an important part 
on the home front. We stationers 
will not forget the generous sup- 
port they are giving us in this 
hour of need. 
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Typewriter Repair and Rental 
RATES NOW AND POST-WAR 


HOPE the few words I am writ- 

ing about post-war rental and 
repair prices will aid dealers, in a 
degree at least, to maintain pres- 
ent prices. 

To reach an understanding of 
the problem, there are one or two 
questions which we must answer 
as dealers. First, can we brush 
out, adjust and install a new rib- 
bon on a typewriter for fifty cents 
and make a profit. This question ° 
must be answered if we are to find 
the answer to the more general 
query of how we can receive the 
utmost income from our rental 
typewriter stock. 

The experience of my company 
has proved that too often a one- 
month rental is terminated at the 
end of 30 days, while a three- 
month rental is usually extended 
an additional three months. An- 
alysis shows that 65 per cent of 
the three-month rentals are ex- 
tended for an additional three 
months. By stressing the three- 
month rental rate, we get busi- 
ness that reduces the frequency of 
adjusting and preparing a type- 
writer, which is an advantage in 
these days when repair men are 
scarce and our shops are over- 
loaded. 

We can’t repair a typewriter for 
50 cents and I don’t think any 
dealer can. And the difference be- 
tween three individual one-month 
rentals at $3.00 totaling $9.00, and 
a single three-month rental for 
$7.50, is $1.50, or 50 cents a month. 

The war has magnified the im- 
portance of the typewriter rental 
business to typewriter dealers, es- 
pecially to small dealers, who in 
normal times derived little income 
from rentals because low rental 
rates in some localities, where the 
supply of machines was over- 
abundant, made the rental busi- 
ness unprofitable. War conditions 
have changed the picture for us. 
Defense industries and the Gov- 
ernment have purchased heavily 
from dealers and the _ public. 
Rental typewriters became scarce 
and rental demands increased. 
The supply of rental typewriters 
dropped abnormally low. Condi- 
tions have resulted in most all 
dealers receiving the rental prices 
as Set by the OPA. With the short- 
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Reliable Typewriter & Supply Company, 
Kansas City, Mo., 
Vice-President, 

Region No. 9, National Office 
Machine Dealers Association 
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age of rental typewriters and the 
higher cost of dealers operations, 
the present rental prices are, per- 
haps, lower than they should be. 
But the dealer who has a reason- 
able number of typewriters out on 
rental is realizing the importance 
of the rental business as never 
before. Rentals are a vital source 
of income since the sale of type- 
writers has been virtually stopped. 

I speak from experience when I 
say that many dealers before the 
war rented typewriters as low as 
$5.00 for three months. I have op- 
erated my retail store in Kansas 
City for ten years, and also 
covered the middle western states 
as district manager for one of the 
leading typewriter manufacturers. 
This has given me close contact 
with other dealers. 

Dealers are now charging the 
ceiling prices, I find, and also are 
adding the delivery charge. These 
rates are fixed by the OPA as be- 
ing normal pre-war prices. They 
are figures which the general pub- 
lic is now accustomed to paying. It 
is our loss if we fail to maintain 
those rental prices. Maintaining 
them is a way to improve a situa- 
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tion that has needed correcting 
for several years. 

As a last word about rental 
prices—please let’s not become 
panicky if a few rentals begin to 
return to our stores and sit on the 
Shelf. We will be in a better finan- 
cial condition if we maintain our 
rental prices and have fewer ma- 
chines out than if we lower the 
prices and have more machines on 
rent. If we find some rentals on 
the shelf too long, I suggest that 
we recondition any class D ma- 
chines we might have and Sell 
them. We can also recondition 
class C machines and have them 
ready to sell just as soon as they 
are released. I repeat, let’s main- 
tain the reasonable rental prices 
the Government has helped us to 
establish. 

I regard the maintenance of 
repair prices as on the same 
plane with the maintenance of 
rental prices. For years our 
repair department has been re- 
garded as a necessary “evil.” We 
have felt that it should produce a 
net revenue, but in most cases it 
did not. The main difficulty was 
the same one that you would ex- 
pect to find in any business that 
continually showed a loss—the re- 
pair department did not take in 
enough gross income. Our prices 
were too low, we gave away too 
many parts, we extend too much 
free service, we forgot that any 
part of the general overhead 
should be allocated to the shop. 

After careful study our Govern- 
ment set a standard recondition- 
ing price on Government-owned 
typewriters of $15.00 for those un- 
der seven years old and $20.00 for 
those over seven years old. I know 
every dealer will agee that this is 
not a high price for a good job, 
but how many of you were receiv- 
ing this much for the same job 
during the past few years? 


These prices enable us to do a 
good job and yet make a fair 
profit. We can give the customer 
the type of job he rightfully ex- 
pects and should have. We can 
afford to pay good mechanics a 
comparable wage for doing the 
work. We can build a future busi- 
ness on good service. 

Again I say, the Government 
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regulations have aided us dealers 
to establish reasonable and uni- 
form prices. They have helped us 
do a job that would have been 
difficult to do alone—a job that we 
have wanted to do. After the most 
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difficult part of this job has been 
done for us—that of establishing 
the new prices—I hope we are 
capable of carrying on and main- 
taining those prices. 

The future value of our rental 





and repair departments is in our 
hands—not individually, but col- 
lectively. We must use sound busi- 
ness judgment if we are to do our 
customers, our employees, and our- 
selves the most good. 


Maintaining Present Office Machine 


REPAIR PRICES AFTER WAR 


HEN we think of maintain- 

ing our present prices, we 
need first to analyze these prices. 
Are they fair and reasonable? Are 
we giving the customer a good job 
—one that we are proud of? Is the 
customer getting his money’s 
worth in labor and parts? Is the 
repair job giving the customer 
service that he may rightfully ex- 
pect? 

Are our prices figured so that 
we may allow shop men reason- 
able pay, provide them with good 
equipment, and reasonable hours? 
We must have good working con- 
ditions to attract and hold high 
class men in our shops. I find it 
cheaper to pay good wages and 
have higher type boys in my shop. 
I insist that the boys behave as 
gentlemen under all conditions. 
Their actions on and off the field 
represent my business. I want to 
keep it on as high a plane as pos- 
sible. 

Our prices must be high enough 
so that we dealers will have some- 
thing left over for our profit. I 
come from a town in which we 
have had typewriter wars. It is 
hard to believe, but true, that 
overhaul prices have been as low 
as $5.00 per machine, including 
labor and parts. Yes, and many a 
time overhaul jobs have even been 
given away! 

I know many of us fail correctly 
to figure all the costs involved in 
overhaul. Here are some of them: 

1. Time— 

a. First telephone call tell- 

ing you need repairs. 

b. Preparing a loan type- 
writer and checking it out. 
Pick up and delivery. 
Making record and esti- 
mate. 

Customers O.K. 

Doing the work. 
Invoicing. 

Return delivery. 
Checking loan in. 

Service calls on guarantee. 
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By WILBUR WALKER 


Wilbur E. Walker Company, 
Wichita, Kans. 


(Address presented at meeting of Region 

No. 9 of the National Office Machine 

Dealers Association, Kansas City, Mo., 
February 5, 1944.) 
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2. Materials— 

a. Materials used in cleaning, 
oil, cleaner, rags, and so 
on. 

b. Parts actually used on 
machine. 


3. Overhead costs— 

a. Pro-ration of shop rent. 

b. Pro-ration of utilities. 

c. Pro-ration of office help 
involved in bookkeeping, 
insurance, parts, loss, 
credit loss, and so on. 

I think it is readily seen that 
the dealer who charges $5.00 and 
$10.00 is losing money. $15.00 is 
more nearly a correct price, al- 
though this figure may vary some 
in different parts of the country. 
I believe we all agree that we are 
now receiving just and fair prices. 





MR. WALKER 


Next, we must ask: “Do we want 
to maintain present prices?” Can 
we stand a degree of prosperity in 
our service department when we 
regain the sales of machines? 

I contend that a typewriter man 
who renders constructive service 
in the proper manner is entitled to 
the better things of life, such as a 
nice and comfortable home, a nice 
car, good clothes and wholesome 
recreation. Every typewriter deal- 
er should enjoy the respect of his 
fellow townsmen. To do that his 
business must earn him a fair 
profit. 

I find that most customers are 
willing to pay a reasonable price 
if they get good, prompt service. 
Consider your own experience as a 
customer. If your car breaks down 
you take it to the garage for re- 
pairs. You do not complain about 
a reasonable price if you get the 
service you expect and desire. 

If we have decided that our 
prices are as they should be, and 
we want to maintain these prices, 
what steps can we take? Here are 
some suggestions: 

1. Give even better service, if 

possible. 

2. Keep store and shop in order, 
so that it is a credit to the 
business. 

3. Select customers as much as 
possible. Of course, we all 
have or had a few customers 
who try to “chisel” regardless 
of price and the service ren- 
dered. These are the cus- 
tomers to eliminate. In most 
cases they are a liability to 
the dealer—and to them- 
selves. 

4. Advertise, make personal 
calls and keep shop records. 

5. Most important—Co-operate 
with other dealers. This 
problem is not my problem or 
your problem alone. It is our 
problem. We must keep our 
prices reasonably close to- 
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gether. For years, most type- 
writer dealers have agreed 
that the repair department 
has been a liability. We now 
know that the shop can oper- 
ate at a profit if permitted to 
charge reasonable prices. It 
is up to dealers collectively 
and individually whether or 
not present prices are main- 
tained. We must educate 
ourselves and our fellow deal- 
ers who are in the typewriter 


QUIZ 


HE QUESTIONS now being 

hurled by customers and em- 
ployees at stationers and office 
equipment dealers would leave 
Solomon gasping. No one, of 
course, can give off-hand inter- 
pretations of complicated priority 
rulings and material restrictions. 
This quiz, however, is offered 
without a blush because it intro- 
duces typical problems to new 
employees in the industry and 
gives oldsters a chance to test 
their ingenuity and the up-to- 
date-ness of their knowledge. Al- 
though no test of this sort can be 
comprehensive enough to indicate 
actual or potential employee-job 
values, the ability to answer most 
questions correctly shows a spe- 
cial aptitude for solving problems 
and executing duties commonly 
expected of retail clerks and sales- 
men in given situations. Each 
right answer counts ten. 


Questions 


1. Some stationery shops at- 
tract attention by displaying a 
colorful selection of their finest 
materials in an open tray set out- 
side the store. What is the chief 
objection to this practice? 

2. Give one suggestion or more 
you would make to a customer 
who complains that the keys in 
the old style typewriter he is 
compelled to use for the duration 
cut through the ribbon before it 
should be worn out. 

3. Why is accurate alignment 
vital on master cards for electric 
punch card office machines? 

4. You have two types of wall 
calendars, identically designed ex- 
cept that in Type A all printed 
matter is black on a white back- 
ground, while in Type B the same 
color scheme is reversed in each 
alternate square representing a 
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business in our community. 
We should all have a local 
association affiliated with the 
National Office Machine 
Dealers Association. I am 
sorry that we do not have a 
local association at Wichita. 
I think if we did we would 
learn to know and under- 
stand each other better and 
learn to work together. 
We are in one of the best busi- 
nesses in the world. We have an 


Frequent Queries 


and Helpful Replies 


oS 
By JOSEPH CALLAHAN 
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day of the month, checkboard 
fashion. Which calendar would 
you recommend to a man outfit- 
ting a chain of large offices, and 
why? 

5. How can draftsmen required 
to do precision work with well 
sharpened wooden pencils get 
longer wear from their pencils? 

6. An accountant using the 
largest multi-column working 
sheets available or obtainable is 
looking for sheets with extra col- 
umns and extra length. What can 
you suggest? 

7. How can inactive stock items 
be packed so that the quantity 
available is always known with- 
out the necessity of recount dur- 
ing successive inventories? 

8. What grade and size of paper 
would you furnish a writer work- 
ing on manuscripts? 

9. Assuming that you are for- 
tunate enough to have for sale a 
good pre-war assortment of scales 
for weighing mail, how can you 
help a customer who doesn’t 
know exactly what kind of scale 
he wants? 

10. How can you be sure that 
the impression of a rubber stamp 
ordered for the first time will be 
what the customer has in mind, 
when he gives you only verbal in- 
structions? 


1944 


income from the sale, rental and 
repairs of typewriters, adding ma- 
chines, calculators, duplicators 
and other machines, as well as the 
sale of related supplies. Our cus- 
tomers in general are of the 
higher type. Our normal credit 
losses are low. If we reduce our 
prices below reasonable figures on 
repairs, we cheapen our business. 
Let’s keep our prices at the point 
that will do all concerned the most 
good. 


FOR EMPLOYEES 


Answers 


1. The stock is exposed to fad- 
ing and deterioration from sun, 
dust and rain. 

2. (a) Reverse the ribbon early 
to distribute the shocks 
and absorb the ink more 
uniformly. 

(b) Use extra backing sheets 
as cushions to soften the 
blows. 

3. Because a hole punched out 
of line will be reproduced errone- 
ously on all records made from 
the master card. 

4. Type A, because workers sit- 
ting at a distance from the cal- 
endar find alternate colors con- 
fusing and a strain on their eyes. 

5. By attaching a pencil holder 
with a changeable eraser top to 
the pencil when it begins to get 
short. 

6. (a) Split each wide column 
into two narrow columns. 

(b) Extending the sheets 
vertically or horizontally 
by attaching strips of the 
same paper to the work- 
ing sheets, with paste or 
paper cement. 

(c) Writing between lines to 
save space. 

7. They can be packed in sealed 
or locked containers labeled with 
the total current quantity within. 

8. Good quality bond, 814%4”x11”". 

9. By learning the exact pur- 
pose for which the scale is in- 
tended. If the customer is mailing 
bulky packages first class, he 
needs a large weighted scale. If 
he uses envelopes that never 
weigh more than a few ounces, a 
small spring scale may do. 

10. Draw a diagram for his ap- 
proval showing the design, fig- 
ures, letters, and size and style of 
type to be furnished. 
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With METAL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of metal’s old work and does a thorough job on all calls. 


Furniture Department Sales Manager's 


POST-WAR RESPONSIBILITIES 


“The Office Furniture Dealer Grows Up” 


HEN Thomas Paine said, 

“These are the times that try 
men’s souls,” he was, of course, 
referring to the conditions pre- 
vailing at the time of the Revolu- 
tionary War. Yet, commercially 
speaking, it is a statement that is 
just as apt today. Many souls in 
industry will be sorely tried in the 
hectic days to come, when the 
problem of reconversion (while 
still in the throes of production 
geared to war standards) becomes 
more and more pressing. Though 
the production of war materials is 
still in high gear, today’s news- 
paper or magazine that omits 
from its pages something about 
reconversion or post-war planning 
is rare indeed. 

This is as it should be. The war 
must end some day. When it does, 
industry faces a huge pent-up de- 
mand for goods that has been de- 
veloping since the restriction of 
civilian goods began. The produc- 
tive and technical capacities that 
have been developed for war pur- 
poses should and will be used to 
satisfy peacetime demands. And 
it is not beyond the realm of pos- 
Sibility that this pent-up peace- 
time demand will temporarily 
consume the output of all civilian 
goods without the aid of trained 
saies personnel. 

Following the initial satisfaction 
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By 
ARTHUR A. PLOSSCOWE 


Vice-President, 
Rochester Stationery Company, Inc., 


Rochester, N. Y. 
o 


of this customer demand, the in- 
dustry that has sown an intelli- 
gent industrious sales plan will 
reap greater benefits than the in- 
dustry that has followed a policy 
of watchful and prayerful waiting. 

Most printed matter regarding 
post-war planning relates to man- 
ufacturers’ problems. Important as 
this is to manufacturers, it is rela- 
tively just as important to dis- 




















MR. PLOSSCOWE 


tributors or dealers. That is why 
an office furniture dealer must 
also give consideration to this 
business of formulating effective 
selling plans. 

To be sure, the first files, desks, 
chairs, and storage cabinets may 
not have all the big improve- 
ments which we can later expect. 
Nevertheless, some of these prod- 
ucts will require little salesman- 
ship. With customers clamoring 
for non-substitute goods, the deal- 
er will find it necessary to exercise 
no little diplomacy in distributing 
the first run of materials from the 
production line. 

Therefore, he must start plan- 
ning now. He cannot wait until 
the war is over. It will be too late 
then. He must set up definite ob- 
jectives, the prime objective being 
the rebuilding of his selling or- 
ganization. The Selling organiza- 
tion, it goes without saying, must 
be headed by a competent sales 
manager. It should not be the 
function of the dealer, or owner 
himself to supervise his selling 
organization. The dealer’s or own- 
er’s time can quite well be taken 
up by the primary fundamentals 
of organization, which are: 

1. Regard for the aim of the 

enterprise. 

2. Establishment of definite 

lines of supervision. 
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3. Development of major pol- 
icies. 
4. Placing of fixed responsi- 
bilies. 
Training Needed 


It is estimated that 50 per cent 
of former sales organizations will 
need either to be rebuilt or re- 
placed. They cannot be rebuilt or 
replaced without adequate train- 
ing methods. Thus each sales 
manager must be ready with a 
practical program to train his 
men. It cannot be done with half- 
hearted, hit-or-miss methods, or 
through hiring men unsuited for 
the job to be done. It has been 
the practice in our industry to 
hire men as salesmen who were 
the rejects of other industries. 
The wise sales manager will curb 
this practice. In the future the 
man will be selected on the basis 
of his fitness for selling office fur- 
niture. In the past, in our indus- 
try, men drifted into jobs as sales- 
men because they needed jobs and 
selling appealed to them as the 
thing they could get into easily. 
In the future, the man will be 
selected on the basis of his interest 
in improving office methods. 


As a Scientist probes for facts, 
so must the post-war sales man- 
ager analyze the buying process 
to show his men “how” instead 
of telling them “what.”’ This sales 
manager will teach his men how 
to approach the prospect, how to 
demonstrate the product. He will 
provide the men with a sales 
technique; he will equip them 
with sales tools and show them 
how to use these helps. He will 
show them how to Sell the use of 
furniture or how to “fit the prod- 
uct to the prospect’s need.” Thus 
will a sales manager develop men 
who are authorities on modern 
office methods and procedure. The 
challenge of intensive selling and 
active competition in the post- 
war period can only be met by 
trained men. 


Manufacturer Can Help 


The dealer is often asked by the 
maker of office furniture, “What 
would you have us do to help you 
dealers in the post-war era?” The 
manufacturer of a well known 
brand of metal files, desks and 
chairs, with hundreds of distribu- 
tors throughout the country, is 
canvassing his many dealers with 
an elaborate survey, asking many 
questions. The answers to those 
questions (he hopes) will outline 
a pattern which will help to guide 
the manufacturer’s post-war pol- 
icies. Perhaps the survey will un- 


OFFICE APPLIANCES, March, 


‘799 


cover some needed information. 

Careful analysis and thought 
toward every possible improve- 
ment in their standard products 
and the adoption of simple prac- 
tices that lead toward strengthen- 
ing good will with the consumer, 
as well as the dealer, will place the 
manufacturer on the proper path 
to his objective. 

The dealer, moreover, appre- 
ciates constructive help from the 
maker. To be able, for example, 
to call on the manufacturer or his 
trained representatives to impart 
their product knowledge is helpful 
and stimulating. The assembling 
of dealer sales personnel to dis- 
cuss with trained factory repre- 
sentatives their mutual problems 
has always been a standard prac- 
tice uniformly productive of good 
results. Naturally, the dealer must 
be prepared to give loyal support 
to the manufacturer who works 
with him in furthering their com- 
mon cause. 


To help their common cause, 
the dealer might be influenced to 
re-examine the display room or 
sample rooms. A more effective use 
of the dealer’s display room can 
be made on the principle of “What 
the eye admires, the heart de- 
sires.” Greater selling success is 
made possible through the display 
of office equipment and furniture 
in suitable surroundings. It helps 
to obtain the undivided attention 


of the prospect and enables him 
to visualize the furniture in his 
own office: Samples of furniture 
and equipment neatly arranged, 
supplemented by ample display 
material and construction data, 
will enable the dealer to capitalize 
more easily on his investment. 

These are the things for which 
offices, both business and profes- 
sional are clamoring; they need 
them. The office of the future, 
whether large or small, will be 
planned to eliminate fatigue. 
Chairs properly designed to give 
support, desks conveniently ar- 
ranged for efficiency, the condi- 
tion of the air with proper rela- 
tion of temperature to humidity, 
better lighting for the elimination 
of glare and eyestrain, sound- 
proofing for the elimination of 
noises, thereby decreasing nervous 
tension—these are all improve- 
ments with which the office furni- 
ture salesman may be expected to 
cope. 

The sales manager, realizing 
that the nub of distribution is the 
point of sale, must educate and 
direct his men so they cannot only 
discuss these needs but Satisfy 
them as well. 

All post-war planning, in the 
ultimate analysis, is inevitably 
tied up with the individual sales 
outlet. Hence, educational work 
and creative selling will be the 
order of the day. 





A ROL-DEX RECORD-KEEPING UNIT SIMPLIFIES ACCOUNTS RECEIVABLE 
ROUTINE.—Specially built for this particular accounting job at Contract Purchas- 
ing Finance Corporation, Detroit, was this Rol-Dex unit. Said by the makers, 
Rol-Dex Company, 433 Shelby Street, Detroit, Mich., to place all records within 
easy reach of the operator, thus eliminating waste motion and cutting fatigue, 
Rol-Dex units are adaptable to any type, thickness or size of form, card or record. 
When not in use, Rol-Dex units are fully covered, with trays locked into position. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE . . . COUR- 
AGE . . . CO-OPERATION 


URING the past year, we have 

observed with much interest 
the personalized weekly mailing 
cards from The Carter’s Ink Com- 
pany of Boston, Mass. As a top- 
of-column feature this month, it 
is our pleasure to give you the 
actual comments of the president 
of this company, Richard B. Car- 
ter, as he most generously gives 
of his time and experience when 
he writes in response to our query: 
“These ‘Late News’ cards, which 
are just what their name implies, 
have proved helpful because of 
their simplicity. Through them 
the dealers are kept posted as to 
product changes, new products 
and discontinued items. Occa- 
sionally they cover other matters 
of interest to the dealer such as 
sales helps, advertising campaigns 
with which they can tie in, sug- 
gestions about wartime ordering 
procedures, priorities, and so on. 
Now and then the series is livened 
by a human interest card telling 
about one of our boys with an 
unusual service record with us or 
in the Army. These cards have 
been so heartily approved by many 
dealers that we have just started 
our new series on carbons and 
ribbons. Of course, there is no 
real substitute for the visit of a 
good salesman, but even in nor- 
mal times the best salesman can 
be greatly helped by intelligent 
use of the mails. Right now these 
cards bat for the salesmen more 
effectively than might be expected 
because in the briefest possible 
way each one presents a point 
which may be found of real value. 
I have felt these cards were worth 
mentioning to you at this time for 
two reasons: First, they call at- 
tention to a procedure suggested 
by abnormal conditions, but which 
could and should be used much 
more widely and effectively, even 
in peacetime. And, second, because 
the same principle can be used 
by dealers as manufacturers.” 

. and adds Mr. Carter, “here 
is one more bit from a chemist’s 
house organ which has particular 
bearing on our thinking as we 
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look through the present toward 
the future. It is just a couple of 
sentences attributed to Charles 
F. Kettering, the well known re- 
search man of the General Elec- 
tric Company. ‘When we re-estab- 
lish ourselves after this war we 
must get the idea that we cannot 
have a continuity of sameness, 
that we are going to have a con- 
tinuity of change. We need to go 
into the new era convinced that 
if there is one thing eternal, it is 
change.’ ”’ 


* * * * * *« * 
Full Speed Ahead With 
War Bonds! 
* * * * * * * 


Much has been written about 
personal desk efficiency, but a 
clipping an Art Metal distributor 
in the southeastern area of our 
nation kindly loaned us by air 
mail puts salient features of this 
all-important subject most con- 
cisely. In a necessarily abridged 
way, permit us to give you the 
highlights: 


PERSONAL DESK EFFICIENCY 


Competent engineers have esti- 
mated that although it may cost 
from $25.00 to $100.00 (according 
to the salary of the individual) 
to “desk-train” an employee, the 
expenditure will come back in 
three to six months time, and re- 
peat itself annually as _ profit 
thereafter. It is amazing how 
much the factor of desk efficiency 
has to do with work efficiency, and 
it is a matter of first-rate impor- 
tance in any organization. ‘ 
Like a battleship, a desk should 
be cleared for action all the time 
—only papers actually needed at 
the time should be on the working 
surface. Only supplies, papers and 
appliances genuinely and regu- 
larly needed in the day’s work, 
should be kept in, or on, the desk. 

What are the principles by 
which to judge desk efficiency? 
Whether it’s the rough desk of 
the shipping clerk or the highly 
polished desk of the executive, a 
desk has the same basic func- 
tions: 

(1) It is a surface on which to 
work. 

(2) It is an orderly, systematic 
tool kit for the immediate neces- 
saries of work. 

(3) It is a temporary storage 
place for the immediately usable 
raw material of work. 

Concentrated attention, deci- 
sion, disposition and orderly se- 
quence are the keynotes of indi- 
vidual desk efficiency .. . 

1. Finish each task as you go. 


2. Concentrate on work in hand. 


3. Neatness and dispatch—your 
desk free from unnecessary ac- 
cumulation of odds and ends. 

4. Vary your work when condi- 
tions permit. 

5. Use other files, not your desk, 
for permanent or semi-perma- 
nent material constantly en- 
deavoring to get everything 
possible flowing over and away 
from your desk permitting very 
little if anything to linger 
there. 

* * * 

An Arizona office outfitter is re- 
minded by our last month’s sign- 
off, “A time when sales come 
easily of themselves, is the time 
WHEN A LITTLE EXTRA PUSH 
SHOWS THE GREATEST RE- 
SULTS,” to give us the following 
favorite BUSINESS BUILDER in 
his clip-file. We quote: 


“ME AND MY SHADOW” 


Whether you are Strolling down 
the avenue, working at a bench, 
writing at a desk, or what not, 
there are two things from which 
you can’t get away—your shadow 
and your opportunity. Rarely does 
an hour of any working day pass 
that each one of us does not have 
opportunity to do something, be it 
ever so little, toward pleasing 
those whose good will we value. 

To do just a little better the 
task at hand is our biggest oppor- 
tunity. There is no need to wait 
for extraordinary circumstances 
to do good actions, when we can 
use the ordinary everyday situa- 
tions. (This Arizona _ stationer 
states he read this in a Darnell 
publication.) 

* * * 

A sales manager of a California 
office equipment firm suggests that 
we toss this suggestion to the 
readers of BUSINESS BUILDERS: 
“What topic or topics do you as a 
dealer, manufacturer, or factory 
representative recommend for col- 
lective or individual sales discus- 
sions with salespeople of your 
organization and contemporary 
groups these present war-time 
days?” ... there you have a most 
constructive suggestion; dispatch 
your original thoughts along this 
line to the co-ordinator of this 
page, care of Shaw & Borden Com- 
pany, Box 2153, Spokane 2, Wash- 
ington. 

Enthusiastically, 
Ralph B. Ortel. 


32, 38, 38, 38. 
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Metal Furniture Production Delayed — Commission and 


Bonus Ruling Explained—No Brass for Pens and Pen- 
cils— Restrictions on Staples and Staplers Eased 


PRODUCTION OF METAL OFFICE FURNITURE TO 
BE DELAYED UNTIL WAR PRODUCTION LESSENS 


According to the New York Journal of Commerce, 


the War Production Board on January 10 reported a 
general agreement among the newly-appointed mem- 
bers of the General Metal Office Furniture Industry 
Advisory Committee that production of metal desks, 
chairs, and file and storage cabinets for civilians can- 
not be resumed until the industry is less heavily en- 
gaged in war work and continuing supply of steel is 
assured. 

Resumption of production must, therefore, be post- 
poned until such time as the outcome of offensive 
operations in the European theater becomes known. 

IAC members stated that most segments of the 
metal office furniture industry are engaged to full 
capacity in war work at present. Plane parts, equip- 
ment for shipboard use, communications equipment 
and parts for gunmounts form the bulk of the indus- 
try’s war output. A large proportion of the war con- 
tracts held by members of the industry extend to the 
latter part of the year. 


o 


REGULATIONS ON PAYMENT OF COMMISSIONS 
AND BONUSES CLARIFIED BY INTERNAL REVENUE 


Robert E. Hannegan, Commissioner of Internal Rev- 
enue, on January 26 clarified the new salary stabiliza- 
tion policy which governs payments by employers of 
commissions, bonuses and other percentage-type com- 
pensation to employees, and extended the policy to 
cover 1943 as well as 1944 and subsequent years. 

The new policy for 1944 was announced by the 
Director of Economic Stabilization on December 30, 
1943. Commissioner Hannegan has since requested and 
received authority to harmonize the 1943 regulations 
with the 1944 policy in order to prevent discrimination 
and hardship. Formal regulations embodying the 
changes are being drafted, but the new policy is effec- 
tive immediately. 

Since most 1943 payments already have been made, 
Commissioner Hannegan advised employers they may 
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make supplementary payments to adjust 1943 pay- 
ments to the new policy. 

The new policy permits employers to pay—without 
the formality of obtaining approval—any percentage- 
type compensation earned by employees under a con- 
tract or established policy of the employer, provided 
no change has been made in the percentage, method 
of computation, or the employee’s base salary (if any) 
since the beginning of the salary stabilization pro- 
gram (October 3, 1942, in the case of salaries over 
$5,000 per year; October 27, 1942, in the case of salaries 
under $5,000 which are under the Commissioner’s 
jurisdiction). 

These percentage types of compensation include 
commissions, bonuses and similar types of payments 
which are -based on a percentage of sales, salary, 
profits, volume, new business or similar factors. 

Under the above conditions, the new policy permits 
payment of the percentages without regard to the 
dollar amount. The new policy rescinds former pro- 
visions which limited the dollar amounts to the level 
of 1941-42. 

Commissioner Hannegan explained that the effect 
of the new policy on 1943 payments is as follows: 

1. Salesmen earning commissions based on their 
own individual sales—As a practical matter, the new 
policy makes no change in the compensation status 
of these employees since the former dollar limit rule 
was suspended in these cases. However, these em- 
ployees will now be re-assured that the dollar limit 
has been formally revoked, as to employees whose rate 
of commission and base salary has not been changed. 

2. Executives, branch managers and others earning 
over-riding commissiens or percentage bonuses—Em- 
ployers are authorized to adjust any 1943 payments 
in accord with the new policy. For example, if an em- 
ployee in 1943 was entitled by contract or established 
policy to receive a percentage bonus amounting to 
$1,000 but was paid only $900 because of the former 
regulations, he may now be paid the remaining $100 
without formal approval, provided that no change has 

(Turn to page 170, please) 
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EDITORIAL 





Must Dealers’ Absorb Producers’ 
Price Increases? 


@ SINCE last December,when Fred M. Vinson, 
Director of the Office of Economic Stabilization, 
announced the program for “insuring adequate 
production of essential civilian goods,” dealers 
in all merchandising fields have been attemp- 
ting to determine if they are required to absorb 
any price increases granted to producers. The 
policy of increasing prices above regulation 
ceilings, a basic factor in the program, seems 
sound enough, but a parallel requirement to 
maintain retail ceilings appears to place the 
burden of “holding the line” on inflation upon 
the retailer. 

The following pertinent paragraphs are taken 
from the OWI release on the program: 

“The War Production Board is responsible 
for formulating plans and programs to assure 
needed volume production of essential civilian 
goods. When WPB finds that existing price 
regulations ‘constitute a serious impediment’ to 
fulfilment of the programs, certification to this 
effect will be made to the Office of Price 
Administration. 

“OPA is empowered, under certain conditions, 
to revise existing price schedules as a produc- 
tion stimulant, but in every case pricing form- 
ulas spelled out in the policy statement must 
be adhered to as a preventive against inflation- 
ary price increases.” 

“When WPB certification is made to OPA 
that price regulations operate to hinder pro- 
duction of products essential to the consumer 
economy, OPA may, with the approval of the 
Economic Stabilization Director, allow price 
increases beyond ‘the minimum requirements 
of law.’” 

“The statement (of Director Vinson) stipu- 
lates that any increase in maximum producers’ 
prices resulting from the program be absorbed 
at subsequent stages of production and dis- 
tribution ‘wherever absorptive capacity exists.’ ” 

It will be observed that no alternative is 
offered, which means that absorption of the 
price increase must occur somewhere between 
the producer and the consumer. The phrase, 
“wherever absorptive capacity exists,” is con- 
fusing. Because permission is not granted to 
increase retail prices, the implication is that 
“absorptive capacity” DOES exist. Has the re- 
tailer more of that “capacity” than the pro- 
ducer? Financial statements do not reveal it. 

Another part of the OWI release carries this 
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paragraph: 

“Primarily, these changes will result in a 
greater equalization of profit margins for all 
products and price lines of individual consum- 
ers’ goods industries when such action is needed 
to improve production of essential items. There 
is also provision for special handling of price 
controls affecting marginal producers, and af- 
fecting producers whose current profits are at 
excessively high levels.” 

In general, small business organizations, such 
as dealers in office equipment and supplies, are 
less able to absorb extra costs than large com- 
mercial or industrial enterprises. Requiring 
“absorption” of a price increase in the dis- 
tribution phase of business is hardly a con- 
tribution to “equalization of profit margins.” 

Last October we published an editorial urge 
to “Wire your Congressman” if concerned about 
some situation in need of legislative control. 
Certain powers have been granted by Congress 
to WPB, OPA, OES, and other Government 
agencies. We join now with Charles P. Garvin, 
general manager of the National Stationers 
Association, in urging you to address pleas to 
your congressmen and senators for an explana- 
tion of the “price” portion of the OES program 
of “production of essential civilian goods.” 


—_<-—_- — 


If he gets only money from his labor, he is underpaid 
no matter how great his wage.—Glen Buck. 


_-_>--- 


Red Cross Needs Your Help—NOW! 


@¢ YOU—members of the office appliance in- 
dustry—have given every year to the Red Cross 
... given willingly and with a free heart. You 
have helped this great humanitarian organiza- 
tion meet many peacetime crises .. . when floods 
struck . . . when earthquakes came . . . when 
famine devastated some far-off land. It’s been 
your proud habit to give, your pride in the Red 
Cross, that made the giving worthwhile. 

But this year it’s going to be different. It 
won’t be just your “regular” contribution, for 
the need is greater now than ever before. This 
year it’s your own boys that the Red Cross serves 
.. . 11,000,000 of them in every land from Sicily 
to Chungking... on every ocean and in every 
sky. 

This year, during March, the American Red 
Cross will raise its 1944 War Fund. A goal of 
$200,000,000 has been set and must be met if 
the Red Cross is to continue its work on an 
undiminished scale. 

No more graphic description of the impor- 
tance of the Red Cross to the fighting man can 
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be given than that portrayed in the frontispiece 
on page 10. Appropriately captioned “Your 
RED CROSS is at his side,” it emphasizes that 
the workers of this world-wide organization are 
always near at hand when needed. 

Nor is its service confined to the giving of 
medical and surgical aid. During the past 12 
months Red Cross hospital social workers have 
relieved homesickness among hospitalized fight- 
ing men, assisted discharged, disabled men 
through readjustment to civilian life, helped 
hundreds of able-bodied soldiers in personal dif- 
ficulties, and brought entertainment and re- 
freshment to our uniformed men and women at 
hundreds of clubs established in foreign lands. 

Here, briefly stated, is what your dollars have 


U. S. servicemen given personal aid 
—3,800,000 by camp and hospital workers 
—2,500,000 by chapter Home Service 


5,000,000 pints of blood collected 
350 overseas clubs for servicemen and women 


50,000 nurses recruited for Army and Navy 
(As of February 29, 1944) 


65,000 volunteer nurse’s aides trained 
119,000 persons aided in disasters 
(Fiscal year—July 1, 1942—June 30, 1943) 
15,000 survivors of marine disasters aided 
925,000,000 surgical dressings produced 
12,000,000 garments made 
1,500,000 first aid certificates awarded 
300,000 home nursing certificates issued 


5,300,000 prisoners of war packages packed 
(January 1, 1943—November 6, 1943) 


$77,000,000 foreign war relief distributed 
(August 1939—September 30, 1943) 


Remember. .. . The RED CROSS is at his 
side and the Red Cross is YOU! 
LET’S GIVE! 


accomplished during the past year: 


HERE AND THERE 


ELMER YOUNG REPORTS FROM 
MEXICO 


As a temporary resident of Mex- 
ico Elmer Young, head of the Young 
Office Equipment Company, Chi- 
cago, writes that he is enjoying the 
sunshine and ''summer'’ weather at 
Acapulco. His report is on the back 
of a post card that pictures a crowd 
of people on the beach examining 
a number of recently caught game 
fish. A handwritten caption asks the 
question "Where is Elmer?" Care- 
ful examination of the photograph 
fails to reveal Elmer's location but 
he says the fishing speaks for itself. 





F. B. TOWNE WINS HOLYOKE 
DISTINGUISHED SERVICE 
AWARD 


On December 27, 1943, Frank B. 
Towne, for 55 years treasurer of 
the National Blank Book Company, 
Holyoke, Mass., became the fourth 
Holyoke citizen to receive the "'Dis- 
tinguished Service Award,'' estab- 
lished as a memorial to the late 
William G. Dwight, owner-editor of 
the Transcript-Telegram for nearly 
a half-century. The honor, termed 
The Distinguished Service to Hol- 
yoke Award for 1943,’ came to him 
for his "more than half-a-century 
of tireless and effective work for 
community welfare.'’ The presenta- 
tion of the plaque was made at 
Mr. Towne's home, in the presence 
of members of the jury, of Mr. 
Towne's family, and Transcript- 
Telegram officials. 

Four days previously he had been 
honored by the National Old Timers’ 
Club, represented by seven 50-year 
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members, who presented him with 
55 “American Beauty’ roses—one 
for each year of his treasurership. 
Mr. Towne has been a staunch 
Holyoker for more than 60 years, 
coming to that city in 1881. His 
first position was with Syms and 
Dudley Paper Company, where he 





HOLYOKE’S NO. 1 CITIZEN FOR 
1943.—_Frank B. Towne, veteran of 
55 years service as treasurer of Na- 
tional Blank Book Company, holding 
the Distinguished Service to Holyoke 
Award for 1943. Dr. William C. Ham- 
mond (left), winner of the honor in 
1942, made the formal presentation. 


remained for seven years prior to 
accepting his present post with 
National Blank Book. Among Hol- 
yoke institutions to which he has de- 
voted unselfish leadership and serv- 
ice are the Holyoke Hospital, 
Holyoke Y.M.C.A. and the Second 
Congregational Church. 





VICTOR OFFICIAL COMBINES 
PHONE AND PLANE IN QUEST 
FOR MENINGITIS SERUM 


A. C. Buehler, chairman of the 
board of directors of the Victor 
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Adding Machine Company, re- 
cently proved himself to be a thor- 
Sughgoing humanitarian, as well as 
a competent executive. 

The story had its genesis when 
the son of George J. Uhlig, a re- 
search engineer for the Victor 
organization, was stricken with men- 
ingitis of the influenza type. Twelve 
vials of anti-H influenza type B 
rabbit serum were needed to com- 
bat the malady, but only four were 
to be found in Chicago. Then Mr. 
Buehler went into action. Enlisting 
the aid of the American Legion, 
United Airlines, Railway Express 
Agency, Governor Green, the U. S. 
Army and the Secretary of War, 
he covered the nation by long dis- 
tance phone, and soon small con- 
signments of the precious fluid be- 
gan to arrive from all parts of the 
country. 

The telephone calls, meantime, 
had resulted in the discovery that 
several other children in various 
states were similarly afflicted. The 
excess stock accumulated by Mr. 
Buehler's efforts was immediately 
dispatched by plane on the basis 
of urgency to points as distant as 
San Francisco. 

At press time the Uhlig boy had 
been reported completely recov- 
ered, as word was awaited on the 
progress of the other children. 


POMERANTZ NOW ON COM.- 
BAT DUTY WITH A.A.F. 

Back in March, 1941, when the 
name ‘Pearl Harbor’ meant a 
peaceful naval base in Hawaii, Les- 
ter Pomerantz, who had been active 
with his brothers, Richard and Aus- 
tin, in the firm of A. Pomerantz 
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and Company, 1525 Chestnut 
Street, Philadelphia, decided it was 
time to get in some training in the 
nation's armed forces. So he vol- 














LT. LESTER POMERANTZ 


unteered, and in August of the fol- 
lowing year transferred to the Air 
Forces. 

Now, with his navigator-bom- 
bardier training behind him, he is 
based overseas in England, where 
he has been located for more than 
three months. Latest word is that 
he's an "egg-layer’’ on a B-26 me- 
dium bomber, and that he's been 
in actual combat for a good part 
of his three months' abroad. 





IBM MAN HEADS CHINA- AMER- 
ICAN COMMERCE AND 
INDUSTRY BODY 


Thomas J. Watson, president of 
International Business Machines 
Corporation, is serving as chairman 
of the board of the China-American 
Council of Commerce and Industry 
which has been organized to inter- 
est American business in the post- 
war development of China. 

Strengthening future two-way de- 
velopment of international trade 
will be sought by the council, the 
formation of which was announced 
January 31 in New York following 
ten months of preliminary study of 
American-Chinese economic rela- 
tions. 

J. H. Rand Jr., of Remington 
Rand, Inc., is also a member of the 
council's board of directors.—BJ 


ARKANSAS OFFICE OUTFITTER 
WINS KEY TO PINE BLUFF 


Jack Perdue, president and gen- 
eral manager of The Perdue Com- 
pany, office equipment and supply 
house of 207-209 West Second 
Avenue, Pine Bluff, Ark., is one 
example of a man in whom ability 
is recognized in his own home 
town. As a result, Jack is today 
the proud possessor of the key to 
Pine Bluff, awarded him as the 
city's most outstanding man_ for 
1943, at the annual Junior Cham- 
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ber of Commerce banquet at the 
Hotel Pines on January 25. 

The 1943 winner is a former 
president of the Junior Chamber 
of Commerce and present head of 
the Chamber of Commerce. As in 
former years the name of the win- 
ner of the key was withheld until 
time for the actual presentation 
arrived. The award was made by 
Bill Shepherd, acting as mayor 
pro tempore for Lawrence Black- 
well, 1942 winner, now serving in 


the U. S. Navy. 





TWIN SONS OF SMITH-CORONA 
EXECUTIVE IN COAST GUARD 

Whoever handles the roll call 
duties at the Groton Coast Guard 
base must shake his head and look 
wonderingly as the Brown twins line 
up for inspection. The boys—first 
class seamen Alan and Eric Brown— 
are the sons of Harold Brown of the 
Smith-Corona office at Syracuse. 
They signed up while in their senior 





FIRST CLASS SEAMEN 
ALAN AND ERIC BROWN 


year at high school, but were 
allowed to graduate before being 
assigned to the Pre-cadet School of 
the Coast Guard Academy. 





LONDON FILE MANUFACTURER 
AND U. S. ARMY SETTLE AN 
OVERDUE ACCOUNT 
POETICALLY 

Whitehead Letterfiles, Ltd., 242- 
244 St. John Street, London, E.C.| 
claims the unique distinction of be- 
ing the first British firm to present 
an overdue account to the U. S. 
Army by verse and to receive a 
bardic response promising prompt 
action. A |2-month-old account for 
a supply of visible index strips sold 
to the U. S. Army was caught in the 
maze of reverse Lend-Lease, finally 
resulting in the following appeal in 
verse: 

To the General Purchasing Agent, 

United States Forces, 

Great Britain. 

Dear Sir,— 

Lease-lend or lend-lease is an odd sort 
of term. 





We wish we knew just what it meant. 
It worries the lady cashier of our firm, 
And we do like to make her content. 


The general idea, as far as we knew, 

Was to act each to each as a brother, 

And that U. S. and Britain should pay 
what was due 

For the goods which were brought by 
the other. 


In October of last year we sent quite 
a lot 

Of goods to American forces, 

But how to find out how the payment 
is got 

Is taxing our meagre resources. 

We hear the account to the War Office 
went; 

If it’s they who’ve delayed it, it’s 
hateful. 

Please tell us to whom, and the date 
it was sent. 

And we’ll be most eternally grateful. 


P.S.—Details of the account are at- 
tached. 


Back came a prompt response in 
the same rhythmic swing from the 
Purchasing Agent (and, oddly 
enough, payment from the British 


Government in the same mail}: 

Messrs. Whitehead Letterfiles, Ltd., 
London, E.C.1. 

Dear Sirs,— 

Our sympathy goes to your lady 
cashier, 

Who must deal with a concept so 
foggy; 

Lease-lend and lend-lease are both 
terms which we fear 

Have left quite a few of us groggy. 


We have tracked down your bill, 
you'll be happy to know. 

And we must concede it astray went. 

We have found that it now is in 
H.M.S.O., 

And they promise immediate payment. 

So if in a few days, your good firm 
is not paid 

In the entire amount of your bill, 

Let us know, and we’ll see that full 
payment is made, 

If we have to raid Uncle Sam’s till. 

Reverting again to lend-lease, if we 
may, 

And your fine generosity here, 

Now our “index strip” purchase is out 
of the way, 

Would you lease-lend your lady 
cashier? 


For the General Purchasing Agent. 


MAJOR AUS. 

ED. NOTE.— 

So if you're having trouble col- 
lecting your bills, 

And your credits have reached 
their diameter, 

Page a Shakespeare, a Byron, a 
Shelley or Keats, 

And "dun" by iambic pentameter. 








eo elgg 


LT. AND MRS. TED KAUFMANN.— 

A former Reliance Pencil Corp. exec- 

utive, Ted states that he’s been a 

long time away from pencils, but he 

still hears from the trade. He can be 

reached at 4023 Q.M. Truck Co., 
Ft. Knox, Ky. 
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NOMDA MIDYEAR MEETING, CHICAGO, FEBRUARY 7, 1944 


1, I. R. Ritchie, Addressing Machine & Equipment Co., New York, N. Y.; 
C. E. Bush, General Tengurciter Co., Washington, D. C.; Luis De 
Olazarra, Shi aaa teed ie, Co. 

2. Charles F. Krause, Jr., NOMDA Counsel, New York, N. Y.; J. D. 
Marvil, Ames Supply Co.; G. E. Taylor, Pantagraph Prtg. & Staty. 
Co., Bloomington, IIl. 

3. W. L. Talbert, Talbert Office Equipment Co., Casper, Wyo.; Cecil E. 
Brown, Victor Adding Machine Co., Denver, Colo.; Harry Turner, 
ama NOMDA, Topeka, Kas.; James P. Ward, Allen Calculators, 
nc. 

4. Illinois Office Machine Dealers Association in special session follow- 
ing the afternoon conference of the general assembly. Seated, left 
to right: John McCormick, McCormick Typewriter Co., Champaign: 
A. H. Kellstedt, Peoria Typewriter Co., Peoria; Nick Fucci, Business 
Machine Service Co., New York, N. Y., president of NOMDA; John 
Q. Adams, Adams Typewriter Company, Peoria, president of IOMDA; 
Gene Taylor, Pantagraph Prtg. & Staty. Co., Bloomington. vice-pres- 
ident of IOMDA; Elmer Thiessen, Thiessen Office Equipment Co., 
Kewanee. emg left to right: Bert Stephens, Paxton Typewriter 
Co., Bloomington; Charles Krause, New York, attorney for NOMDA; 
Van Haverton, Van's Office Equipment, Peoria; W. Cook, Cook Office 
Equipment Co., Chicago Heights: Vern Reck, Typewriter Sales & 
Service Co., Danville; C. G. Bothamley, Underwood Elliott Fisher 
Co., Galesburg; William R. Fisher, Office Machine Service, Rockford; 


NOMDA MID-YEAR CONFERENCE IN CHICAGO 
ATTENDED BY MEMBERS FROM COAST 
TO COAST 


That interest in the future of the office machine 
industry is uppermost in the minds of National Office 
Machine Dealers Association members was attested by 
the well-attended mid-year War Conference held at 
the Hotel Morrison in Chicago on February 7. More 
than 125 members attended the general sessions, at 
which leaders in the field outlined virtually every new 
development that has transpired in the realm of office 
machinery in the past few months. At the banquet 
in the evening attendance extended well over the 200 
mark, the business session ranks being swelled by a 
large number of Chicago members and their wives. 


The Morning Session 


Registration for the one-day event began at 9 a.m. 
The morning session was called to order at 10:30 a.m. 
by General Chairman A. H. Kellstedt, Peoria, IIl., 
vice-president of Region 7. In his opening remarks 
Mr. Kellstedt emphasized that the significance of the 
meeting was demonstrated by the heavy attendance, a 
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Elliott Callender, Callender Business Machines, Peoria; Samuel 
Zemansky, Zemansky Office Equipment Co., Rockford; R. J. Smith, 
Allen Calculators, Inc., Chicago; Joe Jackson, Jackson Typewriter 
Co., Danville; O. A. Olson, Typewriter Service Shop, Detroit, Mich. 

5. A Milwaukee Delegation.—E. W. Doepke, S. J. Olsen Co.; Basil 
Teeter, Teeter-Warsh Co.; J. O. Waedekin, American Writing Machine 
Stores Division, Remington Rand, Inc.; E. H. Jones. L. C. Smith & 
Corona Typewriters, Inc.; Roy Kuehnl, Typewriter & Adding Machine 
Exchange; W. J. Crowley. W. J. Crowley Co. 

6. Basil Teeter, Teeter-Warsh Co., Milwaukee; G. H. be ment Port- 
able Sypewutes Division, Remington Rand, Inc., Chicago; Dorr B. 
Doane, Office Equipment Corp., Portland, Ore.; J. M. Hackney, sales 
manager, Wholesale Portable Typewriter Division, Remington Rand, 
Inc.; T. E. Gray, Remington Rand, Inc. 

7. C. I. Whitmer, Typewriter Exchange, Columbus, Ohio; Wilbur E. 
Walker, Wilbur E. Walker Co., Wichita, Kas.; Irwin Vincent, Western 
Typewriter Co., Topeka, Kas.; Hazen Ames, Ames Supply Co.; Mrs. 
Stanley Stemp, Stemp Typewriter Co., Madison, Wis.; Mr. Stemp. 

8. Leo Adler, Cleveland Calculating Co., Cleveland, Ohio; I. M. Fifield, 
Waterloo Typewriter Exchange. Waterloo, Ia.; Harry Cooper, Cooper 
Typewriter Co., Memphis, Tenn.; Joe Greenley, Standard Adding Ma- 
chine Co., Detroit, Mich.; I. R. Ritchie, Addressing Machine & Equip- 
ment Co.; John Sizemore, Reliable Typewriter Supply Co.; Roy 
Shoup, sales manager, portable division, Royal Typewriter Co. 


number of members coming in from New York, one 
from Los Angeles and one from Washington state. 
After outlining the purposes of the conference, he 
turned the meeting over to President Nicholas H. 
Fucci of NOMDA, presiding officer. President Fucci, 
after pointing out the advantages of membership in 
the association and urging all non-members to join 
the organization, introduced W. J. Densford, Shawnee, 
Okla., chairman of NOMDA’s legislative committee. 
Mr. Densford traced the history of the Procurement 
program, outlining what had been done in the matter 
of securing the benefit of the increased price for 
members who had supplied typewriters to the Gov- 
ernment early in the campaign. He urged that mem- 
bers submit complete reports to him of the number 
and source of machines bought before the price in- 
crease, and asked that all members contact their 
congressmen and senators in behalf of the bill to be 
introduced shortly. Additional support, he maintained, 
is being provided by the NEA. He closed by giving a 
resumé of procurement data to the end of the cam- 
paign on September 30. 

He was followed on the program by Wilbur Walker, 

(Turn to page 161, please) 
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DIST. NO. 1, NSA, MEETS IN SPRINGFIELD 


District No. 1 of National Stationers Association as- 
sembled in conference at the Hotel Kimball, Spring- 
field, Mass., on February 9, was particularly honored 
by the presence of President Bob Latsch, Latsch 
Brothers Inc., Lincoln, Neb., and Past President Harold 
J. Hampton, Indianapolis Office Supply Company, In- 
dianapolis, Ind. 

After luncheon Governor S. Ford Chidsey, Bradley 
and Scoville Company, New Haven, Conn., welcomed 
the assembly and appointed a nominating committee 
to recommend a governor for the ensuing year. 

Paul Burbank, United Air Lines, who is remembered 
for his former association with the Eaton Paper Com- 
pany, was introduced and spoke on “Air Cargo and 
the Stationer.” Mr. Burbank sketched the progress 
made in air transportation and the contribution of the 
air industry to the war effort. He emphasized the fact 
that airplanes are bringing the entire world into a 
small focus. As the main interest of air companies 
is in cargo, Mr. Burbank dwelt at some length on the 
increase in pay load now possible with the C-54, the 
standard service transport plane, in comparison with 
the capacity of planes used now in regular service. 
To give his listeners some idea of the quantity of mail 
carried, he said that transcontinental trips were now 
averaging 269,000 letters per flight. The point he 
strove to emphasize was that every change in trans- 
portation is accompanied by a change in merchan- 
dising which might greatly affect all stationers and 
their buying and stocking habits. 

President Robert Latsch was introduced and received 
a warm welcome from the assembly. He presented 
appropriate greetings and then launched into a dis- 
cussion of some of the most pressing problems of the 
moment, in the hope that he might leave some idea 
which would make a definite contribution to the deal- 
ers’ businesses. He observed that surplus commodi- 
ties was the Number One problem of the day and 
voiced the hope that the governmental officials who 
were responsible for the magnificent job of converting 
industry from a peacetime basis to a wartime basis 
would have the responsibility of converting back to 
peacetime basis again. 

Among other important problems, he enumerated 
the following: 

Necessity for stock control, so that the proper items 
are in stock but inventories are kept down. It must 
be a carefully kept record, too. 

Better-trained salespeople are required, reminding 
that our salespeople must, of necessity, be specialists. 
He also cautioned dealers not to let their good men 
get away from them, but to provide a plan wherein 
such people can earn enough to keep them. 

Store display he characterized as the most effective 
tool in our operation. One-half of the downtown sta- 
tionery stores in the country do not take full ad- 
vantage of this potent operating tool. 

Open displays should be used as much as possible 
to keep stock where customers can both see and ex- 
amine. 

Cleanliness of store and merchandise, Mr. Latsch 
said, was a prime necessity. 

Window displays should be used effectively to tie in 
with events and should be changed at frequent inter- 
vals. 

Direct mail advertising should be conducted under 
regular and well developed plans to reach a limited 
but necessary audience. 

Radio advertising can be employed to obtain a more 
general audience on articles of greater public appeal. 

Dealers’ offices should be model offices. 

Prompt delivery service is essential to keep custom- 
ers satisfied. 


34 





New merchandise is always an opportunity and it 
behooves a stationer to keep his eyes open. Now is an 
excellent time for dealers to discard the “gross sales 
mania,” declared the president, and to sell merchan- 
dise to make a profit. 

That more teamwork between dealers and manufac- 
turers will be imperative after the war and is highly 
important today was President Latsch’s considered 
opinion. These war days when time is at such a great 
premium have opened the eyes of business executives 
to the importance of better office practice. Dealers 
must be prepared to receive and profit by all the help 
the manufacturers and their salesmen can give them. 
In conclusion, Mr. Latsch offered the opinion that the 
future would present favorable conditions for creative 
men. 

John J. Reinicke, Wood Office Furniture Institute, 
discussed “The Future of the Wood Furniture Indus- 
try.” The speaker said he knew that there were many 
questions which dealers would like answered, but that 
the answers were dependent on many factors over 
which manufacturers had no control and conse- 
quently the answers were not easy. He recalled how 
WPB advised all manufacturers of metal products to 
make things of wood. Today, wood is a critical raw 
material. Only lower grades of some woods are avail- 
able. Some relief can be had from small sawmills 
whose operations are not effected by the limitation 
orders. The walnut limitation is apt to be most dis- 
turbing, as walnut is being used exclusively for gun 
stocks. However, the industry believes that it will be 
able to ship all the wood office furniture dealers re- 
quire. Soon an adequate supply of drop head type- 
writer desk fixtures will be available. The situation 
at the moment is not optimistic, but neither is it 
pessimistic. As buying of wood office furniture is now 
definitely on a sharp downward trend, Mr. Reinicke 
suggested that estimates of inventory be revised 
month-by-month. Touching briefly on the post-war 
period, the speaker said that two situations would most 
likely be encountered: (a) A greatly increased market 
and (b) Present furniture would not meet competition 
from new materials. Explaining the latter statement, 
he told of plans now being prepared which will make 
present office furniture obsolete. Preliminary models 
of these new lines will be ready in a few months. In 
conclusion, he expressed the hope that the timing 
would be right and that the industry will be ready 
at the right time. 

Harold J. Hampton, Indianapolis Office Supply Com- 
pany, Indianapolis, Ind., spoke very favorably of his 
first impressions of New England, and stated that he 
really had come to enjoy the meeting rather than 
take a part in it. He said there had been no real 
pleasure in business in the last two years because 
there had been no real selling. At present in his own 
business, they are planning and analyzing their ac- 
counts so that when their boys come back from the 
service, they will be able to turn over to them a group 
of going accounts. He urged closer attention to careful 
planning by carrying a monthly profit and loss sheet, 
and by checking sales so that assistance and sugges- 
tions can be passed on to salesmen. Concluding his 
talk, he believed dealers had been placing too much 
emphasis on things they shouldn’t carry and forget- 
ing to check the items which should be adequately 
stocked. 

Paul Buckwalter, general sales manager, National 
Blank Book Company, in introducing his discussion 
of “Diagrams Do Help” rapidly sketched world events 
up to the beginning of the present war and contrasted 
the present situation with that of the pre-war period. 
Today our subsistence and incomes are regulated and 


(Turn to page 166, please) 
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NSA DISTRICT No. 1 MEETING, 


. A. C. Johnson, Johnson Office Supply Co., Worcester, Mass.; 
Al Coelln, Wilson-Jones Co.; Louis Brown, Eberhard Faber Pencil 
Co.; James Armington, Eberhard Faber Pencil Co.; Paul Buck- 
ae National Blank Book Co.; James Hobart, Eberhard Faber 
enci 

m toome, National Blank Book Co.; D. D. MacDonald, Bradley 
& Scoville, Inc., New Haven, Conn.; Gustave Fischer, Gustave 
Fischer Co., Hartford, Conn.; Howard Sanders, Stationers & 
Publishers Board of Trade. 

. H. D. Leach, George B. Graff Co.; C. F. Carpenter, Davis & 
Nye, Inc., Waterbury, Conn.; Harry Tehan, Jr., Joseph Dixon 
Cracible Co.: : John J. Reinecke. Wood Office Furniture Institute. 
- Tom Cole, General Fireproofing Co.; Thure Bengston, Adkins 
Prtg. Co., New Britain, Conn.; Percy R. Jacobs, John R. Rembert 
Co., New Haven, Conn.; Nils Anderson, The Globe-Wernicke Co.: 
R. G. Irving, F. S. Webster Co. 

- Larry E. French, Oakville Co.; J. L. Perfetto, New England Type- 
writer Exchange. New Haven, Conn.; Frank Valleau, Wilson- 
Jones Co.; C. C. Shee, Oakville Co.; William Donnelly, Modern 
Stationer. 

. S. Ford Chidsey, Bradley & Scoville, Inc., New Haven, Conn., 
regional governor; Charles P. Garvin, general manager, Na- 
tional oe. Association; Harold J. Hampton, Indianapolis 
Office “iy Co., Indianapolis, Ind.; Robert Latsch. Latsch 
Brothers, Lincoln, Neb., president of NSA 
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SPRINGFIELD, MASS., FEBRUARY 9 
pe be ge Nichols, Weis Mig. Co.; Larry E. French, Oakville Co.; 


Cal Cameron, Oxford Filing Supply Co.; John Mathews. New 
Haven, Conn.; J. J. Whalen, American Pad & Paper Co.; G. F. 
Griffiths, Noesting Pin Ticket Co.; Clayton Person, American 
Pad & Paper Co. 


. Ted Snow, Whiting Paper Co.; W. I. Halsey. Esterbrook Pen 


Co.; Harry Tehan. Higgins Ink Co. 


. E. A. Mackinnon, Standard Office Supply Co., Hartford, Conn.; 


Jack ore Trussell Mig. Co.; A. C. Shearman. Boorum & 
Pease Co.; F. H. Caswell. F. S. Webster Co. 


- Joe Yates, pov Paul Service. New Haven, Conn.; Walter 


Moore, Yale Co-op, New Haven, Conn.; W. B. Freeman, Denni- 
son Mig. Co.; Tom Stonhouse, W. A. Sheaffer Pen Co.; C. H. 
Ramsey, Ever Ready Calendar Mig. Co. 


. Seated: E. W. Pape. Adkins Prtg. Co.. New Britain, Conn.; J. F. 


Molloy, J. F. Molloy Co., Meriden, Conn.; J. T. Towhill, James 
T. Towhill Co., Boston, Mass. Standing: Thure Bengston, Adkins 
Prtg. Co., New Britain, Conn.; J. S. Shields. Shaw-Walker Co.; 
Sid Challenger, Frank R. Fargo Co., Bridgeport, Conn. 


-. Connecticut Valley Officers at Work. S. Ford Chidsey. Bradley 


& Scoville, Inc., New Haven, Conn., secretary; Edward Gran- 
field, Edward “Grantield Co., New Haven, Conn., president; Gil- 
bert Mulford. Kilbourn Brothers. New Haven. Conn. 
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SORT-O-MAT A BOTTLENECK ELIMINATOR 


Hailed by Yawman and Erbe methods engineers as 
the logical answer to the paper-sorting bottleneck in 
filing, posting and tabulating departments, the new 
Sort-O-Mat is said to enable even an untrained oper- 
ator to sort in one operation a minimum of 800 pieces 
per hour into close alphabetical arrangement. Claimed 
for the new device is a handling speed of 41% seconds 


\ 
\ 





NEW Y. AND E. SORT-O-MAT 
per item, attained through a two-letter method of 
sorting the material into the specially designed Sort- 
O-Mat index. In sorting, only the first two letters of 
surnames are considered. 

The Sort-O-Mat index consists of 26 A to Z primary 
guides equivalent to the first letters of surnames and 
358 secondary guides representing the second letters 
of surnames. In sorting the name BISHOP, for ex- 
ample, the “B” primary group is first located and the 
material dropped into the tray behind the secondary 
guide. When less than 3,000 pieces are to be sorted, 
this method of operation will bring the material into 
close alphabetical arrangement. 

In sorting more than 3,000-pieces 169 additional sec- 
ondary guides are employed. The first operation in- 
volves sorting for the first two letters of the names, 
as already described. The sorting trays are then 
cleared and each primary group of material is sorted 
through the index a second time to the third and 
fourth letters. On this second sort the name BISHOP 
would fall behind the secondary “H” guide in the 
primary “S” section. This two-operation method brings 
all the material into the same close alphabetical ar- 
rangement as does the two-letter sort when a smaller 
amount of material is involved. 

Complete details and prices on the new Sort-O-Mat 
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may be obtained by addressing Yawman and Erbe 
Manufacturing Company, 1015 Jay Street, Rochester 3, 
N.Y. 

a Se 
METAL CRAFTS GUILD PUBLISHES NEW MANUAL 
OF SHOP PROBLEMS FOR SHEET METAL WORKERS 


A new manual, “Suggested Shop Problems for Hand 
Skill Practice in Aircraft and Specialized Sheet Metal 
Work,” has just been announced by its publishers, 
The Metal Crafts Guild, P. O. Box 142, Flatbush Sta- 
tion, Brooklyn, N. Y. The book retails for $3.50, and 
because of the character of its contents, stimulates 
sales of such items as drafting instruments, paper, 
inks, and office supplies as the need for them is sug- 
gested to the student or worker using the manual. 

Spiral-bound in heavy flexible paper, the new book 
measures 8% x 11 inches. Page after page of repro- 
duced blue prints illustrate the points presented by 
the author, I. D. White. Six groups of shop activities, 
each covering several pages, are treated thoroughly. 
These sections, all of prime importance to the sheet 
metal worker, include Blue Print Reading, Precision 
Filing and Use of Tools, Odd Shapes of Flat Plate 
Projects, Layout and Developments, Advance Projects 
in Aircraft Parts, and Sheet Metal Layout, Pattern 
Developments, Sheet Metal Parts and Fabrication. 
The book should be a “best seller,” not only to work- 
ers and prospective employees of aircraft plants and 
sheet metal industries in the war effort, but also in 
preparing the student for active participation in pro- 
duction work of the post-war era. 

Full information may be obtained by writing the 
publishers at the above address. 

2 in 
KEMPRENE ANNOUNCES NON-CRITICAL ADHESIVE 


The Kemprene Products Company, 1524 Ranstead 
Street, Philadelphia 2, Pa., has recently placed on the 
market a new adhesive, Kemprene, containing no 
rubber or other critical materials, but having all the 








ia naan Donan 


PACKAGING STYLES OF KEMPRENE ADHESIVE 





properties of rubber cement. Non-inflammable, water- 
proof, stainless and non-wrinkling, Kemprene is easily 
rubbed away with the fingers, according to its makers. 

Of importance to the bulk customer is the fact that 
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the new adhesive is available in one-gallon sizes. it 

is also bottled in pints, and four-ounce dispenser 

bottles with brushes in the caps. Kemprene thinner is 

available in both pint and quart sizes. Adhesive and 

thinner are available immediately, without priorities. 
Additional information and prices may be obtained 

from the maker at the above address. 
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BOND JACKETS TERMED GOOD-WILL BUILDERS 


The Northern States Envelope Company, St. Paul 1, 
Minn., reports excellent acceptance for their new line 
of War Bond jackets, particularly among banks and 
business firms seeking to build good will and to inform 
customers of additional services they have to offer. 

Many firms, the manufacturer reports, have adopted 
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the policy of supplying imprinted window War Bond 
jackets to employees buying War Bonds through the 
company. Employees usually retain such a gift for 
the life of the bonds. 

Coming in a great variety of styles, all available 
for immediate delivery, the new jackets offer good 
sales opportunities to the stationer supplying banks, 
business firms, industries and others. Jackets are also 
available for over-the-counter sales. 

Samples and prices will be supplied on request by 
the maker at the above address. 
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REX-O-GRAPH, INC., OFFERS NEW MASTER SET 


A new processed master set, said by its makers, Rex- 
O-Graph, Inc., Milwaukee, Wis., to offer several un- 
usual advantages in systems work, has just been placed 
on the market. 

Called the Rex-O-Graph two-part, end-fold proc- 
essed master set, the new unit employs several prac- 
tical innovations in design that are claimed to save 
substantially in time, labor and materials, while afford- 
ing greater flexibility in systems work and records of 
all kinds. Made in two parts, with a separate master 
Sheet and separate carbon sheet, it eliminates the 
limitations experienced with the usual one-piece set. 

The “end-fold” feature holds carbon and master 
firmly in accurate position when inserting in a type- 
writer. This also permits the substitution of different 
colored carbon when desired. This feature, combined 
with two-part design, also allows easier corrections of 
work without taking the set out of typewriter. 

The main advantage of the new Rex-O-Graph proc- 
essed master set is the fact that both the form 
and the fill-in can be reproduced at the same time. 
By special equipment developed at the Rex-O-Graph 
factory, the desired systems form is processed on the 
face of the master sheet, and at the same time a 
carbon impression left on the back of the master. 
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Then when the complete set is inserted in a type- 
writer, information is typed on the master face and 
transferred onto the carbon impression on the back. 
By just slipping the master out of the “end-fold” it is 
ready for duplicating. 

The new Rex-O-Graph two-part, end-fold proc- 
essed master sets are available in 84x11 inch size, in 
any quantity, and processed with any form desired. 
They can be used on all fluid type duplicators. De- 
scriptive folder can be obtained from the manufac- 
turer, Rex-O-Graph, Inc., 3727 North Palmer Street, 
Milwaukee 12, Wis. 
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NEW CRAM WAR AREA MAP ON PRESSES 


A recent announcement by the George F. Cram 
Company, Inc., states that the company has a new 
map in production. The map will cover one of the 
most important areas where war is raging and of the 
area where conflict may soon end. 

The new map will be finely and completely detailed 
in every particular where detail is greatly needed. It 
will not only surpass other efforts in detailing maps, 
but will also according to its publishers be one of the 
largest, most beautifully colored maps ever made of 
the area. 

Stationers, office supply houses, book stores and gift 
shops who have not received Cram’s latest bulletin 
announcing this map are invited to write for the 
circular describing Cram’s entire line of maps and 
atlases. Address The George F. Cram Company, Inc., 
730 East Washington Street, Indianapolis, Ind. 

——-9 9 
HARRY HORDER NEW PRESIDENT OF HORDER’S 

At the regular meeting of the board of directors of 
Horder’s, Inc., Chicago, held February 23, as we go to 
press, Harry G. Horder was elected president of the 
company and vice-chairman of the executive com- 
mittee. Mr. Horder succeeds to the position held by 





H. G. HORDER 


his father since the firm was founded in 1901. Harry 
Horder’s former position, held for many years, was 
treasurer. 

Other official changes approved at the board meet- 
ing involved shifting E. Y. Horder, founder, from 
president to chairman of the executive committee, 
and F. P. Seymour from vice-president and secretary 
to vice-president and secretary-treasurer. 

A more detailed account of the executive changes 
will appear next month. 


—— 
PRIOR TO HEAD BUCKEYE NEW YORK OFFICE 


The Buckeye Ribbon and Carbon Company, 1458- 
1468 East 55th Street, Cleveland, Ohio, has announced 
the appointment of L. B. Prior as manager of its New 
York office, 30 West 24th Street. 

Mr. Prior assumes his new duties with a wealth of 
experience in the ribbon and carbon field, having 
spent more than 15 years at the main office and fac- 
tory in Cleveland, where he recently served as city 
sales manager. The New York office of the company 
carries a full line of Buckeye products. 
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J. F. Kennedy, Trussell Manufacturing Company, 
Poughkeepsie, N. Y., signed the Guest Book January 26. 
He was on a trip which included a number of the 
larger centers in the North, east of the Mississippi. 
He expressed his gratification at the record of the 
company during the past year but was particularly 
interested in the affairs of his oldest son who is 
wearing the blue of the United States Navy. He 
planned to return to the East as quickly as possible 
in order to participate in the Boston Stationers dinner 
February 7 and the meeting of the Connecticut Valley 
Stationers and First Regional District NSA to be held 
two days later in Springfield, Mass. 


C. F. Hoit, proprietor of Pacific Desk Company, 
Albuquerque, N. M., visited at the office of this journal 
January 27. Mixing a buying trip with pleasure, he 
had taken time to go to Decatur, Ill., his old home, 
where he visited with relatives and friends of the 
family. A man with an unusual record in furniture, 
he retired from the household field some years ago and 
soon switched his interests to office lines. His trading 
area extends many miles in all directions from his 
place of business. 


Kurt Heineman of Modern Office Appliance Com- 
pany, Los Angeles, signed the Guest Book February 2. 
He has gone east to New York on a buying mission 
and stopped briefly to see a number of manufacturers 
in Chicago on his return. Business in Los Angeles, he 
reported, still was lively, the demand in some products 
exceeding the supply. In addition to selling a full line 
of stationery he also is a Barrett adding machine 
distributor. 


E. R. Kochheiser of the Charles Ritter Company, 
Mansfield, Ohio, registered in the Guest Book Feb- 
ruary 2. A past governor of District 5 NSA and an 
inspirational speaker at meetings both regional and 
national, he has contributed much to the industry by 
his generous co-operation. With buying one of the 
most important functions of selling, he had been in 
Chicago several days on a buying mission, including 
a tour of the gift show. 


Toward the close of the day on February 8, J. W. 
Densford, Shawnee A C Typewriter Company, Shaw- 
nee, Okla.; Joseph F. Heaton, Pawtucket Typewriter 
Exchange, Pawtucket, R. I.; Nick Fucci, Business Ma- 
chine Service Company, New York, N. Y., and Charles 
F. Krause, Jr., Walton, Bannister & Stitt, New York, 
N. Y., dropped in long enough to sign the Guest Book 
and engage in some pleasantly animated conversation. 
All of them were in Chicago because of the midyear 
conference of the National Office Machine Dealers As- 
sociation held the day prior to their visit. Mr. Dens- 
ford, who is chairman of the legislative committee of 
NOMDA, revealed that he is also active in volunteer 
service to the Government in Shawnee. He is the 
officer in charge of assisting wives of men in service 
to receive their proper allotments for themselves and 
their children. He had some very interesting experi- 
ences to relate. 

Mr. Heaton, a close friend of James J. Sheehan of 
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the Office Appliance Company, Providence, R. I., usu- 
ally attends NOMDA affairs with his friend Jim. This 
time he was without his usual companion because Jim 
was too ill to make the trip. Joe promised to report 
to Jim and bring him up to date at the first oppor- 
tunity. 

Mr. Fucci is president of NOMDA and Mr. Krause is 
legal counsel. Both felt that the Chicago meeting was 
a fine success and look forward to constantly enlarging 
the service of the association. 


A. R. Hager of Business Equipment Corporation, P. O. 
Box 1, Shanghai, China, was a welcome visitor of the 
office of this journal February 9. His return to Amer- 
ica on the “Gripsholm” was reported in OFFICE APPLI- 
ANCES for January. After visiting with his son in 
Washington, D. C., and calling upon certain manufac- 
turers whom he has represented for many years, he 
planned to spend most of his time quietly in Salt Lake 
City until such time as he can resume the direction of 
his business. A Rotarian and former president of the 
Rotary Club in Shanghai, he attended Rotary in Chi- 
cago, and later was asked to address Rotarians in vari- 
ous cities. On his way west he stopped in Cleveland 
to spend several days with Addressograph-Multigraph 
Corporation, one of the concerns for whom he has 
served so long as sales agent. In Chicago he visited 
with Acme Visible Records, Inc., another of his old 
established connections. Twenty years have elapsed 
since he was in this country and visited office appli- 
ance manufacturers at the New York Business Show. 
A projected trip some years ago was cancelled because 
of increasing tension. He plans to be on the first 
“China Clipper’ for Shanghai after the big dispute is 
settled. 


A. A. Bratton and his son, Robert, of The Bratton 
Company, Columbus, Ohio, signed the Guest Book 
February 9. They had come to Chicago several days 
earlier to attend the regional conference of the Na- 
tional Office Machine Dealers Association and to make 
a number of business calls while in the city. The 
Brattons specialize on dictating machines, Mr. Bratton, 
Sr., having been in that business 40 years. An out- 
standing operator, he was responsible for a number 
of innovations in dictating machine sales and pub- 
licity. His interests also include other types of equip- 
ment. The two expected their Chicago trip to occupy 
a full week. They reported continued lively business 
from the area which they cover, including 40 counties 
of Ohio, all of West Virginia and part of Kentucky. 


Mr. and Mrs. W. L. Talbert of the Talbert Office 
Equipment Company, Casper, Wyo., and T. K. Kellner 
of the Kellner Typewriter & Supply Company, Sheri- 
dan, Wyo., called together on February 10. Mr. Talbert 
and Mr. Kellner had attended the midyear conference 
of the National Office Machine Dealers Association the 
previous Monday and were staying over for the pur- 
pose of making business calls. Mrs. Talbert had ar- 
rived in Chicago Monday night and spent the following 
several days at the gift shows in the Palmer House 
and the Merchandise Mart. Mr. Kellner’s business was 
originally established as a branch store by Mr. Talbert. 
Mr. Kellner was manager at first, but he has been 
operating it successfully under his own name for some 
time. Before returning to Casper Mr. and Mrs. Talbert 
planned to journey up to Houghton, Mich., to visit 
their son, Wendell, who is attending the Michigan Col- 
lege of Mining and Technology on a scholarship. 


A. J. Walker, Farnham Stationery & School Supply 
Company, Minneapolis, visited with a member of the 
staff of this journal February 11. He had been in Chi- 
cago most of the week on business, looking in upon 
the gift show and calling upon Chicago manufacturers. 
A past president of NSA and a strong association man, 
he drops constructive suggestions wherever he goes, 
1944 
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including the Great Lakes Travelers Club which he 
also visited the same day. 


Theodore Fiske “Ted” Peirce, president, Pacific Desk 
Company, Los Angeles, and president of Optimist In- 
ternational, was a Chicago visitor February 17. He was 
on a trip in the interest of the Optimist organization. 
From Chicago he expected to go to Madison and Mil- 
waukee in Wisconsin, then east and into Canada. The 
trip, the fourth of its kind since his election last year, 
was expected to occupy about five weeks. Having suf- 
fered an automobile injury in December, he was out 
of commission for several weeks but recuperated rap- 
idly. Mr. Pierce has been liberally supplied with nat- 
ural upholstery, a fact which probably prevented his 
injuries from being more serious. 


Gene Mitchell, manufacturers’ representative and 
correspondent for OFFICE APPLIANCES in NSA District 
No. 8, inscribed his name in the Guest Book on Feb- 
ruary 21. In Chicago to attend the annual convention 
of the National School Service Institute, Gene stayed 
on long enough to make some business calls and then 
dropped in for a visit before heading toward his head- 
quarters in St. Louis. He planned to stop at Peoria 
and Springfield, Ill., on his way home. Traveling is 
becoming increasingly difficult, Gene reports, but 
finding a hotel with sleeping accommodations is almost 
impossible. Nevertheless, he met more salesmen of 
office equipment and supplies manufacturers on the 
road during the first few weeks of this year than he 
has encountered in a long time. 


By Telephone 


Josephine Eckert of Santa Fe Book & Stationery 
Company, Santa Fe, N. M., registered with the office 
of this journal by telephone February 4. Miss Eckert 
is Colonel Eckert of National Stationers Association 
and has participated in various NSA activities. She 


45-YEAR-OLD AKRON FIRM IN 
NEW LOCATION 


The Foster Office Supply Com- 
pany, one of the oldest and best 
known office outfitters in Ohio, has 
announced their removal to larger 
modern quarters at 121-27 South 
Howard Street in Akron. 

The new all-glass-front building 
has an 80-foot frontage and is 120 
feet in depth. One of its most con- 
venient features is its loading facil- 
ities, delivery trucks being able 
to back off the street directly into 
the shipping room. 

The Foster firm specializes in 
nationally-known merchandise and 
carries large and complete stocks 
of office furniture and supplies. 


ATTRACTIVE NEW BUSINESS HOME 
OF THE FOSTER OFFICE SUPPLY 
COMPANY IN AKRON.—Above, plenty 
of display window facilities plus ample 
loading accommodations are available 
at Foster’s new South Howard Street 
home in the Ohio rubber city. The 
building has an 80-foot frontage and a 
depth of 120 feet. Below, the inviting 
well-stocked and well-lighted interior of 
the new store. 
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is well known to stationery manufacturers and repre- 
sentatives who call at Santa Fe. Her sales record is 
remarkable—her present mission, however, is one of 
buying. In Chicago she visited at the gift shows in 
the Palmer House and the Merchandise Mart, and 
called upon stationery manufacturers and jobbers. 
From Chicago she planned to continue to New York 
and elsewhere on her buying mission. 


By Telephone 


Dorothy Fargo of Beverly Hills, Calif., daughter of 
the late Charles R. Fargo, who was for many years 
prominent in loose leaf circles, flew into Chicago from 
the West and after a brief interval boarded a plane 
for Washington. As manufacturer of the Tec drafting 
and sketching pencil she planned to call upon several 
of the principal distributors of engineering supplies 
as part of her post-war planning. At present defense 
plants in southern California take practically her 
entire output. She is enthusiastic about the reception 
given the pencil and other Tec products, such as leads 
and erasers. 


—— oo 
MELIND INCREASES DIRECTORATE MEMBERSHIP 


The number of directors of the Louis Melind Com- 
pany, 362 West Chicago Avenue, Chicago 10, Ill., was 
increased from three to five by action taken at a 
special stockholders’ meeting on January 14, it was 
announced recently. Membership of the board of 
directors now consists of Louis Melind, Roy L. Melind, 
David B. Sterrett, Paul Bulck and W. Bingham 
Stewart. 

The first three have served for a number of years 
on the board. Mr. Bulck has a service record of 28 
years with Melind, having started as a file clerk. He 
is now in charge of priorities and purchasing for the 
organization. Mr. Stewart, assistant to the president, 
was formerly an executive of The Parker Pen Com- 


pany. 
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Uni-Master. No added work—no extra attach- 
ments or skilled labor! 

Use Uni-Master for your forms and memo- 
randa. The essentials will stand out in brilliant 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades —— of Great Britain and Ireland, 
4 St. Bride Street, London, E. C. 4 


Punched-Card Celebration.—Twenty-five years have 
passed since the birth of the British Powers Company. 
On January 12 S. C. Downes gave a birthday luncheon 
party at the Holborn Restaurant to mark the occasion 
of his jubilee of service with Powers Accounting Ma- 
chines Ltd. 


From a nucleus of three employees in 1919 to 5,000 
in 1944 is briefly the history of the company’s growth 
over its quarter-century of existence. The 20 colleagues 
present were representatives of the stages of develop- 
ment that had taken place during that period. Two of 
the guests, C. Foster, the inventor of the alphabetical 
unit of the punched-card system, and A. Nicholson, his 
assistant, were the only two people in England who 
knew anything of the inside of a Powers machine in 
January, 1919. Mr. Downes, conversant with the appli- 
cation of the punched-card system, but even with this 
combined knowledge of the inside and the outside it 
quickly became apparent that somebody who knew 
the difference between a debit and a credit was neces- 
sary to keep a record of their operations. That was 
where H. F. Noakes with his knowledge of account- 
ancy came in. Mr. Downes took the opportunity of 
thanking Mr. Noakes for his invaluable help, espe- 
cially in the early days of the company’s history, and 
asked the guests to wish him a happy retirement 
which had commenced on November 1, 1943. Previous 
to the luncheon his colleagues had presented him with 
a beautifully bound autograph book as a memento of 
the occasion. 


Mr. Downes also paid tribute to L. C. Brougham, 
works general manager, and W. Desborough, general 
manager of the sales organization of Powers-Samas 
Accounting Machines Ltd., whose job it is to keep the 
thousands of employees actively engaged in the manu- 
facture and sale of Powers machines. He remarked 
that whereas 1914-18 had put office mechanization on 
the map in England, the present upheaval was def- 
initely establishing the supremacy of the punched- 
card systems. 

During the luncheon the guests paid silent tribute 
to the memory of the man who more than anyone 
else was responsible for the establishment and de- 
velopment of the Powers organization, F. P. Symmons, 
who had passed away some months earlier. 
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The rest of the proceedings consisted mainly of 
chuckles, reminiscences and more chuckles. It had 
quickly become manifest that those seated at the fes- 
tive board were birds of a feather, fluttering together 
in an atmosphere of good will. Before the ending 
Wing Commander Stammers, A. Cranfield of the Brit- 
ish Tabulating Machine Co. Ltd., and S. D. Parker of 
Remington Rand Ltd., formally thanked their host for 
including them in the party and to the accompani- 
ment of musical honors, “S. C. D.,” as his colleagues 
named him, blushingly retired. 

* * * 


Typewriter Trades Federation of Great Britain and 
Ireland.—The Annual Luncheon of the “T. T. F., Lon- 
don Branch” was held at the Holborn Restaurant on 
December 22, 1943. 

Since the outbreak of the war the organization of 
this branch has presented many difficulties but some 
two years ago a reorganization took place and, judg- 
ing by the very large company present, it is obvious 
that the branch is now most active in the interests of 
all in the typewriter trade. 

The president of the Federation, A. Pateman of the 
Imperial Typewriter Co. Ltd., spoke at length, dealing 
with the past, present and future of the Federation; 
his forecast is that the outlook for the trade when 
ample supplies of typewriters are again available will 
be most encouraging and that great expansion will 
take place. 

Suitable response was made by the chairman of the 
London branch, B. O. Chapman, and it was the general 
opinion that this branch is well organized for a vigor- 
ous and successful year during 1944. 

At the conclusion of the luncheon, the company 
enjoyed a very excellent musical program with a large 
ration of humor provided by able comedians. 

* * * 


The U.S.A. office appliance industry’s special con- 
tribution to the war effort over here—a beautiful 
blonde, tall, distinguished looking, with a charm of 
manner essential in the diplomatic field. She speaks 
several languages, but we are not allowed to name her 
duties at the American embassy here. 

She says we are grand people over here—we say she, 
too, is grand. Her link-up is with Felt & Tarrant Ltd., 
European continent branches. 

1944 
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WHO CAN BUY TYPEWRITERS? 


@ Although typewriter production has been resumed in a limited way, at our 





Syracuse, N. Y. ‘plant, this does not mean that new L C Smiths are avail- 
able to everybody. 

Unless you apply to and receive approval from the War Production 
Board, we regret we cannot take care of your orders at this time. 

However, rationing restrictions on rental machines are being relaxed, 
and our Service facilities are available if your machines need adjusting or 


overhauling. 





LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NEW YORK 
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EASTERN MANUFACTURERS DIVISION OF NSA 
HOLDS ONE-DAY SESSION IN NEW YORK CITY 
At the Hotel Biltmore, New York City, January 26, 

a representative group of manufacturing members of 
National Stationers Association met with Charles P. 
Garvin, general manager, by way of answer to the 
invitation of Vice-chairman H. B. Van Dorn, Joseph 
Dixon Crucible Company, to discuss general problems 
which confronted the industry. Post-war problems 
were the immediate concern of this group. 

The subject of protective tariffs was introduced by 
Chairman Van Dorn, who reminded his listeners 
American industry had in the past operated behind 
a protective tariff wall. At present, however, em- 
phasis was being given to the thesis that “if you want 
to export you have to import” and little, if any, 
agitation was in evidence for protective tariffs. Not 
that American manufacturers need artificial stim- 





H.B. VAN DORN 


ulating devices to assist them in foreign markets, it 
was added, for Americans have always sold their goods 
in open competitive markets, even though their prices 
were generally higher. But they do need some pro- 
tection from an influx of finished merchandise which 
might be introduced into America—introduced with 
the assistance of artificial trade devices and low pro- 
duction costs from countries whose living scales were 
not as high as ours. Though tariffs are admittedly a 
political question, they are not a partisan question, 
for they affect the prosperity of the entire country. 
Basically, it was stated, Americans are free traders as 
far as raw materials are concerned, and are protec- 
tionists on finished articles. It was further opined that 
large American industries whose immense production 
facilities enabled them to challenge the world were 
not especially interested in high tariffs. Consequently, 
it is the task of the small business, which is par- 
ticularly vulnerable to low-priced foreign competition 
and whose existence would be put in jeopardy by low 
or no tariff protection, to make the fight. It was also 
brought out that unless valuations were assessed on 
American cost, even high tariffs could possibly be 
inadequate. 

The group thought this question important enough 
to adopt a suggestion by General Manager Garvin 
that a meeting be arranged with the Department of 
Commerce at which this vital subject could be dis- 
cussed. 


aa 


Employment of salesmen’s time and effort during 
the present period and in preparation for post-war 
era, was the next subject for discussion. It was brought 
out that salesmen had been largely responsible for 
the growth of this country, even though for the dura- 
tion considered non-essential. It was declared that 
salesmen will again be largely responsible for rebuild- 
ing of the country in post-war period. For the pres- 
ent, it was believed that manufacturers’ salesmen 
could best serve their concerns by assisting their 
dealers in selling, by helping them to gain a working 
knowledge of the multiplicity of Government regula- 
tions surrounding their operations, and by keeping 
themselves fit to train future men as they are re- 
leased from the armed forces. 

R. A. Maish, Dennison Manufacturing Company, 
when called upon for remarks, paid tribute to the fine 
performance of manufacturers’ salesmen in this field. 
He endorsed group meetings such as this one, as a 
means by which co-ordinated action could be ob- 
tained. Specifically, he spoke of OWI Release 12788, 
which permitted manufacturers, wholesalers and dis- 
tributors to add sanctioned price increases to their 
basic costs, but required dealers to add any such 
addition as a separate and distinct item. 

General Manager Garvin made further illuminating 
remarks while reading this order, which he said 
mapped procedural responsibilities for WPB and 
OPA. He also pointed out that dealers, as well as 
manufacturers, were being re-negotiated and that this 
order gave WPB and OPA authority to investigate 
any manufacturer who might be thought to be mak- 
ing too great a profit or any product which might be 
thought to be too profitable. Only through united 
action on the part of manufacturers and dealers could 
objectionable rulings such as this be successfully 
countered, he believed. 


Progress Made on Moratorium Plan 


The five-year moratorium for surplus war materials 
was discussed, General Manager Garvin explaining 
in some detail its purpose and progress which had 
been made in selling the idea to Congress. Bills are 
now on the agenda of both houses which, if passed, 
will effect the purposes of the plan. However, the 
general manager interjected the caution that even 
laws require the country’s backing to be effective. 
Considering possible surplus stocks at the end of the 
war, it was indicated that not only would surplus 
stocks come from governmental sources. but from 
dealer stocks of substitute materials which may be 
caused by the resumption of manufacture of the 
original article, or from over-buying by the dealer, 
or from the introduction of new and more efficient 
raw materials in the manufacture of accepted stand- 
ard products. 

The session was concluded with brief remarks by 
several of the group, and the meeting adjourned until 


March 2. 
—q— 
PHILADELPHIA STATIONERS ELECT OFFICERS 
On Thursday evening, January 20, the Philadelphia 
Stationers Association in their first meeting of the 
year at the Benjamin Franklin Hotel elected their 
following officers: President, George Wustner of Wil- 
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The Mammoth MISSOURI 
Had To "Be Shown"! 


Official U. S 
Navy Photo 


SOME FACTS "SHOWN" BY THE MISSOURI'S BLUEPRINTS: 
















Overall length, 880 feet, only 149 feet lesa than the Norman- 
die. Ready for sea, she will displace 45,000 tona—the most 
formidable craft afloat. 

She has 90 miles of piping; an electrical plant capable of 
supplying power for a city the size of Santa Fe, N. M.; 300 
miles of electric cable; her ventilation system ducts would 
cover 16 miles. 

The blueprint paper used is equal to sufficient paper to 
print 700,000 newpapers of 64 pages each. 

Buiit by the Brooklyn Navy Yard. Launched Saturday, 
January 29, 1944. 
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If, in these days of manpower shortages, only two draftsmen and 18 
mechanics could have been assigned to the job of planning and 
building America’s newest and greatest battlewagon, it would take 


506 years before the ship could be readied for sea! 


Today, saved time means saved lives and dollars. Countless facts and 

figures are typed on the original tracings, from which tons 

and tons of blueprints are reproduced for American Indus- CQLUMBIA RIBBON & CARBON MFG. CO., Inc. 
try with Classic “Blueprint-Special” Typewriter Ribbons. Main Office and Factory: Glen Cove, L. I, N. Y. 


New York Sales & Export: 58-64 W. 40th St. 
Classie’s special-formula ink film and ribbon fabric com- Kansas City, Mo.: Dwight Bldg. 


bine to give a remarkably sharp, bleed-proof, smudge-proof 

impression at tremendous time-savings over laborious 

hand-lettering. No carbon “back up” sheet is necessary 8 

for opacity. The blueprint reproduction is gratifying. as 5 | itid 
‘ i i i itory, there are 


Your sales will be, too. Right in your territory, 
big industrial prospects for Classic. Write us for prices and "BLUEPRINT SPECIAL" 
samples. TYPEWRITER RIBBONS 


C oO i u mM R 4 G TYPEWRITER RIBBONS & CARBON PAPERS 
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liam F. Murphy Sons Company; first vice-president, 
Edward Eisenstein of Shanahan & Company; second 
vice-president, John J. Kerns, Stationers Loose Leaf 
Company; treasurer, William P. Reinhardt of A. Pome- 
rantz & Company; secretary, Joseph A. Snitzer of 
Automatic Printing Corporation. 

After the election dinner was served. Some very in- 
teresting addresses followed. Otto Steinbrecher, Min- 
nesota Mining and Manufacturing Company, told all 
present how Scotch tape and its by-products are 
being used in the war effort, and also exhibited the 
company’s current advertising. He was followed by 
Louis Brown, sales manager of Eberhard Faber Pencil 
Company, speaking on “Fair Trade on Pencils.” His 
discussion was most interesting and questions posed 
from the floor proved helpful to all in attendance. 

EE cites coe 
POST-WAR DEALER MERCHANDISING DISCUSSED 
BY NSA MANUFACTURERS IN CHICAGO 


Under the chairmanship of George Holt of the W. A. 
Sheaffer Pen Company, 20 manufacturer members of 
the National Stationers Association gathered in the 
Palmer House, Chicago, February 7, for the third in 
a series of meetings of the western group. Mr. Holt 
substituted for J. Ed. Conlon, vice-president of the 
manufacturers’ division of NSA, who could not be 
present. 

Following self-introductions, Mr. Holt started the 
discussion ball rolling by asking the question, “Will 
dealer merchandising methods change after the war?” 
The responses indicated general agreement to the 














GEORGE HOLT 


premise that anybody engaged in merchandising will 
have to change over from mere order-taking to genuine 
sales work. Because of the probable lack of trained 
sales people, Mr. Holt advanced the idea that informa- 
tive labeling, used effectively in other fields, might 
help to solve the problem. 

Ray Eichenlaub of Service Steel Products Company, 
emphasized the importance of good packaging, both 
from the standpoint of appearance and information. 
Self-merchandising as a partial answer to the lack of 
trained help would be advanced through better pack- 
ages and labels. Further discussion revealed approval 
of the suggestions, with the reservation that not all 
items in the commercial stationer’s stock are of a 
character to respond to self-merchandising appeals. 
Examples cited were furniture, machines and systems 
lines. 


Importance of Training Retail Sales People 


Jack Johnstone of the Wallace Pencil Company 
suggested that probably the most important immediate 
post-war activity in the industry would be the train- 
ing of retailers’ sales people. Obviously, the logical 
teachers in such a training program would be the 
manufacturers’ representatives. Presuming that the 
retail sales people would have an understanding of the 
fundamentals of selling the real job is to educate them 
in the intricacies of the manifold products in this 
field. The training naturally divides into two parts— 
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knowledge of the products themselves, and applica- 
tion of the products to the needs of a business office. 
Factual information about lines can be acquired with 
relative ease, but understanding of applications re- 
quires extensive and intensive study. Among the sug- 
gestions offered was the plan of making it mandatory 
that all sales staff members have a general knowledge 
of lines carried, but have one individual become an 
expert of a single line or group of related lines. 
Whenever necessary the “expert” can be called upon 
for consultation when his particular line or lines are 
involved in a sale by another salesman. In this way 
even a small staff can have a large store of special- 
ized knowledge in the aggregate. 

Training of the “teachers” in the proposed sales 
training program was also discussed. Manufacturers’ 
representatives will have to organize the information 
on their lines and work out sales meetings for dealers 
in detail. Making the meetings effective will require 
more than merely gathering the salesmen together and 
giving them a talk. Time will be especially precious 
following the war. A poor sales meeting will waste 
time in a way nobody in the sales picture can afford. 
Dealers will want to be sure that the sales training 
will be effective. 


Support Established Lines 


Frank Hughes of the Automatic Pencil Sharpener 
Company offered a two-part suggestion for immediate 
use—l. Persuade dealers to support old-established 
lines. 2. Urge dealers to avoid stocking up heavily 
on substitute merchandise. The ideas met with imme- 
diately favorable responses. All present felt that wide- 
spread adoption of such a policy would tend to reduce 
the volume of post-war problems. 

Returning to the original question propounded by 
Mr. Holt, Herb Walsh, Ace Fastener Corporation, ex- 
pressed the conviction that merchandising changes 
will be radical. One of the primary difficulties, as 
previously discussed, will be acquiring efficient sales- 
men. A solution would be the hiring of higher type 
personnel, which can be done only by paying higher 
salaries than have prevailed. 

Before adjournment, the discussion revolved about 
the subject of store layout. The comments indicated 
that considerable room for improvement exists in the 
average commercial stationery store. Current con- 
sideration of the subject by dealers with the view of 
re-arrangement after the war was recommended. 

At the next meeting of the western group of NSA 
manufacturers, scheduled for March 14, the subject 
selected for discussion is “Training Dealers’ Salesmen 
for Outside Selling.” 

_ oie es 
NOMDA REGION NO. 9 MEETS IN KANSAS CITY 


Under the capable leadership of John B. Sizemore, 
vice-president of Region No. 9 of the National Office 
Machine Dealers Association, members from the states 
of Missouri, Iowa, Nebraska, Kansas and Colorado met 
in the Muehlebach Hotel, Kansas City, Mo., Saturday, 
February 5. Attendance reached the mark of 47. Ses- 
sions started at ten o’clock in the morning and ended 
early in the evening to permit about 15 of those pres- 
ent to catch a train for Chicago at 9:15. Those going 
to Chicago attended a NOMDA board of directors 
meeting there on Sunday, February 6, and then par- 
ticipated in the mid-year war conference of the asso- 
ciation on February 7, reported elsewhere in this issue. 

J. W. Densford, chairman of the legislative com- 
mittee of NOMDA, reported on the progress of the 
movement to secure legislation to make retroactive 
the increased prices on typewriters procured for the 
Government prior to the increase in rate. Other 
speakers included Lamont Wood, Kansas City, former 
president of NOMDA, and the following directors: 
W. L. Talbert, Talbert Office Equipment Company, 
Casper, Wyo.; Cecil Brown, Victor Adding Machine 
Company, Denver, Colo., and Lud Pollak, Idaho Type- 
1944 
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WAR BOND WALLET 


EXPANDS TO HOLD 50 FOLDED BONDS 


r Bonds in safe place. 
Kee? Wallet will fit into desk 
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A PRICE 
For Victory! 
Invest 
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EXPANDS 


TO HOLD UP TO 50 BONDS 


A convenient wallet for safe-keeping War 
Bonds. Opens like a billfold, has two pockets 
and expanding cloth reenforced back. Will 
hold up to 50 bonds. Made of Leather 
Grained brown cover stock. Fits conven- 
iently in desk drawer or safety deposit box. 





Printed war bond record card furnished with ‘ 
each wallet. S 
Box contains 25 holders with space on label 
for price. Set on your counter, it will bring 
quick cash sales. . 
Stock No. WB-94. Retails at..........25¢ . 
List price per box of 25 .. $6.25 
Boxes not broken. . 
SS 











am THE @On0 


NSTRUCTIONS TO 
‘ AOE ac 


a, 


“ 







COROING TO 17S TEAMS 47 Of BErom 
* 

















47 





mA Cy +4 


te A 
mn ~~ mm . 
Se 


cent taeee 
ne. 


\ 
ig + se 20 ag gaa ei = 
meee # 


we. 





y “n the midst of today’s great war effort there is a plus job | 
to do...an added responsibility of business that must be done | 
now... it is preparedness for winning the peace in the days | 
that lie ahead. 

Everything that contributes to this practical preplanning... 
everything that serves to translate dreams into realistic operation 
... must be recognized and accepted. a 
a always, these plans for a bright tomorrow, will be formug§ 


| latcg 4 in the business office... the heart of enterprise. Here on filing 
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G COMPANY « Youngstown 1, Ohio 





The GF filing supply line is complete... 
guides, folders, cards, labels, inserts and 
all other material necessary for any type 
or size of requirement for the filing and 
finding of business papers. Extensive manu- 
facturing facilities, plus the service of men 
who are highly trained in the solution of: 
filing problems, provide the dealer with 
every factor of service in the handling of 


customer requiremen ts. 




























writer Exchange, Pocatello, Idaho. Irwin Vincent, 
chairman of the NOMDA board; Sam Steeves, Kansas 
City; Wilbur Walker, Wichita, Kan.; L. R. Fox, Coun- 
cil Bluffs, Iowa, and Harry Turner, NOMDA executive 
secretary, also presented addresses. 
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DATE SET FOR 9TH DISTRICT NSA MEETING 


Plans are moving along in good shape for the 
annual meeting of the 9th District, NSA, which will 
be held in Fort Worth, March 27-28. Headquarters 
will be at the Fort Worth Hotel. 

While the program has not been completed, it will 
cover the distribution among dealers of certain com- 
modities, and post-war plans for merchandising. 

Herbert Parker, H. C. Parker, Inc., New Orleans, is 
governor of the district, and El] Eisemann, Maverick- 
Clarke, San Antonio, lieutenant governor.—BCR 

TR ie, aon a 
BAINBRIDGE, KIMPTON & HAUPT, INC., 
CELEBRATES ITS 99TH ANNIVERSARY 


On Wednesday, January 19, Bainbridge, Kimpton & 
Haupt, Inc., 218 Greenwich Street, New York, N. Y.., 
held its fourth annual dinner, celebrating at the same 
time the ninety-ninth birthday of its existence as a 
company. The dinner was held at the Downtown 
Athletic Club in New York. Only officers and em- 
ployees of the company were in attendance. 

At the conclusion of the dinner, the program took 
the form of a “Ninety-ninth Birthday Celebration of 
The Bainbridge ‘Country’ and ‘City’ School.” The 
school idea was maintained throughout the program 
with various surprises, recreation and “disciplinary” 
action mingled with emphasis on serious ideas relating 
to the company’s experience and progress. 

The head table represented “visiting members of 
the school committee” and included members of the 
board of directors of Bainbridge, Kimpton & Haupt, 
Inc., speakers and members of the committee in charge 
of the program. The “presiding schoolmaster” was 
William H. Greenleaf. 

“Spoken Pieces,” with “no encores allowed,’ took 
the form of brief addresses by John G. Bainbridge, 
chairman of the board of directors, who spoke on the 
subject “Ninety-nine Years of It”; Harold P. Hecken, 
sales manager of the city department, whose subject 
was “The City a Hundred Years Ago”; and Ivan Olsen, 
assistant treasurer and office manager, who presented 
“Facts and Figures of a Century.” 

A message from the school committee on the sub- 
ject, “Our Community,” was presented by Mortimer 
H. Chute, Jr., president of the company, who spoke 
interestingly of some of the more serious and impor- 
tant aspects of the “school.” Both in Mr. Chute’s 
address and elsewhere on the program mention was 
made of the members of the Bainbridge, Kimpton & 
Haupt, Inc., staff now in active military service, now 
numbering 26. 

A “home-spun” drama in the form of a one-act play 
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99TH ANNIVERSARY DINNER OF BAINBRIDGE, KIMPTON & HAUPT, INC., NEW YORK CITY. JANUARY 19 





was presented by seven members of the organization. 
“A Critical Moment in the Life of Bainbridge” por- 
trayed a meeting of the company’s board of direc- 
tors and caused considerable hilarity not only among 
the non-members but among the actual members of 
the ruling body. The explanatory note, appearing on 
the program in conjunction with the announcement 
of the drama, “Little we Know how men shall act,” 
allegedly taken from Shakespeare, whetted curiosity 
which was satisfied with the discovery that talent 
exists among those who move ordinarily in a routine 
profession. 

Six songs, with additional encores, were sung by a 
carefully selected quartet whose manners and cos- 
tumes were strangely reminiscent of the barber shop 
era. 

Music and dancing brought the evening to a close. 

2 —____- 


DETROIT OFFICE MACHINE DEALERS MEET 


Among honored guests at the recent dinner of the 
Detroit Office Machine Dealers Association staged on 
February 9 at the Statler Hotel, Detroit, were Nich- 
olas Fucci, president of NOMDA; Charles Krause, legal 
counsel of the national association; W. G. Turquand, 
Underwood Elliott Fisher Company, New York City; 
and Mr. Bolton, Mr. Buckholtz and Mr. Morris, respec- 
tive Detroit managers of Underwood, L. C. Smith and 
Royal typewriter branches. 


Brief talks were given by Mr. Fucci, Mr. Krause and 
Mr. Turquand. A letter from Lee Holton, Kalamazoo, 
member of the board of directors of the Detroit group, 
was then read, Mr. Holton explaining his absence 
by stating that he was accompanying Mrs. Holton on 
an inspection of one of the new destroyer escort 
vessels. This particular ship had been recently christ- 
ened by Mrs. Holton in honor of her son, Ensign Ralph 
Holton, killed in action at the Battle of Midway. The 
reading of the letter was followed by a motion by Mr. 
Thomas, Sables Company, Detroit, that all present 
pledge the purchase of an extra War Bond in honor 
of Ensign Holton. The meeting was canvassed and 
all present gave pledges, a total of $5,050 being real- 
ized. An additional $600 in pledges were received the 
following day from dealers unable to attend the 
meeting. 


Considerable effort has been made by the Detroit 
association to bring about the formation of an associa- 
tion of Michigan dealers. A great deal has been ac- 
complished and it is hoped that the undertaking will 
soon meet with complete success. At present a num- 
ber of nearby dealers are members of the Detroit asso- 
ciation, four of whom are serving on the board of 
directors, namely E. E. Hermann, Battle Creek; Lee 
Holton, Kalamazoo; J. A. Thomas, Bay City; and Mr. 
Colclough, Lansing. The remaining five directors, all 
of Detroit, are as follows: C. A. Olson, vice-president 
of NOMDA Region No. 5; William Rehm; A. Dulin; 
Jack Dean and Floyd Ketcherside. Present officers 
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“Last Call To the Dining Car” 


Aarne KF ODVD Iti er Orr a 


b : 
e HA/Ie hy, = Above is the title of a six page leaflet that every reader 

Wy 4 Vi of this page should have and read. Too long to reproduce 
it | vik >~( ij! here, but if you will make the effort to send for one it will 
a Vin a Boia Vo Uf be sent to you free if you will address EK. F. Hutton, Bar- 
il i As Mis YY, tholemew Building, 205 East 42nd Street, New York 17, 
2 a MT fy New York. Do it now while this page is in front of you. 
of . ij Hh } Wd , / Mr. Hutton does not want any money—he will not accept any. 





ces 
MONROE bis MICHIGAN 


Work is the Nearest Thing to Happiness One Can Find 
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Duo- Tops 


Because Duo-Top Filing Folders prevent dog eared-tabs and 
wear much longer than single top folders, your customers 
are easily switched from the wear-out kind to the Duo Top 
with its longer life. If you will have your salesmen carry 
our sample set No. 2X and will demonstrate Duo Tops, you 
will find them easy to sell. ‘“‘Betcha’’ a lot of your cus- 
tomers never saw a Duo Top. 
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Cell-U-Seal 





Is exclusive with Weis and is a process that covers the tops \\ \ 
of indexes with a transparent film that looks like celluloid, \ 
is cleanable, pliable and cannot be lifted because it is fused 
into the stock. Protects and helps to eliminate dog-eared 
tabs, one of the aggravating factors of a filing clerk’s life. 
Most any type of Bristol, Manila or Pressboard index can 
be Cell-U-Sealed for longer life. 
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Universal Line Two-Drawer Card Cabinets 


The only line made with Top and Bottom sections—Use a 
Top first then add Bottom sections as needs require. A 
definite saving for the purchaser—Bottoms cost less than 
Tops. Be sure to always specify finish. Made for 3x5, 
4x6, 5x8 and 6x9 cards. 


MONROE Sf Cl& MICHIGAN 


New York: The Weis Mfg. Co., 54-56 Franklin St. Chicago: Associated Stationers Supply Company 
Boston: Adams, Cushing & Foster, Incorporated 


Carpenter Paper Company 
Omaha Oklahoma City Fort Worth Kansas City 
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of the Detroit association are Leon I. Walling, presi- 
dent; Mrs. Clara Nestor, vice-president; and John 
Stifter, secretary-treasurer. 

Bulletins of informational material relative to asso- 
ciation activities are periodically sent out to Michigan 
dealers, President Walling has announced. 
-———_e—~—¢ 


NEW YORK OFFICE MACHINE DEALERS MEET 


The Office Machine Dealers Association of New 
York, Inc., held its 147th meeting on Tuesday, Feb- 
ruary 15, at the Hotel New Yorker. The following 
new members were welcomed: Goldsmith Brothers, 
Alfred Huppert Company; George Deitz, Alpha Type- 
writer and Adding Machine Company, and A. H. Witte- 
kind, all of New York City. 

President Irving R. Ritchie, Addressing Machine and 
Equipment Company, New York City, after calling the 
meeting to order, explained that the purpose of the 
meeting was to plan a code of ethics and standards 
for office machines other than typewriters. The chair 
was then turned over to Samuel Hitler, Checkwriter 
Company, New York City. There was much spirited 
discussion, many members giving their views from 
the floor. A committee was appointed to make further 
study and investigation and report at the next meet- 
ing. 

Nicholas H. Fucci, president of NOMDA, President 
Irving R. Ritchie and Charles F: Krause, NOMDA 
counsel, reported on the regional meeting held Feb- 
ruary 7 in Chicago, Ill., where the standards and 
ethics, and post-war planning were featured topics. 

An interesting and enlightening talk was given by 
Nick Fucci on the excise tax as applied to used type- 
writers. 

The meeting concluded with an exchange of experi- 
ences in the industry since the “freeze of typewriters.” 

W. H. Wolowitz of United Typewriter and Adding 
Machine Company, Washington, D. C., dropped in 
and gave an interesting talk on events in the industry. 


eS eee 
STATIONERS 12:30 CLUB MEETS 


With a goodly attendance, the Stationers 12:30 Club 
assembled on February 7 to attend another social 
meeting and chicken dinner at the Advertising Club, 
23 Park Avenue, New York City. 

After dinner, President Louis Caracci of the Nor- 
Wood Company, Inc., New York City, called the meet- 
ing to order and welcomed the following new mem- 
bers: Martin Siegel of Lincoln Office Equipment 
Company, Abraham Schlossberg of Perry Printing & 
Stationery Company, Martin M. Moldow of Ralph Hal- 
pern Company, all of New York City, and William 
Grand of William Grand Co., Yonkers, N. Y. 

Plans for a spring outing were discussed and it was 
decided that suggestions be put in writing for further 
discussion at the next meeting. The business meeting 
then adjourned, and the evening was devoted to 
friendly pastimes. 


ee 
WESTERN PENNSYLVANIA STATIONERS ELECT 


At the January meeting of the Stationers Associa- 
tion of Western Pennsylvania (formerly the Pittsburgh 
Stationers Club) the following officers were elected 
for the year 1944: 

President, J. E. Dugan, Acme Stationery and Print- 
ing Co.; vice-president, H. R. Shepherd, Pittsburgh 
Stationery Company; treasurer, Harry Snyder, George 
H. Alexander and Company, and secretary, James C. 
Miller, Wosco, Incorporated. 

Meetings of this association will be held the third 
Monday of each month, at 6:30 Pp. m. in the Hotel 
Roosevelt, Pittsburgh, Pa. A luncheon table is re- 
served at the Hotel Roosevelt every Tuesday at 12:00 
noon. Stationers and travelers are welcome at all 
times. Membership is open to all eligible stationers 
and travelers. 
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KANSAS BOOK DEALERS STAGE 28TH ANNUAL 
CONVENTION AT HOTEL KANSAN, TOPEKA 





Ann Galt, Correspondent 





Dealer-members of the Kansas Book Dealers Asso- 
ciation who are called into military service are to be 
maintained as “paid-up” for the duration, and their 
locations will not be transferred to other retailers. 
This was the unanimous decision of the membership, 
holding their twenty-eighth convention at the Hotel 
Kansan, February 15-16. 

Phil M. Anderson, who succeeds himself for the 
twenty-sixth year as president of this 28-year-old 
retailers’ trade group, called this annual convention 
advisedly, and with full knowledge of shortages of 
manpower and travel uncertainties. This is one meet- 
ing in which salesmen and manufacturers’ represen- 
tatives share speaking time on the program equally 





AT THE 28TH ANNUAL CONVENTION OF THE KANSAS 
BOOK DEALERS ASSOCIATION.—Above, left to right. 
R. S. Markwell, Hays; Kelsey Petro, Topeka; Phil M. An- 
derson, Newton, president; Larry Goodhan, Oxford Filing 
Supply Co.; Mason McCarty, Emporia; and Mrs, Good- 
han. Below, President Anderson addressing the gather- 
ing in the convention hall. Ample opportunity was pro- 
vided for members to study the exhibits lining the walls. 


with retailers, Association leaders, and guest speakers. 
Program hours are balanced with open hours in which 
retailers shop the stationers’ exhibits, and place orders 
with salesmen who cannot now cover this big state 
by car or other transportation modes. 


Retained as directors for the coming year with 
President Anderson were these Kansas retailers: 
Mason McCarty, Emporia; Harry Tibbs, Kansas City, 
Kans.; Robert S. Markwell, Hays; John (Jack) A. 
Crow, Topeka; George Geiger, Leavenworth. 


Hotel Kansan, Topeka, was selected for the 1945 
KBDA convention, scheduled for February 19-20. 


Retailers were urged by salesmen to spread the 
merchandise, especially in the paper field; the sales- 
men repeated their pledge to share any increase in 
allocation with their established customers rather 
than seeking new accounts at this time. 


Important Merchandise Changes 


Kansas merchants were delighted at the slight 
loosening of steel, with the promise of more ahead. 
One needed item now available is metal stamp pads. 
Adhesive representatives suggested that dealers accept 
a partial order of the 25c retail size, fitted with a 
brush, to which most customers can be shifted from 
the 10c seller with paddle. Salesmen in all lines 
stressed the importance of retailers’ placing orders 
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“SAFEGUARD’’ SYSTEM 
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Here’s the winning team the country over. 


A combination that’s clicking for wide- 
awake dealers from coast to coast. Giving 
out with double sales—double profits and 
winning customers that come back for more. 
Selling the file without the nationally fa- 
mous ‘‘Safeguard’’ System is like selling a 
house without a roof. . . it can do only half 
the job. So cash in two ways by selling both 
ways. Sell the outside... sell the inside! 


GLOBE-WERNICKE Filing Cabinet 


All the cunning of master craftsmen is built 
into these handsome wood files. So smooth 
looking—so smooth working—they fit with 
quiet efficiency into any office geared to 
today. Available in standard 2-drawer, 3- 
drawer, 4-drawer letter and legal sizes... 
beautiful walnut or dark green finishes. 


*SAFEGUARD” Filing System 


A favorite in offices throughout the land. 


Globe - Wernicke 


WOOD FILING CABINETS 
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So downright simple. . . so practical—even 
the newest employee can use it with ease. 
The “‘Safeguard’”’ System is easy to under- 
stand—easy to locate names and provides 
ample room for expansion. The Globe- 
Wernicke Co., Cincinnati, Ohio. ‘‘Head- 
quarters for Modern Office Engineer- 
ing.”’ 


* G.W. “Safeguard” System Fits Any Standard Filing Cabinet! 
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regularly rather than letting needs pile up, so that 
wholesalers and manufacturers can keep them mov- 
ing out without jams or slump periods. They warned 
Kansas dealers to expect merchandise in funny- 
looking containers; that packing materials must be 
hoarded and utilized fully; and that on quotas of 
merchandise to the retailer each quarter stands 
alone, so that goods not ordered in one quarter are 
not held over, but will be assigned’'to the “extra pile.” 

Gift wrappings, ties, seals, stickers, inclosures— 
even tissues, are practically out, and will remain un- 
available, with paper tight and growing tighter. 
Dealers agreed on a policy of s-t-r-e-t-c-h-i-n-g 
so as to avoid civilian hoarding, and protect civilian 
needs. 

“Not all the heroism is in the front lines,’ declared 
Secretary C. B. Miller of the Kansas Pharmaceutical 
Association. “Retailers at home have a glorious chance 
to serve in keeping the mental health of their cus- 
tomers as normal as possible. Their own health is 
important, too.” Secretary Miller reported on the 
recent meetings of 35 Kansas vocational groups 
studying concrete post-war possibilities in new indus- 
tries to be brought in to utilize Kansas resources, to 
make up for the camps and inflated population cen- 
ters going out, and to reconvert to private industry. 
Meantime, a strong organization will help protect 
against the inevitable freak and crackpot legislation. 
Clean stores, kept in good form, are the best possible 
public relations program, insisted Secretary Miller. 


Stationers were urged by some of their leaders to 
go to local price boards and get permission to lift 
the resale retail price of every item which comes in 
bearing the permitted manufacturer’s price increase. 

Reporting for the Kansas Reading Circle, Mrs. Lydia 
Croft told Kansas dealers that they had sold one- 
third of the 40,000 books sold under this approval list 
during 1943—a gain over 1942 sales. Adoptions are 
to be made by the statewide committee on April 1; 
an early list will be sent to dealers, and new books 
shipped August 1. According to Kansas School Code 
statutes, every district school board is required to 
invest at least $5 annually in approved Reading Circle 
books for the school’s library. These may be bought 
direct from the Circle office in Topeka, or may be 
selected from the local book dealer’s model shelf. 

M. W. Buffon, of the Kansas Unemployment Com- 
pensation Commission, held a question-answer period. 
One point clarified is that if there is a split week 
wherein December 31 and January 1 fall in mid-week, 
that creates an additional week under the Kansas 
law governing the 8-or-more firms. For borderline 
employers, he suggests daily records instead of weekly 
payroll sheets, because if there are not eight on any 
one day, the firm is not liable for that week, unless 
they are hired on a weekly basis. He declared that 
the present reserve for the state of close to $36,000,000 
will serve to cushion the exigencies of any post-war 
slump for the 125,000 workers now operating under 
the Kansas set-up. 

Olga House, of the Kansas Textbook Commission, 
brought the Kansas dealers latest word of the text- 
book adoptions which include the new Winston pri- 
mary, pre-primer, second and third grade readers, 
and several new high school books. Details of pack- 
ing and billing those books printed by the Kansas 
printing plant on imported plates, were agreed be- 
tween the Commission and the dealers. Production 
manager of the state plant announced that he will 
have paper enough to print all state texts by the 
offset method. 

Mrs. Ruth Gagliardo, children’s book critic for the 
Kansas Teachers Association, addressed the dealers 
on her exhibits and clinics on children’s reading, cur- 
rently held over Kansas. “Getting books circulating 
is like carrying the Holy Grail,” she said. 

Greetings were read by Phil Anderson from Charles 
Garvin, National Stationers Association, and from 


many Kansas book dealers who found it impossible 
to attend the sessions. Sorrow was general that Mary 
Stromberg (Mrs. Phil) Anderson was prevented from 
attending the Association, of which she is acting sec- 
retary, by a recent encounter with an automobile 
which hospitalized her for some weeks. 

Charles Mitchell, of Crane and Company, Inc., 
former president of the National Stationers Associ- 
ation, attended all sessions. He reminded the member- 
ship that no “cost” is correct unless it includes the 
30 to 36 per cent for overhead which is “an actual 
figure without mythology!” 








COLUMBIA R. & C. HOLDS MIDWEST SALES MEET- 
ING.—Garnering new sales tips at the recent sales 
conclave were: Bottom row, left to right, Martha Weis, 

Minneapolis office; Viola Kidd and Mildred Pagels, 

Kansas City office; Sophie Sweet, Minneapolis, city; 

and Jessie Brooks, Kansas City office. Second row, 

John Prindle and Gene Walker, Kansas City, city; 

Charles Wallace, Texas; W. R. Decker, Minneapolis, 

city: and Pauline Lisser, Kansas City office. Third row, 

V. A. Palmer, Kansas; F. R. Bell, Dallas, Tex.; A. W. 

Boyd, western Texas; Hugh Gibbens, Arkansas and 

Oklahoma; A. F. Palmer, Texas and Oklahoma; Earl 

Norman, Texas. Fourth row, Glen Evans, Kansas City 

branch manager: Jack Noble, Kansas and Missouri; 

S. L. Comstock, Houston, Tex.; R. C. Moore; W. N. Long, 

Kansas City, city; Charles Cordray, Minneapolis, city; 

and James Lee, Iowa. Top row, Harold Middleton, 

Kansas City, city: George Seaver, Colorado and New 

Mexico; E. C. Talbert, Montana and North Dakota; 

Frank Ruland, Oklahoma; Arthur Letner, Minnesota 

and South Dakota; F. Essig, Kansas City shipping room. 

—— oe 

IBSA TO MEET AT EDGEWATER BEACH IN APRIL 

Friday and Saturday, April 28 and 29, have been 
selected as the dates for the 1944 combined meeting 
of the Illinois Booksellers and Stationers Association 
and NSA District No. 6. The Edgewater Beach Hotel, 
Chicago, will be the site for the 1944 conclave. 

The executive committee of IBSA held their annual 
meeting in the Palmer House on January 21. Also 
in attendance at this meeting were Eldon Just, gov- 
ernor of NSA District No. 6, and a committee from 
the Great Lakes Travelers Club, including President 
William Cox, Ralph Maneval, Herb Walsh and Vice- 
president Tom Gillice. 

The program committee selected by President West- 
ring of IBSA for the event includes Al Skibbe, Eldon 
Just, Ollie Stevens, Harry Chumley and A. J. Markelz. 
Members are invited to write to the committee regard- 
ing any speakers or discussions desired. 

The Chicago committee on arrangements announces 
that the annual banquet will be held Friday night, 
April 28, in the Marine Dining Room of the Edge- 
water Beach Hotel. The House of Friendship, spon- 
sored by the Great Lakes Travelers Club, will be open 
before and after the banquet. Dancing and the reg- 
ular floor show features of the Marine Dining Room 
will provide further entertainment for the conven- 
tioneers. This committee, headed by Herb Walsh, in- 
cludes Ralph Maneval and Tom Gillice. 

The regular pre-convention smoker will be held on 
Thursday night, April 27. Always a well-attended func- 
tion, this event is expected to draw a record attend- 
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in YOUR post-war picture? 


Beware of war-baby merchandise that will 
be orphaned when materials and man- 
power are again released for making regu- 
lar quality products! When that day 
comes, ‘Duration’ merchandise will be the 
“duds” of your counter. . . white elephants 
to be sold only by drastic profit-stabbing 


markdowns! 


Be sure that the merchandise you are sell- 
ing today has “follow-through” value! .. . 
That it will always contribute to your pres- 
tige and reputation as well as profits! . . . 


That it will always mean satisfied custom- 


SHEAFFER'S 


ers! War or peace, every sale builds toward 


your future, or tears it down. 


Because your future is our future, no Sheaf- 
fer dealer need fear that any piece of 
Sheaffer merchandise will be on a future 
bargain counter with all the drastic mark- 
downs, sacrifice of profits and volume, and 
loss of prestige inherent in a “‘distress”’ 
sale. Sheaffer merchandising policies have 
been designed to protect the dealer and the 
consumer! Sheaffer merchandise has been 
made in wartime with the degree of high 


quality for which Sheaffer is famous! 





W. A. SHEAFFER PEN COMPANY—FORT MADISON, IOWA 
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ance this year. The convention officially opens on the 
morning of Friday, April 28. 

Early reservations of hotel accommodations are 
urged because of the heavy traffic in Chicago hotels. 
Arrangements completed with the Edgewater Beach 
Hotel provide for single rooms at the $4.40 rate and 
double rooms at $6.60. In writing for accommodations, 
members are asked to specify that they are attending 
the National Stationers Association regional conven- 


tion. 
——_— 


BALTIMORE UNIT OF NOMDA LAYS 1944 PLANS 


The monthly meeting of the Baltimore unit of the 
National Office Machine Dealers Association, held Jan- 
uary 10, 1944, proved to be one of the most important 
in the history of the local group. Business disposed 
of at the meeting, in addition to outlining a program 
for 1944, included the election of officers, appointment 
of a social committee, the signing up of new members, 
and the planning of a bulletin to be published 
monthly. 

Officers elected at the meeting were as follows: 
President, G. A. Harrington, Baltimore Dictating Ma- 
chine Company; secretary, Homer Mayers, Office 
Equipment Company; treasurer, Julius Stark, Julius M. 
Stark and Company. 

Named to a social committee to arrange for future 
activities were Herman Fink, American Writing Ma- 
chine Stores, and Frank Teller, Abbott Business Ma- 
chines Company. L. Carol Myers, Sound Scriber Cor- 
poration, was signed up as the newest member of the 
association. 

It was decided that the next monthly meeting would 
be held at 1 Pp. m. on Saturday, instead of in the eve- 
ning. Tentative plans for a joint meeting with the 
Washington association were also put on the agenda 
for the near future. Howard Boyer, Howard Boyer 
Company, offered his services in the publication of 
the monthly bulletin. 

All members of the National Office Machine Dealers 
Association are invited to pay the Baltimore group a 
visit when in that vicinity. President Harrington 
has promised to prove that Baltimore has earned its 
reputation for Chesapeake Bay oysters, southern fried 
chicken and southern hospitality. 

rt 9 
BOORUM & PEASE SALES DINNER HELD IN EAST 


A business meeting of the eastern salesmen of the 
Boorum and Pease Company was held recently in New 
York. A dinner marking the close of the meeting was 
served at the New York Athletic Club. 

Highlight of the dinner was the presentation of a 
watch to William Niblock of the company’s home 
office, who has completed 50 years of service with the 
Boorum and Pease organization. In making the 
presentation, J. W. Tamany, president of Boorum and 
Pease, stated that it was the loyalty of such workers 
as Mr. Niblock that made it possible for business to 
serve the nation effectively. 


AT THE BOORUM & PEASE EASTERN 
SALES DINNER.—Seated at Table 1: Pres- 
ident J. W. Tamany, Jess Haralson, F. B. 
Brewster, D. Figlioli, W. Niblock, C. Martini, 
B. Watson, A. Shearman. Table 2: Secre- 
tary-Treasurer A. W. Bingham, Jr., F. X. Mc- 
Quillen, G. Reich, W. L. Harrington, J. Heg- 
arty, J. Walder, F. Chapman, E. Eilers. 
Table 3: Vice-president L. V. Downey, W. 
Lahey, A. V. Lietz, G. Gresham, J. Gomez, 
F. Rivera, H. Hussennetter, W. Wein. Table 
4: J. A. Kane, Gene DuLaney, W. S. Schoon- 
maker, W. H. Thompson, J. Schadler, H. Diel- 
man, C. Chambers, G. Anderson. Table 5: 
P. Reitzel, J. Rennie, W. Reetz, F. O’Connor, 
T. Edwards, H. Anderson. 
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BOSTON STATIONERS HEAR MANAGER GARVIN 

General Manager Charles P. Garvin, National Sta- 
tioners Association, met with about 100 dealers, manu- 
facturers and representatives in the Old Boston Room 
of the Parker House, Boston, for luncheon on Febru- 
try 7. Bernard Willander, Thos. Groom and Company, 
Boston, Mass., president of the Boston Stationers As- 
sociation, who called the meeting, was in the chair. 

Regional Governor Ford Chidsey, Bradley and Sco- 
ville Company, New Haven, Conn., on request of the 
chair, invited all to the Regional meeting at Spring- 
field, Mass., on the following Wednesday. 

President Willander turned over the meeting to Mr. 
Garvin who introduced his remarks with the observa- 
tion that it was time to approach our problems with 
a realistic viewpoint. He observed that we men of 
business must realize that we can complain about 
Government control and in doing sv, can invite it. 
Our problem, he said, was not just getting some of 
the goods back again; it was not as simple as that, 
but involved a transition from a wartime to a peace 
economy. To illustrate his point, the general man- 
ager recounted the experience of a prominent dealer 
who took on another line to take up the slack caused 
by his inability to obtain commercial lines he had 
always carried, and how this new line had become a 
definite profitable department which the dealer would 
not give up just because his old lines would be again 
available. An enormous transition period and a new 
conception of salesmanship lie ahead, according to the 
general manager. 

R. A. Maish, Dennison Manufacturing Company, was 
introduced by Mr. Garvin as one of the men in this 
field who had labored intensely with governmental 
officials for the betterment of the whole industry. Mr. 
Maish recounted some of the difficulties experienced 
by everybody in working with Washington officialdom. 
From his contacts with men in WPB and OPA, he 
observed that with few exceptions the officials he en- 
countered were fair minded, smart and efficient men. 
He expressed the belief that through the efforts of 
all the men in this industry who have had a part in 
the work that they had convinced WPB and OPA 
officials of the sincerity of their missions. He con- 
cluded with the observation that this industry has 
gained a good reputation in Washington. 

Mr. Garvin then read a number of letters from 
members of Congress, written to business men of this 
field to show how Government calls on business men 
for information beyond their own immediate business. 
Congress, he observed, is the keystone of our democ- 
racy and the “American Way of Life.” He discussed 
the salient points of OWI Release No. 2788 asking “Is 
it fair to make the dealers absorb price increases?,” 
and distributed a folder which contained a discussion 
of the salient points. 

Howard Sanders, Stationers & Publishers Board of 
Trade, was introduced and remarked that it was true 
that for more than a year there had been no failure 
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ENDURING SUPERIORITY 


Today, as in the many years since 1881, the 
Tagger line, like other M & V products, con- 
tinues to be made as fine as human integrity 
and skill can make it. Tagger typewriter and 
billing carbons in all weights and finishes are 
made to meet the most diversified and exact- 
ing requirements of every office and type of 
business machine—and are not only avail- 
able in conventional black, blue and purple, 
but also in red, green, brown, yellow, orange 
and even white. 


Tagger inked ribbons in all degrees of 
inkings, are made to insure the best 
results and long life on typewriters, billing 
machines, adding machines, addressing 
machines and all other business equipment. 
They are definitely designed to serve better 
at the start and last so much longer, that it is 
a real economy to use them—both Tagger 
ribbons and carbons created by the M&V 
Guild of Craftsmen, are quality products that 
stubbornly refuse to wear out. 
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nor bankruptcy, but cautioned dealers against arro- 
gance and conceit over their success of the past few 
years. This, he declared, was more a result of circum- 
stances than ability. It is Mr. Sanders’ opinion that 
the smart dealer of today will play his cards close to 
his chest, keep minute knowledge of his business, sur- 
vey his territory to provide for future business shifts, 
keep his business liquid and husband his cash. He 
concluded with the statement that when competition 
again becomes keen a reserve as big as can be mus- 
tered will be needed. 

C. C. Shee, Oakville Company, introduced as one of 
the men who spend much time in Washington, said 
that though some of the orders released seemed 
asinine, he just couldn’t help recognizing that a tre- 
mendous job had been done in a short time and that 
he had the deepest appreciation of the efforts of those 
responsible in Washington. He also emphasized the 
fact that raw material releases from WPB do not 
necessarily mean an immediate availability of cur- 
tailed items because manpower today was a greater 
problem. 


Paul Buckwalter, National Blank Book Company, 
said that only the reasonableness of Government 
officials made it possible for record keeping to con- 
tinue. He pointed with pride to the fact that during 
1943 the loose leaf industry had succeeded in deliver- 
ing 90 per cent of the record-keeping needs of the 
country as compared with 1942. He believed that the 
result of the new metal releases given the loose leaf 
field would enable manufacturers to supply all dealers 
customers this year—if the paper situation got no 
worse. Though he realized that post-war problems 
were necessarily shoved into the background by the 
exigencies of today, he stated that the industry’s 
main obligation is to provide jobs with opportunities 
for the 3000 retail people now serving in the armed 
forces. 


Mr. Garvin summed up the remarks and added some 
of his own, after which the meeting adjourned. 


—— 
BOSTON STATIONERS STAGE ANNUAL BANQUET 


The Georgian Room of the Hotel Statler on Monday 
evening, February 7, 1944, was the scene of the 56th 
annual banquet and dinner dance of the Boston Sta- 
tioners’ Association. Attesting the popularity of this 
annual event was the fact that it was a sell-out a week 
in advance. 

The cocktail lounge was a very popular spot for 
reception of guests just preceding the dinner while the 
dinner itself was reminiscent of pre-war days. After 
dinner Banquet Committee Chairman Raymond E. 
Fletcher (National Blank Book Company) introduced 
President Bernard Willander, Thos. Groom & Com- 
pany, Boston, Mass., who bade everyone welcome, ex- 
pressed the hope that all would enjoy the evening, 
and closed with sincere thanks to the banquet com- 
mittee for the splendid arrangements and success of 
the affair. 

Carl Moore and Gloria Carroll, professional enter- 
tainers, proved exceedingly popular, as did a magician 
whose patter equalled his skill. Miss Carroll sang 
many request numbers so needless to say “Mare’s Eat 
Oats and Does Eat Oats” was quite in demand. The 
orchestra was the delight of all the dancers. 

Everyone of the 320 present at the affair seemed to 
enjoy himself in full measure. 

ee 
TSA’S FEBRUARY MEETING WELL ATTENDED 


President Ruth E. Delker announces that a large 
proportion of the membership of Transcription Super- 
visors’ Association of New York attended the round- 
table discussion on “Discipline in a Wartime Office” 
held at the Hotel Sheraton, New York City, on Mon- 
day, February 14. 

The members supervise centralized departments 
ranging from ten to 110 employes and the question of 
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relaxing discipline now, due to prevailing conditions, 
was conceded to be seriously detrimental to future 
normal standards of office deportment. 

It was felt by all members present that, due to the 
laissez-faire attitude prevalent in the majority of offices 
as a result of “war nerves,” the newcomers in the 
office were being given far greater privileges than war- 
ranted. This created considerable discontent and dis- 
satisfaction among the old-time workers which was 
becoming increasingly difficult to counteract. 

The question of the benefits derived from specific 
rest periods came up for discussion. It was felt that 
specified rest periods of an average of 15 minutes each 
in the morning and in the afternoon were a definite 
morale and production builder, and that such time for 
relaxation was characteristic of the operation and 
high production levels of an efficient stenographic de- 
partment. 

Tardiness and absenteeism wound up the round table 
discussion. Tardiness was conceded to be a matter of 
departmental control. Absenteeism could be controlled 
only by uniform interpretation of the company policy, 
as demonstrated by a reward or penalty system 
adopted successfully by many large firms. 

eI 
INSTITUTE HOLDS ANNUAL MEETING 


The Wood Office Furniture Institute held its annual 
meeting in Washington, D. C., on February 3 and 4. 
In recognition of their fine work during the past year, 
the officers and the executive committee members 
were re-elected for another year. They are: James A. 
Wallace, Jasper Office Furniture Company, president; 
J. B. Deane, Gunn Furniture Company, vice-presi- 
dent; W. T. Powell, Myrtle Desk Company, treasurer; 
and Gilbert H. Bosse, Imperial Desk Company, and 
H. W. Stringe, Commercial Furniture Company, as 
other members of the executive committee. John J. 
Reinecke is the secretary. 

Many important problems were discussed and action 
was taken on several matters which will have far- 
reaching effects. Among these subjects were new 
phases of research in post-war products and markets. 

The regular quarterly meeting will be held in the 
Stevens Hotel, Chicago, Ill., on March 10. 


SS Oo— 
GRAHAM CREDIT UNION COMPLETES NINTH YEAR 


More than 200 persons participated recently in the 
enjoyable banquet of the strong credit union of John 
W. Graham & Company’s “If It’s Made of Paper We 
Have It” store on Sprague Avenue, Spokane, Wash. It 
was the occasion of the ninth annual meeting and get- 
together of this active group of stationery employees 
with a flair for finance, and due tribute was paid the 
union which has operated with a high degree of effi- 
ciency during these troublous times and has proven 
its helpfulness and value many times over to the 
executives as well as employees of Graham’s. 

Besides the fine banquet, with dinner served in the 
swanky banquet halls of the Desert Hotel of Spokane, 
entertainment in the form of various vaudeville acts 
and specialty numbers was provided, and a spirited 
election of officers for 1944 was held. A. Connick was 
master of ceremonies for the evening’s entertainment. 

The ninth successful year just closed brought forth 
a report on the healthy state of the credit union, the 
body demonstrating during those years its ability to 
be of great mutual aid and financial benefit to em- 
ployees of the store. Coming to the aid of many em- 
ployees in necessitous circumstances, tiding members 
of the staff over difficult periods and lending money 
at extremely attractive interest rates without those 
undue formalities in vogue in so many banks and 
financial institutions, the credit union has proven 
itself a friend indeed because it was a friend in need. 

As Florence Kilpatric, treasurer of the union, pointed 
out to those gathered at the annual meet, there were 
some $13,000 in the strong-box or treasury of the 
union. Moreover, the patriotism of this little group 
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Foremost Makers of Ribbons and Carbons for Every Use 


750 PACIFIC STREET, BROOKLYN I7 NEW YORK, N. Y. 
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. Wii's the man 


CALLED MR. EXPEDITERP 


HY, you must know /im/ He’s you. 
He’s the Art Metal Dealer, labeled 
Doctor of Offices by all harried, harassed 


office managers. 


You'll be hearing a lot about yourself for a while. 
For under the name of Mr. Expediter you're being 
featured in Art Metal’s national advertising 


campaign now running in Business Week. 


There Mr. Expediter is doing a big job—telling 
business men how Art Metal Steel Office Equip- 
ment and Postindex Visible Files and Wabash 
Filing Supplies can help them, now and after 
the war. He’s letting them know that Art Metal 
has long been identified with advanced engineer- 


Systematized Equipment 


and Records 


ing of office equipment, with efficient supplies 
and services . . . that whatever your customer's 
special ailments, Art Metal can produce exactly 


what the doctor ordered. 


So follow him in Business Week. You'll get a 
laugh out of the dismaying office situations 
which he uncovers—and promptly sets out to 
correct. And you'll get a lot of satisfaction from 
the way he’s making friends and contacts, open- 


ing the door for postwar profits. 


Dealers who are interested in securing informa- 
tion about an Art Metal franchise are invited 
to write Agency Division, Art Metal Construc- 


tion Company, Jamestown, N. Y. 


for Business 


ART METAL STEEL OFFICE EQUIPMENT 
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was strikingly attested to by its heavy holdings of 
War Bonds. 

In choosing new heads for the administration of 
affairs and funds of the credit union during 1944, the 
members elected Mary Jane Bourasa and Louise Kelly 
as directors for three-year terms and Jerome Peltier 
and H. E. Richter for two-year terms on the direc- 
torate —CML 


CONNECTICUT VALLEY STATIONERS ELECT 


The 26th annual meeting of the Connecticut Valley 
Stationers Association was called to order by President 
Edward W. Granfield, Edward Granfield, Inc., New 
Haven, at the Hotel Kimball, Springfield, Mass., on 
Wednesday, February 9. 

As is usual at these Valley meetings there was no 
time wasted, and in rapid succession the officers re- 
ports were read and approved. These reports indicated 
that interest of dealers in that territory was defi- 
nitely increasing. Secretary S. Ford Chidsey, Bradley 
& Scoville, New Haven, Conn., made several good sug- 
gestions to increase interest and membership. The 
membership instructed Treasurer Gilbert Mulford, 
Kilbourne Bros., New Haven, Conn., to purchase a 
$1,000 War Bond with cash balances held in two banks. 

The following report of the nominating committee 
was read by Tom Stonehouse, W. A. Sheaffer Pen Com- 
pany, and was accepted without dissenting vote: 

President—Edward Granfield, Edward Granfield, 

Inc., New Haven, Conn. 

Vice-presidents—Sidney H. Challenger, 

Fargo Company, Bridgeport, Conn. 
James E. Feeley, Springfield Office Supply Com- 
pany, Springfield, Mass. 
E. W. Pape, Adkins Printing Company, New Britain, 
Conn. 

Secretary—Thure Bengston, Adkins Printing Com- 

pany, New Britain, Conn. 

Treasurer—Gilbert Mulford, Kilbourne 

New Haven, Conn. 

Auditor—Garry Dell, Leo Burt and Company, Hart- 

ford, Conn. 

Directors—Abe Bierponch, Central Stationery, Hart- 

ford, Conn. 

O. A. Cavanaugh, Plimpton Manufacturing Com- 
pany, Hartford, Conn. 

J. F. Molloy, J. F. Molloy Company, Meridan, Conn. 

Gustave Fischer, Gustave Fischer Company, Hart- 
ford, Conn. 

Donald MacDonald, Bradley & Scoville Company, 
New Haven, Conn. 

A. McKiernan, Standard Office Supply, Hartford, 


Frank H. 


Brothers, 


Conn. 

P. R. Jacobs, J. R. Rembert Company, New Haven, 
Conn. 

John P. Previdi, John P. Previdi Company, Dan- 
bury, Conn. 


Membership—Donald E. Daley, 190 Grand Street, 
Waterbury, Conn. 
W. J. Driscoll, Carter’s Ink Company. 
Harry Ferry, National Blank Book Company. 
After President Granfield had made an acceptance 
speech noteworthy for its brevity as well as sincerity, 
the meeting was declared adjourned for luncheon. 
Oo 


SCHOOL EQUIPMENT MANUFACTURERS AND 
DISTRIBUTORS MEET IN CHICAGO 


The twenty-seventh annual meeting of the National 
School Service Institute was held at the Palmer 
House, Chicago, February 16 to 19 inclusive. The 
program included addresses by well-known speakers 
and exhibits of many of the manufacturers, the lat- 
ter being 11 more in number than during the pre- 
ceding year. In attendance the convention was one 
of the largest. Harold F. Martin of Bardeen’s, Inc., 
Syracuse, N. Y., is the new president. Other officers 
are E. M. Hale of Eau Claire Book & Stationery Com- 
pany, Eau Claire, Wis., first vice-president; Clyde 
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Rothermel, Modern Supply Company, Indianapolis, 
second vice-president; William A. Parker, Ideal School 
Supply Company, treasurer; Frank Bruce, recording 
secretary. 


Among the high points of the program were an 
address entitled, “Post-war Problems and Opportuni- 
ties,” by Ralph Bradford, general manager, Chamber 
of Commerce of the United States; one entitled, “Edu- 
cation and Industry,” by Henry E. Abt, director co- . 
operation department of National Association of Man- 
ufacturers; and a third, “Priority Pattern of the 
Future,” by J. I. Baugher, War Production Board, 
Washington, D. C. There were several panel discus- 
sions in which businessmen and noted educators par- 
ticipated. The first was entitled, “Our Markets for 
the Future,” the second, “Today and Tomorrow,” the 
third, Priorities.” A number of concerns, well known 
among office supply distributors, exhibited their wares, 
including American Pencil Company, Automatic Pen- 
cil Sharpener Company, George F. Cram Company, 
Ditto, Inc.. Joseph Dixon Crucible Company, Eagle 
Pencil Company, Eberhard Faber Pencil Company, 
Esterbrook Pen Company, Heyer Corporation, Higgins 
Ink Company, C. Howard Hunt Pen Company, Indiana 
Desk Company, Jasper Chair Company, Jasper Seat- 
ing Company, Louis Melind Company, New Indiana 
Chair Company, Speed-O-Print Corporation and Wal- 
lace Pencil Company. A moving picture, “Pop Rings 
the Bell,” a Jam Handy production, was shown at 
the annual dinner. The purpose of the picture is to 
build up civic interest in schools and education. After 
its showing many reels were purchased by convention 
visitors for use in their home communities. 

natant ase iat 


OMA SEMINAR SET FOR CHICAGO IN APRIL 


The Office Management Association of Chicago, in 
co-operation with Northwestern University, will hold 
its fourth annual seminar on office management at 
Thorne Hall, on the Chicago campus of the university, 
April 27 and 28, 1944, it was announced today by 
Joseph M. Herrmann, president of the Association and 
superintendent of personnel of the Peoples Gas, Light 
& Coke Company. 

Slanting its theme to war-time needs and limita- 
tions, the two-day seminar will cover the subjects of 
how to develop people, devise procedures, increase pro- 
duction, and solve problems, Mr. Herrmann stated. 

In addition to the seminar sessions, there will be a 
question-and-answer forum, an exhibit hall for dis- 
play of procedures and appliances, motion pictures 
showing examples of efficient office operations, and an 
office management consultant service. All activities 
are under the direction of the seminar committee, of 
which James W. Rees, personnel director of the Pure 
Oil Company, is chairman. 

pits eqn 


WASHINGTON MEN ADDRESS N. Y. DINNER GROUP 


A group of 50 dealers and manufacturer’s salesmen 
greeted President Moe Turman, Metwood Office 
Equipment Corporation, when he called the regular 
monthly meeting of the Office Equipment Dinner 
Club to order on February 15 at the Advertising Club 
in New York City. The group had just finished a fine 
chicken dinner. President Turman paid tribute to 
the excellent work of Ben Itkin, Itkin Brothers, and 
I. M. Levy, Art Steel Company, in the Fourth War 
Loan drive. 

Secretary John J. Reinicke, Wood Office Furniture 
Institute, was introduced and gave his listeners an 
interesting picture of the wood office furniture indus- 
try at present, and lifted the lid a little on the future. 
(His remarks are digested elsewhere in this journal.) 
Questions from the floor were answered at the close 
of his address. 

W. H. Wolowitz, United Typewriter and Adding 
Machine Company, Washington, D. C., was acknowl- 
edged by the chair as the chairman of the office 
equipment and supplies group on surplus war mate- 
1944 
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MODEL J-30 STAPLING PLIER $3.85 


Model J-30 is light in weight, yet rugged. Requires but little 
space and can be put into desk drawer or pocket when not 
in use. Indispensable for vertical filing or for attaching ma- 
terial to a permanent card. Uses DJ340 NEVA-CLOG Staples. 





MODEL B-100 STAPLING PLIER $5.25 


For heavy duty and for fastening of tough materials, this 
machine uses a broad flat staple. Fastens such materials as 
fibre, softwood baskets, veneer wood, leather and belting. 
Used for sealing heavy paper or cloth bags, packages of 
corrugated board, and similar difficult operations. Powerful 
leverage, durable, fool-proof. Staples used: NEVA-CLOG B-%. 





MODEL S-100 STAPLING PLIER $4.75 
A rugged, powerful Stapling Machine with 4 to 1 leverage. 
Particularly designed for production work and hard usage, 
but can be used for any stapling operation within its capac- 
ity. Clog-proof so that it will give constant production. 
Uses NEVA-CLOG A-1000 or L-1000 Staples. 
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For the past fifteen years we have been 
stressing the Industrial advantages of 


NEVA-CLOG 
STAPLING PLIERS 
“The Machine of a 
THOUSAND USES” 


and the advantage to the dealer if he would 
solicit this type of business. He could enjoy 
a constantly increasing profitable business, 
at the same time helping his customer solve 
some fastening problem. 


The war has definitely proven the effi- 
ciency of Neva-Clog machines and has de- 
veloped many uses which we never thought 
possible. Although we do not subscribe to 
the thesis that war is necessary to promote 
progress, and prefer to do peacetime busi- 
ness, the necessities of war does, in some 
instances, stimulate latent possibilities. 


When peace is again at hand you will 
benefit from these developments which have 
led to better ways to 


“FASTEN THINGS TOGETHER” 
with 

NEVA-CLOG STAPLING PLIERS 
* 


NEVA-CLOG PRODUCTS, Inc. 


BRIDGEPORT, COND 
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rials, New York Board of Trade. Mr. Wolowitz told of 
the formation of this group for the purpose of obtain- 
ing a plan (for disposal of surpluses after the war is 
over) which might represent the combined opinion 
of the whole industry. As chairman of this group, 
it was his job to seek the ideas of the various groups 
in industry and try to obtain a plan upon which all 
will be united. For that reason he sought opinions 
from the Office Equipment Dinner Club. Accordingly, 
President Turman indicated that the regular March 
meeting would be given over to a discussion of the 
problem and invited Mr. Wolowitz to be present to help 
formulate a definite expression from the group. 
March 14 was set as the date of the next meeting. 
All members of the trade in the New York area are 


invited to attend. 
————_e—r 


NEW ENGLAND TRAVELERS MEET 


With President O. F. C. Giddy, Eberhard Faber Pen- 
cil Company, in the chair, the New England Travelers 
Club opened their meeting at the Hotel Kimball, 
Springfield, Mass., on February 9. As is usual among 
good fellows, the routine business of the meeting was 
interspersed with good-natured ribbing. 

The Club voted to have the next quarterly meeting 
on April 28. Details will be announced at a later date. 
The treasurer was instructed to purchase a War Bond 
from treasury surplus. 

ee 
ART METAL CONSTRUCTION BIG EXHIBITOR IN 
JAMESTOWN’S FOURTH WAR LOAN “WAR FAIR” 


In a dramatic display of Jamestown-built war prod- 
ucts produced in volume for the Army and Navy, and 
for the air forces of each branch, plants in the James- 
town area made an important contribution in Jan- 
uary towards stimulating the sale of War Bonds in 
the Fourth War Loan campaign. The exposition, 
staged at the Hotel Jamestown from January 19 to 29, 
was highlighted by the impressive display of Art Metal 
Construction war products, which ranged from a “pulse 
shield case” to a 12-foot rudder structure for a Navy 
patrol bomber. 

Another feature of the exhibit was the one-day visit 
by Lt. Gen. William S. Knudsen of the office of the 
Under-Secretary of War on January 25. During the 
course of his visit, Gen. Knudsen and his aides in- 
spected the exhibition and, in addition, visited lead- 
ing war production plants in Jamestown. At Art 
Metal Construction he was received by President Algot 
J. E. Larson and Carl L. Elofson, vice-president in 
charge of sales, who accompanied him on his trip 
through the plant. 


Art Metal Products at the “War Fair” 


A set-up. of ammunition boxes and several sections 
of the long track that carries the cartridges from 
boxes to the tail gunner on the “Liberator” bomber 
occupied the central position in the Art Metal display. 
This was flanked by sections of radio and “Radar” 
cases. A food locker destined to soar above an allied 
convoy in a Navy blimp, the fuselage door, carburetor 
elbow and waist gunner’s folding seat for the Grum- 
man “Avenger” were also shown. 

Timely in the light of the promised invasion of 
Western Europe was the troop bench, a row of seats 
hollowed out like pans to accommodate the extra 
parachute worn by paratroopers. This bench lines the 
side of the fuselage in the paratroop-carrying Curtiss 
“Commando,” and is made to hang on a spring hinge 
that snaps the seats back against the wall when the 
men rise to prepare for their jump. Another interest- 
ing item was the crab dolly, so-called because of the 
crablike action of its heavy, low-slung wheels. This 
is used on airplane carriers, each wheel being run up 
into a dolly and secured by a bar at front and rear. 
The deck crew maneuvers the planes into position by 
means of hooks caught into the sides of the dollies. 

Many a Navy flyer has been guided successfully to 
his destination and charted safely back to his carrier 
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base by another Art Metal product displayed in the 
show. This is the aircraft navigational chart and 
plotting board, made by the Postindex Division of Art 
Metal. A chart and a set of forms for recording 
weather conditions, enemy data, and so on, are set in 
a tray beneath a transparent sheet upon which the 
course is plotted and the records noted. This can be 
cleaned off in readiness for another flight when the 
records have been transferred to a permanent log, for 





ARMY EXPERTS VISIT JAMESTOWN WAR PLANT'S 
11-DAY WAR EXHIBIT.—During his one-day visit to 
Jamestown war production plants on January 25, Lt. 
Gen. William S. Knudsen, office of the Under Secretary 
of War, spent considerable time at the Art Metal dis- 
play (January 19-29) at the Hotel Jamestown, and at 
the company’s big plant. Top, pictured on the tour 
of the plant were (left to right) Charles W. Simpson, 
advertising and sales promotion manager; Roscoe W. 
Clark, vice-president in charge of the contract division; 
Carl L. Elofson, vice-president in charge of sales; Gen- 
eral Knudsen; Algot J. E. Larson, president; Albin John- 
son, superintendent of Plant No. 1; Major Lenox C. 
Lewis, A. C. Area representative, A. A. F., Matériel 
Command, Buffalo, N. Y.; Capt. John J. Shields, A. C. 
Production Office, Buffalo Area Matériel Command; 
and Lt. Col. William C. Collins, A. C., aide to Gen. 
Knudsen. Center, front view of the Art Metal display 
at the exposition, showing a food cabinet for a Navy 
patrol bomber, several sections of a “Liberator” 
bomber ammunition track, with a set of ammunition 
boxes, a chartboard for flight navigation, fuselage door 
of a Grumman “Avenger,” various cases for Radar 
equipment and troop benches for planes carrying 
paratroops. Below, ship’s door, rudder and wing tip 
for Navy patrol bomber, and “crab dolly” used beneath 
the wheels of carrier-based planes. Inset, Art Metal 
Construction’s “E” Award poster, prominently dis- 
played in plant during Gen. Knudsen’s inspection tour. 


which space and a clip are provided in a drawer 
beneath the tray. 

The Army-Navy “E” Award for excellence in pro- 
duction of war material was presented to the Art 
Metal Construction Company last October at the in- 
stigation of the Navy. As comprehensive as the ex- 
hibit in the “War Fair” was, it represented only a few 
of the many varieties of war products that have been 
turned out and are continuing to be made in large 
volume through the great manufacturing facilities in 
the three plants of the Art Metal Construction Com- 
pany, which have been entirely engaged in war pro- 
duction for over two years. 
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NATIONAL DUPLICATING 


PAYROLL 


EARNINGS RECORD 


ae 


PAYROLL SYSTEM 


Here is a complete record of weekly earnings and deduc- 
tions for 8 employees for a full year... 16 employees for six 
months... or 32 employees for a quarterly period. + Can also 
be adapted to daily, bi-weekly, semi-monthly and monthly pay 
periods if separate time records are used. + Easy to use. Dupli- 


STATEMENT OF EARNINGS cate perforated sheet becomes statement for employees. No 


AND DEDUCTIONS FOR 
WAGE AND HOUR 
WITHHOLDING TAX 
SOCIAL SECURITY 

REPORTS AND 

WAR BOND DEDUCTIONS 


figures to recopy. All records made at one writing. Original 
and recap sheets on ‘'Eye-Ease’’ paper. 


Available in 2 styles ... No. 565 Tumbler Bound Style and 
No. PR85 in Loose Leaf Form. 


Write for descriptive folder No. PR3 





A PRODUCT OF NATIONAL BLANK BOOK COMPANY, HOLYOKE, MASS. 
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REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 
ACTIVITIES OF THE MONTH IN EVERY DIVISION OF THE INDUSTRY 


REMINGTON RAND ADVANCES PORTER, RUMBLES 

James H. Rand, Jr., president of Remington Rand, 
Inc., has announced the appointment of Preston B. 
Porter, vice-president, as director of public relations 
for Remington Rand and its subsidiary and affiliated 
enterprises. At the same time, Mr. Rand announced 
that Arthur R. Rumbles, vice-president and general 
manager of the company’s system products division, 
has also been made general manager of the photo- 
graphic records division formerly headed by Mr. Porter. 

In announcing the appointments, Mr. Rand said, 
“Remington Rand has successfully met and solved its 
problems arising out of the transition from peace 
through defense and into all-out war. In a large 
measure what we have accomplished is due to the 
results of our plan of divisional organization begun 
in 1937. 

“Without the intimate knowledge of facilities, engi- 
neering, and the co-ordinated teamwork which divi- 
sional management brought about, our company could 
never have made its great contribution in the pro- 
































PRESTON B. PORTER ARTHUR R. RUMBLES 


duction of vital war matériel, nor maintained the 
steady flow of its regular products so essential to the 
armed forces and war industries. 

“The crisis of the national emergency,” Mr. Rand 
continued, “prevented our carrying out all phases of 
our organizational program. Now, however, that we 
have met and mastered our wartime responsibilities, 
we are able to proceed with the further development 
of our public relations program, designed to keep our 
policies in harmony with the American people in the 
war and post-war periods, and to translate to every 
member of our organization their responsibility to 
the public in helping America reach its destiny of a 
continuing peace and prosperity for all. 

“Mr. Porter has been general manager of our photo- 
graphic records division since 1932 and has been asso- 
ciated with the management of the company for over 
25 years. His wide knowledge of its affairs, together 
with his broad personal acquaintanceship, especially 
fit him to direct and co-ordinate our public relations 
activities. Mr. Rumbles’ notable success in handling 
the widely varied affairs of the system products divi- 
sion make him the logical choice to carry forward 
the extension of the photographic records division.” 
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OXFORD FILING SUPPLY PROMOTES REYNELL.. 

The Oxford Filing Supply Company, Brooklyn, N. Y., 
has announced the appointment of Charles E. Reynell 
as sales manager of the organization, effective Febru- 
ary 1. 

Mr. Reynell is completing 20 years of service with 
Oxford, all of it spent in sales work. He pioneered the 

















CHARLES E. REYNELL 


Oxford line in the 1920’s, in many sections of the mid- 
western and southern states, and as a consequence is 
well and favorably known to office supply dealers 
throughout half the country. In recent years he has 
supervised Oxford sales in the important New York 
City area as well as all other territories which he had 
been instrumental in developing. Now in taking over 
complete sales management of all territories, he as- 
sumed a task for which he is particularly well fitted. 

Mr. Reynell will continue to make his headquarters 
at the company’s New York office at 109 Worth Street, 


New York City. 
In connection with this change, Richard A. Jonas, 











R. A. JONAS, SR. R. A. JONAS, JR. 


Jr., former sales manager, becomes general manager 
and Richard A. Jonas, Sr., chairman of the company. 

Mr. Jonas, Sr., still active at 80 years, founded the 
filing supply business in 1909, after many years of 
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RIGID INSPECTION 


THAT HELPS YOU SELL 


RED FEATHE 
STENCILS 


Every Red Feather Stencil is inspected 
five times: (1) Raw Material, (2) Coat- 
ing, (3) Mounting, (4) Top Printing and 
(5) Assembly. 





This is the dealer’s assurance of Customer satisfaction and a 


greater repeat business. 
GENEROUS DEALER PROFITS 


Our streamline production methods, enable you to sell superior 
merchandise at a competitive price and still enjoy a generous 


profit. 


It pays to standardize on the complete Red Feather Line — 


attractively packaged to sell. 


WRITE FOR DESCRIPTIVE CATALOG 





RED FEATHER PRODUCTS LTD. 


Redwood City - California 
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experience with paper products. Originally known as 
the Record Card Company, the firm adopted the use of 
the brand name “Oxford” in 1918; three years later 
the name of the company was changed to its present 
style. Dick Jonas, Jr., who started with his father in 
1911, gathered many years of practical training both 
on the road and in the factory before becoming sales 
manager in 1926. He steps into his new job as general 
manager with the good wishes of many friends and 


co-workers in various parts of the country. 
ee 


L. R. ADDINGTON NAMED VICE-PRESIDENT AND 
MANAGER OF WABASH FILING SUPPLIES, INC. 
Algot J. E. Larson, president and general manager of 

Art Metal Construction Company, Jamestown, N. Y., 

has announced the appointment of L. R. Addington 

as vice-president and manager of Art Metal’s new 
subsidiary, Wabash Filing Supplies, Inc., Wabash, Ind. 

Mr. Addington (“Add” to his friends) is widely 
known in the system selling field, having sold systems, 
filing supplies and equipment for the past 17 years. 


























L. R. ADDINGTON 























J. F. ROBINSON 


EDWARD L. LITTLE 


He has been located in Detroit since 1936 as branch 
manager for an old established manufacturer, a post 
in which he was responsible for the training of branch 
and dealer salesmen in systems selling methods. A 
native of Tennessee, he was educated at Clarkson 
College of Technology, Potsdam, N. Y., where he 
studied civil engineering. He is a past vice-president 
of the Detroit chapter of the National Office Manage- 
ment Association and was until recently chairman of 
the methods committee of that chapter. He will have 
complete charge of the operation of Wabash Filing 
Supplies, Inc. 

Management and sales personnel of the company 
will be retained. Ed Little, widely known for his life- 
long experience in selling filing supplies, will con- 
tinue as sales manager, and J. F. Robinson, for many 
years superintendent and production manager of the 
Wabash plant, will carry on in that position. 


—— _ —~o——e9 

NEW ORGANIZATION TAKES OVER NATIONAL 
SALES OF THE RITE-LINE COPYHOLDER 

Sales and distribution of the Rite-Line copyholder 

for the United States is now under license by Rite- 
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Line Sales Company Inc., of 101 Park Avenue, New 
Torn, N.Y. 

Louis Stock, known as one of the pioneers in the 
copyholder industry, is at the helm in the new organ- 
ization as vice-president and sales manager. 

Mr. Stock started back in 1918 as the first New 
York manager of the old Line-A-Time Manufactur- 
ing Company. He continued in that capacity until 
1927, when the old company went into the Remington 
Rand merger. Mr. Stock managed the Line-A-Time 
division of Remington Rand until 1937, when he 
resigned. 

When the Rite-Line Corporation was organized in 
1939, Mr. Stock was among the first to be invited to 
take over the distribution in metropolitan New York. 


ee 

UEF’S BRIDGEPORT PLANT WINS “E” AWARD 

The joint efforts of the management and the 1,900 
employees of the Underwood Elliott Fisher plant at 
Bridgeport, Conn., in attaining high standards in war 
production were appropriately recognized by the 
joint Army and Navy Board on February 16. The 
occasion was highlighted by the presentation of the 
Army-Navy “E” award in special ceremonies at 3 p.m. 
at the Klein Memorial Auditorium in Bridgeport. 
Philip D. Wagoner, president and general manager 
of the Underwood Elliott Fisher Company, accepted 
the award for the company, with Donald S. Sammis, 
works manager of the Bridgeport plant, representing 
the employees. 

In war work since September, 1941, the Bridgeport 
plant has successfully made the difficult conversion 
from its peacetime manufacturing to that of pro- 
ducing vital war goods. The plant and its employees 
produce component parts for ammunition, pereussion 
primers, percussion fuse magazines, fuses, anti-air- 
craft gun parts, aircraft instruments, and many im- 
portant parts for the famous U. S. carbine. The win- 
ning of the Army-Navy “E” is in the order of a well- 
deserved recognition of the tremendous task that the 
Bridgeport plant accomplished in making the conver- 
sion from producing Sundstrand adding and account- 
ing machines and Elliott Fisher accounting machines 
to make war goods for the armed forces. 

Representing the state of Connecticut in this cere- 
mony was Gov. Raymond E. Baldwin, who spoke on 
the significance of the Army-Navy “E”. Brig. Gen. 
G. H. Drewry, District Chief, Springfield Ordnance 
District, made the presentation of the Army-Navy 
“E” flag. Mr. Wagoner, president and general man- 
ager, delivered the speech of acceptance. 

Lieut. Commander E. D. Taylor, Hydrographic Office, 
Navy Department, Washington, D. C., assisted by Pvt. 
Zenon Trasewick, presented the “E’” emblem pins. 
Pvt. Trasewick is a wounded tank corps veteran of 
the North African campaign and at present an em- 
ployee of the Underwood Elliott Fisher Company. 
The employees’ committee receiving the pins was 
Stanley Beans, Norman Butt, Myrna Carlson, Marie 
E. Crook, William Lutters and Ragner L. Olson. Mr. 
Beans made the acceptance speech on behalf of the 
employees. 

Many Connecticut and Bridgeport leaders of indus- 
try and business were honored guests at the cere- 
mony. Appropriate music was furnished by the Vet- 
erans of Foreign Wars band, and Mrs. Ruth Bowman 
Peet lead the singing of the “Star Spangled Banner” 
and “America.” 





c<xecusce 8s. P48 Kh Ge 


Page 133 of the February issue of OrrICE APPLIANCES 
carried a story of the official opening of the new Met- 
wood showrooms in New York City on January 13. 
In the story, Mr. Turman’s partner was referred to 
as Gil English; actually the gentleman’s cognomen is 
English E. Gilbert. We regret the error. 
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isplays like these are turning 


huge Quink demand into sales 


—~SaelyY 


@ Store managers all over the country report— “displays 
of Parker Quink build business like magic!” The reason: 
Parker Quink—America’s largest selling brand—is the 
one ink with consumer demand. 


Only Parker Quink contains solv-x. This special in- 
gredient protects pens of every make against the major 
causes of all pen breakdowns—corrosion of metal and 
rotting of rubber caused by highly acid inks. So/v-x cleans 
pens . . . ends clogging. 


In a single year, Quink’s exclusive solv-x story is backed 
by a million dollars in advertising. Magazines, news- 
papers, radio, special promotions and display are bringing 
your customers the news of Quink with solv-x. 


For bigger ink volume, for steady sales— put up mass 
displays of Parker Quink on counters, in windows. Full 
range of colors: 7 permanent, 2 washable. Two popular 
sizes: 2 oz. 15¢; 4 oz. 25¢. The Parker Pen Company, 
Janesville, Wis., and Toronto, Canada. 





500% SALES BOOST ON 
PARKER QUINRK! That’s the 
amazing sales increase reported 
by the owner of this fine Quin: 
window in a Kansas City store. 
Note the feature of 25¢ size. 
Quink’s exclusive solv-x story and 
its tremendous advertising pro- 
gram assure big sales in any store. 
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* AVERAGING 51 BOTTLES OF PARKER QUINK A 
DAY since putting in our window and have sold over 
600 packages of V -Mail,” writes Mr. John Gromek of 
H. L. Green Company, 542 S. Fourth St., Louisville, 
Ky. Display Quink—the customers do the rest. 





*9 GROSS OF QUINK ORDERED IN PAST 20 DAYS,” 
says the manager of a large New York chain store in 
writing about his displays. “47% of our ink volume is 
now in 15¢ Quink. Only 32% is in the 10¢ inks.” 
Customers want this better ink. 


PARKER Quink 


The only ink containing pen-protecting solu-x 
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Dealers Give 


ENTHUSIASTIC 
APPROVAL 


to Our New 


TRUE MARK 


MASTERITE 
PLATEN 


Accepted As The 


STANDARD OF 
PERFECTION 


FOR 
PLATEN 
REPLACEMENTS 
ON ALL 
OFFICE 
MACHINES 


USE 


ONLY THE BEST 
TO 


“KEEP °’EM TYPING” 


Ames Supply Company 


564 W. Randolph St., Chicago 











37 Murray St., 583 Market St., 
New York AGENCIES San Francisco 
1905 Commerce St., | PRINCIPAL CITIES 11 Pryor St., 
Dallas Atlanta 














GUNLOCKE EXECUTIVE COMPLETES 25TH YEAR 

Ernest Child, treasurer and general manager of the 
W. H. Gunlocke Chair Company, Wayland, N. Y., was 
honored on his completion of a quarter-century of 
service to the company early in February. 

Mr. Child entered the employ of Gunlocke immedi- 
ately following his discharge from the Army in 1919. 
He was the company’s accountant and assistant to 
the founder, W. H. Gunlocke, until 1927. For several 
years he guided the destinies of the Cortland Cabinet 
Company, Cortland, N. Y., a Gunlocke enterprise that 
has since been disposed of. In 1930, he took over the 














ERNEST CHILD 


company’s sales representation in the northeastern 
states, and was largely responsible for the develop- 
ment of the school furniture division, an increasingly 
important part of the firm’s business. 

When Howard W. Gunlocke joined the armed 
services in 1942, Mr. Child assumed the general man- 
agement of the company. His 25 years of service have 
brought him the felicitations of friends and business 
associates all over the country. The company, to mark 
the event, presented him with the customary gift of 
a leather lounge chair. OFFICE APPLIANCES joins his 
friends and associates in wishing him another quarter- 
century of vigorous and successful business activity. 


9 
WATERBURY NEW REMINGTON RAND WHOLESALE 
PORTABLE REPRESENTATIVE IN CHICAGO 

Effective February 15, Guy H. Waterbury became 
wholesale portable typewriter representative of Rem- 
ington Rand, Inc., in the Chicago area. He succeeds 
to the position held so long by the late J. Henry 
Schroeder. Mr. Waterbury expresses the hope that he 





G. H. WATERBURY 
can carry on the fine, friendly work done through the 
years by Mr. Schroeder among dealers in the territory. 

A broad experience in merchandising equips Mr. 
Waterbury for his new responsibilities. During the 
past 11 years he has been connected with Sears, Roe- 
buck & Company as buyer of typewriters and office 
supplies for resale. Previously for some years he was 
engaged in similar buying activities for large depart- 
ment stores in various parts of the country. He 
knows typewriters and customer requirements, which 
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UALITY shows itself in the long run 


It’s after you’ve used a Bates Number- 
ing Machine, or Stapler, or any of the 
Bates Office Helps for years, that you 
really appreciate Bates Quality—you 
get useful service out of them long 
after cheaper appliances are on the 
scrap heap. 

And this Quality reputation of Bates 
Products is a great safeguard for the 
dealer—it marks his store as a place 
to go back to again and again; it 
builds repeat sales for Bates 
Dealers, and that is where pro- 
fits lie. 

From one end of the country 
to the other you will find Bates 
Office Helps on sale at the bet- 
ter stationery stores and rubber 
stamp dealers—the stores that 


Bates List Finder 
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know that there is no service that 
compares with offering quality mer- 
chandise at a fair price. 

Take extra care of Bates Products 
you have in these wartimes; make 
that extra quality pay extra dividends 
in extra long wear, for some Bates 
Products will be scarce as long as we 
are turning metals and manpower 


into munitions. 


Bates Stapler 
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Bates Numbering Machine 
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PROLONGS the LIFE 


Now’s the Time 
to Push this Best-Seller! 





Your customers can’t get new typewriters but 
they can make the ones they have operate with 
much less noise, less vibration . . . make them last 
longer. KIL-KLATTER absorbs typing shock, pro- 
tects parts from shaking loose, postpones the need 
for repairs. KIL-KLATTER gives typewriters a more 
comfortable “feel” that typists like, reduces typing 
fatigue. 


Made of famous OZITE ALL-HAIR Felt, with 
treated top to prevent machine legs from digging in, 
and non-skid bottom to reduce danger of typewriter 
sliding off desk. Size 11 x 13, fits all typewriters 
and many business machines. 


With so many office supplies hard-to-get, KIL- 
KLATTER is more important to you than ever for 
building sales and profits. Made of non-critical 
materials, you can replace stock promptly. 





FREE DISPLAY CARDS: 
with orders for a dozen 


ALA TIER 


or more pads we'll send 
you FREE a colorful dis- 
play card and a quan- 
FITS ALL 


TYPEWRITERS 
RETAILS AT 


tity of 2-color mail en- 
closures imprinted with 
your name. 

DEALERS: Pin coupon 
to your letterhead for 


Free Sample. 

















AMERICAN HAIR & FELT COMPANY, 

Dept. D3, Merchandise Mart, Chicago. 

Send FREE sample KIL-KLATTER Typewriter Pad and full infor- 
mation about prices and discounts. 


FIRM NAME 


ADDRESS 
cITY . ‘ STATE 





will enable him to assist dealers in solving their mer- 
chandising problems related to portables. His first 
function will be to renew contracts in the territory 
and consult with dealers on post-war sales plans. As 
he expresses it, he will devote himself to being a 
sales service assistant to office machine retailers. 


Manpower shortage in the organization of Schuster 


and Ward, Inc., Chicago, has been solved in a beau- 


| tiful manner in the person of Miss June Marsh. With- 








109 
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in a short time after she was added to the staff, Miss 
Marsh demonstrated her ability to make surveys and 
analyze accounting problems preparatory to working 
out forms and installing peg board, payroll or 


| mechanical bookkeeping systems, as needed. She re- 

















JUNE MARSH 


ceived her training under the expert guidance of 
William L. Schuster, head of the firm prior to his 
recent retirement. 

Miss Marsh graduated from Morton High School 
in Cicero, Ill., in 1940. As she had majored in retail 
selling, her first business connection was with a retail 
department store—Carson, Pirie, Scott & Company, 
Chicago. Subsequently she worked as a telephone 


| operator while studying mechanical drafting. Then 
| followed a period of drafting at a defense plant, from 


which connection she transferred to Schuster and 
Ward a short time ago. Drafting skill is a great help 
to her in designing and laying out bookkeeping forms. 


————_-—>—e 
| TODD TO MANAGE R. P. LEWIS STORE IN DETROIT 


‘ 


The R. P. Lewis Company, Flint 3, Mich., has an- 
nounced the appointment of Kenneth M. Todd as 
manager of the Leonard Division store in Detroit. Mr. 
Todd is well known to the trade through his long as- 
sociation with Horder’s which terminated early in 1943. 

















KENNETH M. TODD 


He joined the Lewis organization in November of the 
same year. 

In accepting the new post, Mr. Todd will be assum- 
ing the duties of Charles Booth, former manager, who 
has been recuperating in Florida since Christmas. 
C. W. Leonard has assumed the merchandise man- 
agership for the entire organization. 
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BOORUM « PEASE OFFERS 


immediate delivery on 


RING BOOKS! 


All steel rings 
Canvas and 
imitation 
leather 
cover's 






In spite of the many problems brought 
about by the War, BOORUM & PEASE is 
extremely fortunate in being able to make 
these high quality RING BOOKS available 
to you with IMMEDIATE DELIVERY. 
THE SMART STATIONER anticipates 
the needs of his customers, and always 


All Popular Sizes 










has on hand, the best in products to 
reaffirm the faith of old customers, and 
to create a popular market for new cus- 
tomers. BOORUM & PEASE products carry 
the mark of traditional, fine-quality — 
known to American business for over a 
CENTURY! 


SEND YOUR ORDER DIRECT OR PLACE WITH ONE OF OUR SALESMEN TODAY 





B& ease 


| 
4 Way TO KEEP !*° 


GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN, N. Y 
BOSTON: 29 OTIS ST. ¢ ST. LOUIS: 115 SO. 8TH ST. * CHICAGO: 538 S. WELLS ST. 


NEW YORK CITY SALESROOM: 
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DERMA-RILT 


FILING EQUIPMENT 





MADE FOR 


TABULATING 
CARDS 
® 
FINGER 
PRINT CARDS 
* 
TIME CARDS 
« 
5“’x3"" CARDS 
6"’x4" CARDS 
8x5" CARDS 
9’’x6"" CARDS 


Many Dealers sell PERMA-BILT Files because they offer the most 
for the money. They are designed to facilitate posting, filing and 
finding of record cards that are so vital to production. A posting 


or reference shelf is available which is inserted between units and 
pulls out 18". All drawers are individual and are not too heavy to 
carry between desks and the cabinet. Because of the Compressor 
gives 


and features of design PERMA-BILT Filing Equipment 
MAXIMUM capacity in the MINIMUM floor space. 


The Compressor is positive in 
operation and will hold cards in 
file even if drawer is inverted. 
It is about '/2"" thick and remov- 
able without the use of tools. 


WRITE FOR DETAILS AND PRICES 


PERMA-BILT EQUIPMENT CO. 


HANNA BUILDING * CLEVELAND 15, OHIO 


DERMA-BILT 
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at established retail prices. 
| * 





GREAT LAKES TRAVELERS CLUB NOTES 


At the regular monthly business meeting held in 
the Sherman Hotel Friday, January 28, the member- 
ship of the club was well represented. An out-of-town 
dealer present was Jess Peck of the Springfield Sta- 
tionery Company, Springfield, Ill. Following the read- 
ing and acceptance of the reports of the secretary and 
treasurer, Raynes Davis, manufacturers’ representa- 
tive, was elected to membership. President Bill Cox 
called on Herb Walsh as chairman of the committee 
co-operating with the Illinois Booksellers & Stationers 
Association and the Sixth District of NSA in making 
plans for the coming annual meeting. Mr. Walsh said 
that arrangements had been made to hold the meeting 
at the Edgewater Beach Hotel April 27, 28 and 29. 
At his suggestion the club voted to sponsor a House of 
Friendship before and after the banquet to be held 
Friday night, April 28. Another item of business trans- 
acted was the appointment of Treasurer Duncan 
Conklin as registrar of the club. This was done to 
conform with the requirements of the State of Illinois 
in filing the annual report as an incorporated asso- 
ciation. 

* * * 

Three stationers and an eastern manufacturer 
graced the table at the February 11 meeting of the 
Great Lakes Travelers Club, the stationers including 
A. J. Walker of Farnham Stationery & School Supply 
Company, Minneapolis; Nelson Shepherd of Midwest 
Press & Supply Company, Sioux Falls, S. D., and C. B. 
Horr, Horder’s, Inc., Chicago. The manufacturer was 
Horace Van Dorn of Joseph Dixon Crucible Company, 
who told something of the meetings of the eastern 
group of the Manufacturers Division of NSA held in 
New York, dwelling particularly on moderate tariff 
as it might be essential to the successful operation of 


| the stationery industry. Mr. Walker, past president 


of NSA, had something to say on the value of selling 


* * 


More than 30 members and dealers were present at 


| the luncheon held Friday, February 18. Among the 


out-of-town visitors were Maynard Westring, Mid-City 
Stationers, Rockford, and Tony Markelz of The Book 
Shop, Joliet, Ill. Mr. Westring is president of the 
Illinois Booksellers & Stationers Association and Mr. 
Markelz is on the executive board of that group. They 
were in Chicago for consultation with members of 
the Great Lakes Travelers Club in connection with 
the forthcoming joint meeting of IBSA and NSA Sixth 
District at the Edgewater Beach Hotel. Another dealer 


| present was Bill Schuster of Schuster and Ward, Inc., 


Chicago. Officially Mr. Schuster has retired but he is 
still in the process of winding up his business affairs. 
— 
COMMERCIAL STATIONERY PARTNERSHIP 
FORMED 


Martin M. Moldow, formerly with Mutual Stationers 
Supply Corporation, New York, for the past ten years 


| has joined in partnership with Ralph Halpern, who 
| has been in business under his own name for the past 


25 years in New York City. The firm is known as 
Ralph Halpern Company, and is in the wholesale com- 


| mercial stationery business with quarters at 100 Worth 
| Street, New York. 


Oe 
INDIANAPOLIS FIRM TO HANDLE BROWN PAPERS 


The L. L. Brown Paper Company, Adams, Mass., has 
announced the appointment of The Central Ohio 
Paper Company, Indianapolis, Ind., as a distributor of 
Resistall linen ledger and Resistall index bristol, 100 
per cent new white rag papers. Both of these products 
are said by the manufacturer to be resistant to oil, 
water, abrasion and extreme heat. They can be im- 
mersed and rubbed without disintegration, say the 
makers, and can be sponged clean like celluloid when 
soiled. 

1944 
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There’s plenty of good i in...GOOD WOOD 















ALL-WOOD BUSINESS CHAIRS 


nt ( TKES COMPANY, Inc. 


BUSINESS CHAIR MANUFACTURERS, BUFFALO, N.Y. 














































































































“ALL THE QUALITY THE MONEY WILL BUY”! 
J-S-STAEOTLER,INC. 


53-SS WORTH STREET 
NEW YORK,N.Y. 
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STEIN BROS. BUSY IN PRODUCTION OF VITAL 
DELIVERY CONTAINERS FOR U. S. AIR FORCES 


Food, ammunition, guns, medical supplies, and 
other vital equipment are being delivered on our 
fighting fronts daily to stranded troops and para- 
troopers by the United States Air Forces through the 
medium of delivery containers. These are usually 
packed at various air depots and dropped at points 
of delivery from huge transport planes. Different 





THE STEIN-BUILT A-5 DELIVERY CONTAINER 
LANDING VITAL SUPPLIES FOR PARATROOPERS 


colors of parachutes designate the types of materials 
prepared for shipment. 

These containers and many other war products are 
being shipped daily in ever-increasing quantities from 
the Stein Brothers’ plant to the war fronts. Since 
1941, this company, one of the first in the industry 
to offer its facilities to the Government, has played 
an important part in the war effort. 

Meanwhile, satisfactory progress is being maintained 
by Stein in keeping civilian business and dealers sup- 
plied in spite of restrictions and handicaps. 

einai 


KNOCHENHAUER JOINS DIEBOLD ORGANIZATION 


When Diebold, Incorporated, Canton, Ohio, recently 
acquired Visible Records Equipment Company of Chi- 
cago, Karl Knochenhauer, associated with Visible Rec- 
ords for many years, joined the Diebold organization 





, 














KARL KNOCHENHAUER 


as sales executive. He will devote his time to working 
with Diebold’s office equipment dealers. At present, he 
is covering various Diebold territories, familiarizing 
dealers with many advanced Diebold systems equip- 
ment products. 
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IMPERIAL 


Hecto carbon that flunks the eyesight test has no 
place in a.busy office. 1A IMPERIAL is A-1 with us— 
because it scores 20-20 every time. Whether the 
boss wants a dozen bulletins or 500 price sheets, 
we know that the last copy will be just as clean and 
beautifully distinct as 
the first. Not:many 
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IMPERIAL HECTO is making sensational headway 


‘ION in offices, banks, insurance companies and in- 
ntly dustry. Above and beyond its QUALITY, it has 
Chi- an edge in VALUE that nobody can ignore. We 
Rec- GUARANTEE THAT YOU CAN MAKE MONEY 
tion WITH IMPERIAL. We also guarantee that you 


will enjoy the warm, friendly relationship with 
PEERLESS-IMPERIAL. Let's get to know each 
other better. Write today for samples and price 
schedule. Available in MEDIUM and INTENSE 
grades, with a LONG-DISTANCE sheet capable 
of more than 500 copies. 


TO MOST DEALERS IMPERIAL HECTO IS A NEW AND WELCOME PROFITMAKER! Let's not lose sight of 
the important fact that PEERLESS-IMPERIAL makes a complete line of quality ribbons and carbons—a 
valuable franchise, a year ‘round profit producer! 






=~ GENERAL OFFICE AND FACTORY: 
zing 401-407 MULBERRY ST., NEWARK 2, N. J. 
uip- NEW YORK OFFICE: 321 BROADWAY 


THE KEY MEN OF AMERICA . . . Meonviacturers with the deolers’ viewpoint 
DETROIT, 37 Linden St., River Rouge, Mich. e CHICAGO, 179 W. Washington Street 
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“9600” 


METROPOLITAN sex. 


THE COMPLETE LINE OF FILING EQUIPMENT 


IN STEEL... For Every Heliug Weed 





METRO2D 


FILING 








AERODYNAMIC PRINCIPLES IN YOUR FILING __ 
EQUIPMENT. 


rout Steck Sales | ; 


300 EAST 145TH STREET NT i'n 40) 1,40) Fa a 
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2645 2647 2658 2658CH 2600 


No. 2605 —FIVE DRAWER LETTER FILE 


No. 2604 —FOUR DRAWER LETTER FILE 


No. 2614 —COMBINATION FILE, THREE LETTER, TWO DOU- 
BLE COMPARTMENT CARD DRAWERS (3x5 or 4x6) 


2645 —COMBINATION FILE, THREE LEGAL, TWO TRIPLE 
COMPARTMENT CARD DRAWERS (3x5) 


2647 —DOCUMENT FILE, FOUR TRIPLE COMPARTMENT 
DRAWERS 


2658 —CARD FILE, SEVEN DOUBLE COMPARTMENT 
DRAWERS (5x8) 


2658CH—CARD FILE, FIVE DOUBLE COMPARTMENT 
DRAWERS (5x8) 


“No. 2600 —KNEE SPACE UNIT WITH DRAWER 
| —THREE DRAWER LETTER FILE 
—TWO DRAWER LETTER FILE 








ANDERSON CO. BUYS THREE-STORY BUILDING 
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2613 2636 1840 2644 2648 2655 


. 2612 —COMBINATION FILE, ONE LETTER, TWO DOUBLE 
COMPARTMENT CARD DRAWERS (3x5 or 4x6) 


. 2613 —COMBINATION FILE, TWO LETTER, TWO DOUBLE 
COMPARTMENT CARD DRAWERS (3x5 or 4x6) 
. 2636 —SIX DRAWER CARD FILE, DOUBLE COMPARTMENT 
(3x5 or 4x6) 
. 1840 —STORAGE CABINET 


. 2644 —EIGHT DRAWER CARD FILE, DOUBLE COMPART 
MENT (3x5 or 4x6) # 


. 2648 —EIGHT DRAWER CARD FILE, TRIPLE COMPAR ‘ 
MENT (3x5) 


. 2655 —FIVE DRAWER INVOICE FILE 
. 2688 —EIGHT DRAWER VOUCHER FILE 
. 2630 —THREE DRAWER LEDGER FILE 


. 2616 —COMBINATION FILE, TWO LETTER, 
COMPARTMENT CARD DRAWERS ( 


. 2605C—FIVE DRAWER LEGAL FILE 


300 EAST 145TH 
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ar is emphasizing the toughness, yet 
finer qualities of KOH-I-NOOR Drawing 
PENCILS. Behind the lines — in the 
fo bdo pistol Mi dole) esl Mumm a:) ole) at-¥ d=) ol-tett-telhig 
tell of KOH-I-NOOR’S ability to “stand 
idol Me (00) MMMMe) MB ob lef oMEM-) ol-t-10 MB o) lot etobtole m 





And no wonder! For KOH-I-NOOR Draw- 
ing PENCILS have been the accepted 
standard of quality for over 50 years. 
WW Zo tlo de) (-M tele Ae l-) ol-sele lode) (Melton a:t-1-m 
they give you lines —crisp, sharp 
fob oe Me) ole Ce AUl- Menem del-ME Lolo ploled Male) ecl o)t elo 
tion for legible blueprints. And should 
you want soft, modulated tones for 
comprehensive renderings, you'll 
find the right degree in KOH-I-NOOR. 
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The RIGHT pencil for the RIGHT job 


KOH-I-NOOR PENCIL COMPANY, INC., 


BLOOMSBURY. NEW JERSEY 
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ANDERSON CO. BUYS THREE-STORY BUILDING 
Paul Anderson Company, San Antonio, Tex., has 
completed negotiations for the purchase of the build- 
ing now occupied at Broadway and Travis and will 
make it their permanent home. The structure has 
three stories, full basement and a large mezzanine. 
Stock room, order and shipping departments are in 
in the basement. The main floor is given over to the 
display and sale of stationery, drawing material and 
office supplies. General offices are on the mezzanine. 





NEW HOME OF PAUL ANDERSON CoO., SAN ANTONIO 


| The third floor is for office furniture, while the second 


floor houses the printing plant and a storeroom for 
furniture. 

Founded in 1910 in an upstairs location on Alamo 
Plaza, the firm moved to 121 Broadway two years 
later, remaining there until 1940, when it moved to | 
its present location. 

Paul Anderson, owner of the business, is a promi- 
nent man in the city. G. S. Thorne is his able assist- 
ant.—BCR 





SHAW-WALKER SPACE-SAVER EXPANDEX SPEEDS 
BANKING COMPANY’S CARD FINDING.—The problem 
of putting fingers instantly on any wanted liability 
card has been solved at the Morris Plan Banking Co., 
Boston, Mass., by the installation of the Shaw-Walker 
Space-Saver Expandex shown. Fully as important has 
been the reported improvement of customer relations. 
ae ieee 


FT. SMITH OFFICE OUTFITTER BUYS $2,500 IN WAR 
BONDS TO MARK FIRM’S 25TH BIRTHDAY 


Louis Cohen, proprietor of the Fort Smith Office 
Supply House, 20 South Sixth Street, Fort Smith, Ark., 
believes in combining advertising with patriotism. 
The idea, exemplified in his six column (72 inch) 
advertisement in the Fort Smith Times Record of 
January 31, is one that would be well worth imitating 
1944 
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Be Ready with the MASTER-CRAFT Line 





Loose Leaf 


Accounting 
Systems by 








America’s return to peace-time production will create new demands for loose- 
leaf equipment specially designed to simplify and speed up work. You can’t 
fill tomorrow’s new demands with yesterday’s “staple” loose-leaf line. You will 
need MASTER-CRAFT exclusive specialties — standardized merchandise such as 
Kopi-Spot Pay Checks and Pay Roll Records which permit four records to be 


made in one operation. 


Today, the demands of war make it difficult for us to establish new dealerships. 
But we'll gladly explain how you can secure more business and make more 


money tomorrow with the 2-in-l1 MASTER-CRAFT Line. Write us today. Exclu- 


sive franchise available in certain territories. 


MASTER-CRAFT CORPORATION . . . Kalamazoo, Michigan 


Division of The Shaw-Walker Co. 


MAST ER-LRAF | 


























WAR BOND JACKETS 
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WAR SAVINGS BONDS 
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WAR SAVINGS BONDS 
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For 


ADVERTISERS 


BUSINESS FIRMS 
Having The Payroll Deduction Plan 


BANKS 


War Bond Jackets are used by most Banks, Adver- 
tisers and Firms having the Pay-Roll Deduction plan. 
The Justrite Line offers the most complete line of War 


Bond containers on the market. All styles available’ 


—Open End, Open Side, Open Side with Flap—with 
and without glassine window. 

Of special note is the Open Side War Bond Jacket 
printed for Pay-Roll Deduction plans. Employer’s 
Firm Name imprinted on face—window shows em- 


ployees name. The most popular item for industry 
in the envelope field. 


Write for prices and samples immediately 


Vhe Hestrits Line 


Northern States 


ENVELOPE COMPANY 


Chicago Saint Paul 








by other dealers desiring to call attention to mile- 
stones in their business careers. 

Getting wholeheartedly behind the Fourth War 
Loan’s slogan of buying that “extra $100 Bond,” Mr. 
Cohen captioned his ad: 

Buy an “Extra $100 Bond’? 
We Will Do 25 TIMES That Much 
Tuesday, February 1 

The copy of the ad explained that Fort Smith Office 
Supply would buy a $100 Bond each from the first 
100 salesmen entering the store on its 25th anniver- 
sary, no purchase of merchandise being necessary. 

The effectiveness of the advertisement was further 
increased by a list of office items set in small type 
as a border. 








VICTOR MINUTE MEN GO ALL OUT IN FOURTH WAR 
BOND DRIVE.—Just nine days were required for this 
Victor Minute Man group to hit the $2,000 mark in 
pledges in the Fourth War Bond Drive. The entire 
Victor Adding Machine quota of $84,000 in War Bonds 
was raised in the first ten days by the organization's 
60 Minute Men, more than 85 per cent of the employees 
pledging themselves to buy extra bonds. Front row, 
left to right: Louis Reinisch, Sara Dovre, Marsela 
Walsh, Mallie Perez, Tom Clark and Ethel Rhode. Back 
row, left to right: Harold Pfister, Leonard Smith, and 
Frank Dickman. 


a 
DAVIDSON DUPLICATORS IN PROPAGANDA WAR 


“Words as a weapon of warfare” are proving to be 
a big attraction at the war exhibit in Treasury Center, 
located in the downtown display rooms of the Com- 
monwealth Edison Company, Dearborn and Adams 
streets, Chicago. All day long a stream of people stop 





DAVIDSON'S PSYCHOLOGICAL WARFARE EXHIBIT 


to examine the production of various propaganda 
leaflets such as are being used by our armed forces 
in the European war sector. These are much the 
same as those used with such success in the African, 
Sicilian and southern Italian campaigns. 

The leaflets might properly be called “Food for 
Thought—Shot from Guns,” for that is the way most 
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Bonafide Offer to Dealers 


Confidence in our CHALLENGER stencil 
prompts the following offer: To responsible 
companies we will ship an initial order of 
10 quires of mounted stencils or 25 quires 
of unmounted on a money back guarantee. 
Have some of your customers try these. If, 
at the end of 30 days they are not entirely 
satisfied, return the unused stencils and we 
will cancel our invoice in full. Satisfy your 
customers—increase your stencil profits— 


sell Challenger Stencils. 


EXPORT INQUIRIES INVITED 


For Further Particulars Write 


WINDSOR 


DUPLICATOR SUPPLY CO. 


125 WINDER AVE. 


DETROIT 1, MICH. 














90 





of them are distributed back of enemy lines. They 
are first reproduced in the most likely foreign lan- 
guage on Davidson duplicators and then packed about 
400 at a time in thin shells, fused to fire in mid-air, 
loaded into regular field pieces, aimed and fired into 
army enemy territory. Many of the enemy have come 
back to surrender waving leaflets they had found. 
Since many Chicagoans are versed in foreign lan- 
guages, these leaflets make interesting reading and 
are eagerly sought as souvenirs. The display is spon- 
sored by the Davidson Manufacturing Corporation of 
Chicago in collaboration with the Office of War In- 
formation. 


















A SECTION OF WATERS & WATERS NEW WAREHOUSE 
IN SAN FRANCISCO.—Modern, and carefully stocked with 
merchandise, packed and ready to ship, is this recently es- 
tablished outlet for Old Dutch inked ribbons and carbon pa- 
per. By dealer co-operation, requirements have been antici- 
pated and delivery time to consumers greatly reduced. The 
plant of Waters & Waters branch, Neidlich Process Division 
of Underwood Elliott Fisher, is located at Burlington, N. J. 
ee 


DIEBOLD RELEASES DISTINCTIVE SALES AID 

New, and strikingly effective, is the new eight-page 
sales brochure recently released to the salesmen and 
customers of Diebold, Incorporated, Canton, Ohio. The 
new advertising piece, measuring 81% x 11 inches, out- 





Aros Eig Mn 


ATTRACTIVE FRONT PAGE OF 
NEW DIEBOLD SALES HELP 


lines in detail the many advantages of “Cardineer” 
rotary files, one of the outstanding products of the f 
Diebold organization. 

The front page of the brochure, illustrated herewith, 
is built around one of the nation’s current song hits, 
“O, What a Beautiful Morning,” from the popular 
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HE production lines that are now speeding And in addition, A-S-E engineers have other 
huge quantities of war equipment on its way, _ important developments well under way—de- 
will “tomorrow” be utilized in producing the velopments that will win the preference of your 
sales winning line of A-S-E Office Equipment. 
i ; customers for the complete A-S-E line—devel- 
The 7000 line, long recognized as the out- : 
standing value in filing equipment, will again be — that lees mean bigger sales, faster turn- 
at the head of the parade. over for you tomorrow. 
. ALL-STEEL-EQUIP COMPANY, INC. 
, 603 John Street Aurora, Illinois 
s, 
ar 
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NEW CARD INDEX 


BARKLEY 24:12 TAB INDEXES 


Make FULLER use of your filing equipment 
by using BARKLEY Plastic Tab Indexes. 
They have their entire body above the 
guide card, saving inches of valuable 


space in any filing drawer. 


The magnified visibil- 
ity of BARKLEY Plas- 
tic Tabs is an equally 
important feature that 
your customers will 
apppreciate. 





ORE Pe -7.0 51.68 2 Ge. Oem 


ESTABLISHED 1921 
‘Manufacturers of Filing Supplies 
517 S. JEFFERSON STREET CHICAGO, ILL. 
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stage play, Oklahoma. All illustrations, one to a page, 
are given effectiveness by shadow-stripping in red on 
the bottom and right edge. A single head and brief 
descriptive paragraph complete the basic page design. 
Simplicity and the adroit use of white space lend ef- 
fectiveness and maintain reader interest. 

The booklet was designed by Don Cornell, advertis- 
ing manager of Diebold, Incorporated. 

pie ee 

DIXON “ELDORADO” PENCIL BOX, DOUBLING AS 
GIFT PACKAGE, WENDS WAY HOME FROM CHINA 


Not Ripley material, perhaps, but nevertheless a 
unique incident is this tale of the Dixon “Eldorado” 
pencil box that found its way to China and back. The 
story begins when Private John Tolley, stationed in 
China, discovered and purchased some Oriental jewelry 
during his travels. Then began a search for a suitable 








DIXON “ELDORADO” PENCIL BOX AT THE END 
OF ITS JOURNEY FROM THE HEART OF CHINA 


mailing box in which it could safely be sent to his 
mother, Mrs. C. G. Tolley, 375 Hutchinson Boulevard, 
Mount Vernon, N. Y. Pvt. Tolley’s father, incidentally, 
works for the Joseph Dixon Crucible Company in 
Jersey City, N. J. 

In due course the jewelry arrived, packed in a box 
labeled “One Dozen 2B, Dixon’s Typhonite Eldorado 
Pencils.” The elder Tolley lost no time in calling the 
coincidence to the company’s attention. 

eens 


NEW JERSEY TYPEWRITER FIRM IN NEW STORE 


The Morristown Typewriter Exchange, formerly lo- 
cated on Speedwell Avenue, Morristown, N. J., recently 


| moved into its new store on Park Place in the same 


city. The firm carries a complete line of typewriters, 
calculators and adding machines and is equipped to 
make all repairs in its own shop. In addition, a wide 
selection of desks, files, chairs and similar items are 
displayed. 

The Morristown firm is one of the oldest in the 
industry in Morris County, and its service department 


| maintains periodic inspection and service of office 


machines in five counties in the area. 
sn 


FORMER ALL-STEEL-EQUIP MAN NOW MAJOR 


J. W. (Bill) Goodhew, Jr., son-in-law of Alex Pat- 
terson, manager of All-Steel-Equip’s southern district, 
and formerly a salesman under Patterson, has been 
promoted to major in the Quartermaster Corps at 
Camp Blanding, Fla., it was learned recently. Bill en- 
tered the army as a second lieutenant in March, 1942. 

Major and Mrs. Goodhew and their two children 
have taken a house at Keystone Heights, Fla., near 
Camp Blanding. 
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in 
carbon paper quality but it is the name that makes it really valuable. 
box 
ado The name DAWN on a carbon sheet signifies the best of everything — 
the 
materials, workmanship, research. 
“te That’s why DAWN is the peer of carbons ... why it’s ina class all 
O- 
pond by itself when it comes to quality ... why it has no equal for saving 
time, waste and money. 
‘ide 
are s « 
... DAWN is the carbon that will not 
es Dawn gives you FLEXIBILITY—-PERMANENT CLEAR COPIES — 
EASY HANDLING — CLEAN ERASURES — SHARP IMPRESSIONS Old Town makes out- 
. standing inked ribbons 
. and carbon papers for 
ct, every conceivable use. 
en 
at 
-n- 
42. 
‘en RIBBON & Ow! CO. wwe. 
ar Foremost Makers of Ribbons and Carbons for Every Use 


750 PACIFIC STREET, BROOKLYN 17 NEW YORK, N. Y. 


ICAGO - SAN FRANCISCO - LOS ANGELES - BOSTON - PHILADELPHIA - WASHINGTON - PITTSBURGH - KANSAS CITY - -ST. PAUL 
NNEAPOLIS - ST.LOUIS - BUFFALO - DETROIT - NEW ORLEANS - BIRMINGHAM - MEMPHIS - ATLANTA - HOUSTON DENVER 
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IMPERIAL DESKS for QUALITY! 





I, is simple to utter claims of superi- 











ority for any product ... it is quite 
another thing to back up those claims 
with endorsement from those who are hi 
qualified to judge. IMPERIAL DESK’S Ww 
prestige in the desk manufacturing SI 
field has been earned the hard way. ne 
The trade recognizes the IMPERIAL ¥ 
DESK label as reflecting the ultimate ef 


in desk design and construction. 


Imperial quality is a strong tie joining M. 


IMPERIAL DESK CO. with its deal- = 





ers. We shall constantly strive to be or 


faithful to this tradition. ye 
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BILL SCHUSTER RETIRES 


On February 15, 1944, William L. Schuster retired 
and can be reached now (by mail) at DuPage Forest 
Estate, RFD, West Chicago, Ill. But retiring to be- 
come a country gentleman was not accomplished all 
in one step. Although Bill has been thinking for a 
long time about becoming a farmer, and purchased 
the estate some time ago, he found the process of 
severing connections with the business world difficult. 
Finally everything was arranged to terminate his re- 
lations with the firm of Schuster and Ward, Inc., on 
February 15. Legally his connection ceased as planned, 
but actually he had to carry on for several days in 
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W. L. SCHUSTER 





order to clear up all the business matters in which 
he was involved. 

Bill Schuster is an old-timer in the industry despite 
his youthful appearance and energetic step. His ex- 
perience embraces both retail and wholesale divisions, 
with a little manufacturing for good measure. For 
several years has was in charge of sales for the Chi- 
cago office of the National Blank Book Company. 
Subsequently he entered the retail field, culminating 
his career by establishing Schuster and Ward, Inc., 
nearly four years ago. Long an advocate of systems 
selling, he put his ideas into function and built a 
substantial business, specializing in duplicating ma- 
chines, ribbon and carbon systems, payroll systems, 
and so forth. The high skill he demonstrated so 
effectively in operating his business will doubtless find 
expression in his activities as a farmer. 

ee 


VICTOR ADDING MACHINE SHIFTS KEY MEN 


M. S. Bandoli, vice-president of the Victor Adding 
Machine Company, has announced the shifting of sev- 
eral key men in the organization to posts of added 
responsibility, effective February 1, 1944. This move 
was taken at this time in order to utilize the talents 
and experience of these men in post-war planning and 
organization work. 

Paul Schutt, director of service for the past three 
years, has been promoted to director of training for 
the distribution division. He will be responsible for 
sales and service personnel training and development 
and expansion of sales organizations, including special 
phases of the post-war distribution program. 

Frank Allin, a former district manager, who for the 
past several months has served as assistant to the 
vice-president, has been promoted to the post of direc- 
tor of service in the distribution division. He will be 
responsible for supervision of the national product 
service program, training of service personnel and 
negotiations in connection with certain phases of post- 
war activities. 

Lester Covey, former assistant purchasing agent, has 
been named assistant to the vice-president and will 
assume the duties formerly discharged by Mr. Allin. 

Charles Acox, formerly of the home office dealer 
distribution division, has been appointed a district 
Manager and is now covering four east central states. 
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Non-stop, non-skip, week in, week out, 
Our Ad-a-Week Campaign 


Rolls ‘round the country like a shout, 


From Oregon to Maine. 





Eye-stopping ads leap out from Time, 


From Life, from Liberty, 
From Sat Eve Post—to make sales climb 


As fast as one-two-three! 
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Ticonderoga’s on the air, 
To make new friends by ear— 


Ticonderoga’s everywhere 


At every time of year. 


D 





So push this pencil and display 
Its merits in your store; 


Stock up and feature—it will pay 





In sales through ’forty-four! 


A fine American Pencil with a fine American name 


TICONDEROGA 


Pencil Sales Department, 98-J3 
JOSEPH DIXON CRUCIBLE CO., JERSEY CITY 3, N. J. 
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When Victory in Europe is finally 


won ‘Peerless’ will again supply 
the discriminating buyer of steel 


office furniture. 


For your immediate and future use, 


we offer 


| WOOD FILING CABINETS 


Capable of long, easy operation. 


Steel progressive suspension slides 
are but one of these files’ many 


superior advantages. 


Built to Last a Lifetime by 


PEERLESS STEEL 
EQUIPMENT CO. 


UNRUH AND HASBROOK STS. 
PHILADELPHIA, PA. 
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WHOLESALE STATIONERS’ ASSOCIATION IN 29TH 
ANNUAL MEETING AND WARTIME CONFERENCE 


As this issue of OFFIcE APPLIANCES is put into dis- 
tribution the Wholesale Stationers’ Association of 
America will be swinging into full stride at its Twenty- 
Ninth Annual Meeting and Wartime Conference at the 
Hotel Biltmore, New York City. Scheduled for Mon- 
day, Tuesday and Wednesday, February 28 and 29 and 
March 1, the conference is built around a five-star 
program: 

What’s the Outlook for Civilian Supplies? 

A Buyer’s Market? When? 

What’s the Latest from Washington? 

How to Plan for Post-War Adjustments Now. 

Let’s Offer a Plan for Disposal of Surplus Govern- 
ment Stocks. 

Carefully chosen, important speakers will be fea- 
tured throughout the three-day meeting, among those 
invited to address the group being Henry A. Dinegar, 
director, Durable Goods and Products Division, Office 
of Civilian Requirements, War Production Board; Ed- 
ward R. Gay, director, General Commodities Division, 
Office of Civilian Requirements, War Production 
Board; and I. H. Bander, vice-president, McKesson 
and Robbins, Inc., New York. 

An entire panel discussion giving a comparison of 
views from opposite angles leading to a fresh approach 
to distribution methods will be featured, three whole- 
salers giving their versions from the angle, “If I Were 
a Manufacturer ...”, and three manufacturers airing 
their views under the head, “If I Were a Whole- 
“rd 

As usual, the exhibitors division of the meeting will 
be one of the highlights. Provisions for displays at 
the conclave have been made by the following man- 
ufacturers: 


Agency Paper Co. Josephson Manufacturing Co. 
American Lead Pencil Co. David Kahn, Inc. 
Arreo Playing Card Co. Koh-I-Noor Pencil Co. 
Automatic Pencil Sharpener Le Page’s, Inc. 

Co. The J. L. May Co. 
3ainbridge, Kimpton & Haupt, Metro Manufacturing Co. 

Inc. Modern Retailing 
Binney and Smith Co National Pencil Co. 
Cardinell Corporation Noesting Pin Ticket Co., Inc. 
C-Thru Ruler Co. Oakville Co. 
Dennison Manufacturing Co. Rainbow Ribbons and Fabrics 
Joseph Dixon Crucible Co. Ray-O-Vac Co. 
Eagle Pencil Co. Robinson Reminders 
Eaton Paper Corporation Russell Playing Card Co. 
Samuel Eppy, Inc. Seneca Rulers, Inc. 
The Esterbrook Pen Co. J. S. Staedtler, Inc. 
Eberhard Faber Pencil Co. Syracuse Ornamental Co. 
Feldco Loose Leaf Corporation United Leather Goods Co. 
Fulton Specialty Co. S. E. & M. Vernon, Inc. 
General Pencil Co. Victor Safe & Equipment Co. 
Hassenfeld Brothers Frank A, Weeks Manufactur- 
Higgins Ink Co. ing Co. 
C. Howard Hunt Pen Co. The Wessel Co. 
International Plastic Corpora- Wilson-Jones Co. 

tion Zephyr American Corporation 


The annual dinner will be staged at the Hotel Bilt- 
more on Wednesday, March 1, with the evening being 
entirely devoted to fun and good fellowship. 

re 
ILION OFFICE MACHINE SALES REPRESENTATIVE 
NAMED TO N. Y. ASSEMBLY DOCUMENTS POST 


Joseph Rudd, for a number of years associated in a 
sales capacity with the Remington Cash Register Com- 
pany, Remington Rand, Inc., and Pfleeger Business 
Equipment, Inc., Utica, N. Y., and who served as man- 
ager of office methods with Remington Arms Com- 
pany, was recently appointed superintendent of 
Assembly public documents of New York state. 

Mr. Rudd will be best remembered by the trade 
as the designer of slogan cards and blotters on con- 
servation which were distributed to the customers of 
the Pfleeger organization in 1942. His idea of “Save- 
Serve-Conserve” was widely adopted by others, in- 
cluding the Treasury Department and the United 
States Office of Education, who used it as their slogan 
and design for the “Schools at War” program. 

Reproductions of his original cards and blotters, de- 


signed for Pfleeger, appeared in the March, 1942, issue © 


of OFFICE APPLIANCES. 
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am DEALERS FIGURE that carbon papers 
are all about the same. 


Which wouldn’t be so bad, except for one 
thing—they think their customers feel 
the same way about it. 


If this means you, youd better listen to 
this... 


Carbon papers are not all the same... 
and customers know it! 


Take Roytype Park Avenue Carbon Pa- 
per, for example. It’s made on machines 
that are the only ones of their kind in the 
world! These machines soak the ink right 
down into the paper fiber . . . producing a 
deep-inked surface that can be used not just 
the average 20 times, but up to 60 times, 
cleanly and clearly. 


Roytype Free-flowing Typewriter Ribbons 
boast a similar advantage. The ink is soaked 
right down into the fabric and flows into 
the spaces where the type bar strikes the 


ribbon, constantly renewing its life. 


Both made by ROYAL! 


And remember this—your customers 
don’t think these are the same as ordi- 
nary carbon papers and ribbons. 


They know the Roytype line is backed by 


makes it! 


Royal, makers of the “World’s Number 
One Typewriter.” 


They know that Royal’s matchless repu- 
tation for craftsmanship is stamped deep 
into every Roytype carbon paper and ribbon. 


They know that Royal simply could not 
be associated with anything but the best! 


Here’s something to shoot at! 


The market for Roytype Carbon Papers 
and Typewriter Ribbons is getting big- 
ger all the time. Because a consistent ad- 
vertising campaign in LIFE Magazine— 
in big space—is doing a powerful pre- 
selling job on your customers. 


It’s just plain dollar-smart to tie in with 
it now! So don’t wait another day. Back the 
Roytype line and you'll step right into the 
sweetest profit picture you ever looked at! 





fe 
ROYTYPE 


Carbon Papers and Ribbons 
made by the 


ROYAL 


TYPEWRITER COMPANY 


2 Park Avenue, New York 16, N.Y. 


‘on 
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No. 3618C 


Combination Storage 
and Wardrobe 
Cabinet 


Equipped with 4 shelves 
and 1 coat rod 
36” x 72”H x 18”D 


$56.75 


Steel-like storage and 
wardrobe cabinets made 
of pressed wood. Stur- 
dily constructed. Fin- 
ished in olive green 
enamel. The doors are 
thoroughly reinforced 
and are equipped with a 
locking device controlled 
by a paracentric lock in 
the right hand handle. 


STORAGE AND WARDROBE CABINETS 





No. 3618R 
Wardrobe Cabinet 


Equipped with 1 shelf 
and 1 coat rod 
36”W x 72”H x 18”D 


$50.00 








$1.00 per set 





WOOD DESK TRAYS 


Round cornered, seasoned plywood. 
Beautiful appearance. Full feet bot- 
tom protects desks surfaces. Can be 


No. 3618S Storage Cabinet stacked to any desired height. Fin- 
ished in olive green. 
Equipped with 4 adjustable shelves 
36°W x 72°H x 18°D No. C1292 LETTER SIZE 
$55.00 blind: $2.00 
> Tier Tray $5.00 
e Additional Set “Build Up” Posts 














BLUE PRINT CABINETS 


keys. 





$78.00 Including base. 


Without base deduct $10.00 


A five drawer Blue-Print Cabinet designed for the 


349 BROADWAY 
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PORTABLE DESK FILE 


A combination letter file with 
safety personal compartment. 
Offers a means of keeping 
papers private. Can be moved 
from place to place. Both 
upper and lower compart- 
ments are fitted with lock and 


Made of high quality pressed 
wood. Olive green finish. 
Brushed brass handles at 
each end. Guide rod operates 
No. 4028W in a depressed groove 
designed for eye- 
letted operation. 


















safe keeping of drawings, maps, tracings and blue- 

prints to sizes 24°54” x 39”. Made of seasoned plywood. No. 458W 

Drawers glide smoothly and easily. Material filed will $29.00 

be free from curling, creasing or tearing. A hood in 5 

the rear and a lift compressor in the front of each Height 30” 

drawer keeps prints in perfect order. Cabinets can , 

be bolted into solid batteries. 33%” high including ' Upper compartment Lower compartment 
base. 1234” x 10%” x 24” 1234” x 11” x 24” 


COLE STEEL EQUIPMENT COMPANY 


NEW YORK 
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HORR JOINS HORDER’S—ASSOCIATED IN CHICAGO 
Familiarly known as “Cort” to his many friends, 
Cortland B. Horr on February 1 joined the home 
office staff of Horder’s, Incorporated, and Associated 
Stationery Supply Company, Chicago, as assistant 
sales manager of the commercial forms division. 

No stranger to the stationery industry is Mr. Horr, 
who has largely devoted his time and experience to 
loose leaf and visible record forms and systems since 
resigning his Army commission at the close of World 
War I. Originally he was associated with the Library 
Bureau Company, followed by a ten-year period with 
the Samuel T. Tatum Company, Cincinnati, and 
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CORTLAND B. HORR 


Wilson-Jones Co., Chicago. Later he became district 
sales manager for The Victor Safe and Equipment 
Company, North Tonawanda, N. Y. For the past 6% 
years he has been with McMillan Book Company, 
where he has had charge of advertising, the develop- 
ment of forms and systems for Social Security and 
other commercial applications, and has served as 
priority co-ordinator. 

Personal reasons made it desirable for him to return 
to his old home in one of the Chicago suburbs. 
Among his new and specific responsibilities will be 
the development of “World-Wide” business forms and 
systems. 

Mr. Horr is a graduate of Dartmouth College, a 
member of the Society for Advancement of Manage- 
ment, and a charter member of the LaGrange Post 
of the American Legion. Until 1927 he had been a 
resident of LaGrange for many years and now plans 
to re-establish his home there with Mrs. Horr and 
their 314-year-old daughter, Judy. 

coitianenatilpllit th ais istii 
FOLDER OUTLINES WAR WORK AT ROYAL PLANT 

One of the most timely and highly informative bits 
of publicity on the work of the typewriter industry 
in the war production field is the new eight-page 
folder recently issued by the Royal Typewriter Com- 
pany, New York City. Titled “Royal Reports on War 
Work,” the new release contains a number of interest- 
ing production “shots” in the Royal plant, which, 
incidentally, was manufacturing ordnance before Pearl 
Harbor. 

Full typewriter production continued until March 
15, 1942, and limited production until October 31, 1942, 
the folder explained. At that time the company 
entered full scale conversion to war production, which 
was completed by late spring the following year. 
Today the plant is rolling out machine gun and rifle 
parts, and engine and propeller parts for the Vought- 
Sikorsky “Corsair” F4U-1, carrier-based Navy fighter 
rated as one of the fastest and most deadly planes 
In service today. 

The folder also outlines war commendations re- 
ceived by Royal for high achievement in ordance pro- 
duction, relates the part both Royal employees and 
Royal portables are playing in combat and touches on 
the formation of post-war plans in the portable field 
by the Royal organization. 
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TO LANDS ACROSS THE SEVEN SEAS, 
WHEREVER OUR FIGHTING MEN ARE CARRY- 
ING THE BATTLE TO VICTORY, REYBURN’'S 
TAGS AND LABELS ARE HELPING TO KEEP 
THEM SUPPLIED WITH MUNITIONS AND 
OTHER WAR MATERIEL. IT IS ADDITIONAL 
PROOF OF THE DEPENDABILITY OF 
REYBURN’S UTILITIES, - AND THE REASON 
WHY SOME OF REYBURN’S UTILITIES ARE 
NOT READILY AVAILABLE AT PRESENT FOR 
CIVILIAN USE. 

AFTER THE BATTLES ARE WON AND 
VICTORY IS OURS, WE SHALL AGAIN BE 
ABLE TO FILL YOUR ORDERS PROMPTLY FOR: 


SHIPPING TAGS 
MERCHANDISE TAGS 
BAGGAGE TAGS 
COAT ROOM CHECKS 
PIN TICKETS 
° GUMMED LABELS 
nods a GUMMED STARS 
SEALING STICKERS 
° ADDRESS LABELS 
g ual Y NOTARIAL SEALS 
STAMP HINGES 
° MENDING TAPES 


Ad YiCe REINFORCEMENTS 


INDEX TABS 

SUSPENSION RINGS 
] S 95 PASSE PARTOUT 

COIN WRAPPERS 

BILL STRAPS 

PAPER NAPKINS 


CREPE PAPER 
DISPLAY MATERIALS 





THE REYBURN MFG. CO., INC. 
PHILADELPHIA 32, PA. 


BRANCH FACTORY AND WHAREHOUSE 
1100 So. WABASH AVE., CHICAGO 5, ILL 


SALES OFFICES IN ALL PRINCIPAL CITIES 





99 

















& 
"$o Short Handed” 


This is the lament of most business 
houses today. You, too, are prob- 
ably in the same boat. And you 
can bet your bottom boots we are. 
But in spite of and because of this 
shortage in manpower, we have 
redoubled our efforts to maintain 
our service to our dealers. Service 
has long been our watchword and 
we mean to keep it that way if it 


is at all possible. 


Of course, you know paper is a 
scarce item today. Perhaps we 
won't be able to furnish you with 
all the items you have been accus- 
tomed to, but we will do the very 
best we can. You can be assured 
of that. 


GUIDE 
SYSTEM & SUPPLY CO. 
335 CANAL STREET 
NEW YORK 13, N. Y. 





TRADEMARK 








TRANSFILE 
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PENN-MAR-VA TRAVELERS NOTES 
From “Via the Grapevine” Column come the follow- 
ing items: 
Tom Stotz of Stotz Office Equipment Company, Eas- 
ton, Pa., was inducted into the Army on January 20. 
Give Mrs. Stotz a helping hand when you are in Easton, 


fellows. 
ak + * 


George England has taken over the Philadelphia 
territory for Eberhard Faber while Ned Baynon takes a 
little vacation in the Army. We hope George can re- 
member stories better than his predecessor. 

* * ~ 

Governor Tom Stagg has started making plans for 
the Third Regional Stationers Convention to be held 
May 21 and 22 in the Ben Franklin Hotel, Philadelphia. 
As the hotel is practically a sell-out every night, the 
earlier reservations are made the better. A program 
of unusual interest is being arranged. 

* * * 

Gene DuLaney, Traveler staff reporter in the Rich- 
mand area, contributes the following: 

James Carter, Norfolk Stationery Company, Norfolk, 
Va., was inducted into the Navy January 15. His broth- 
er, Richard, is now serving in the Navy. 

* * ~ 

Neil C. Van Laer, Wilson-Jones representative, is 
still incapacitated with an infected foot. This is the 
eighth month he has been off the road. 

* *” Ok 

Joe Dugan, Acme Printing and Stationery Com- 
pany, Pittsburgh, Pa., pens the following: 

The newly-named “Stationers Association of West- 
ern Pennsylvania” held an election of officers during 
the meeting on January 24. The results: President, 
J. E. Dugan, Acme Printing and Stationery Company; 
vice-president, H. R. Sheppard, Pittsburgh Stationery 
Company; secretary, Jim Miller, Wosco, Greensburg, 


Pa.; treasurer, Harry Snyder, George H. Alexander 
Company. 
It was decided to invite the travelers as members. 


* * * 


Reports Jerry Savage in his “Manhattan Cocktail’: 

Sol Austrian, one of the partners of The Commercial 
Stationery Company, New York City, was stricken with 
a heart attack the early part of the month and is still 
very ill. Now, to add to this unfortunate happening, 
the long arm of Uncle Sam’s Navy has reached out 
for Louis Nayer, manager of this company’s printing 
department for 20 years. Incidentally this is the largest 
stationery chain in New York City, totaling five stores. 


From the facile pen of Burt Brewster, Traveler staff 
reporter from Philadelphia, flows the following: 

Our editor, Ray Williams, was reclassified 1A, passed 
his physical on January 27, sold his home and was 
slated by Uncle Sam to join the ever growing ranks on 
March 1. No waste motion there! Ray did a bang-up 
job as editor of the Traveler since its birth, The club 
will miss him. 

* * a 

Several of the Philadelphia stationers will change 
their addresses within the next month or six weeks. 

The Arrow Company moves into larger quarters at 
Sixteenth and Walnut Streets about March 1. 

McKeaney Brothers are giving up the store at Alle- 
gheny Avenue for a new location on Kensington Ave- 
nue. 

Shaw’s, Inc., have just purchased a five-story build- 
ing at 2043-45 Arch Street which they plan to occupy 
in its entirety sometime between March 1 and April 1. 


* * » 


On the night of February 14 a bunch of fellows got 
together at the Franklin Room of the Ben Franklin 
Hotel for a dinner in honor of Ned Baynon. 

Stan Woodruff was master of ceremonies for this 
farewell to a grand guy. The dinner was preceded 
by Manhattan cocktails and hors d’oeuvres, as only 
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Tho Groatost Wood Fule fuer Made! 


The WELLS 
COMMANDER FILE 


Full Suspension Drawer 


Here’s the wood filing cabinet 
you'll be proud to sell. It might 
seem that our claims are extrava- 
gant, but our record of satisfied 
users reveals that we’re not “talking 
thru our hat.” Let the Commander 
take charge . . . and prove that 
there’s a whale of a difference in 
wood files. 


+ megan 8 


ie cG@He Tt ne Ss se sk sh Se Se ee a oe Rm ow a es zx 


SPECIFICATIONS 

Easy sliding drawers close flush with 
front. All corners dovetailed with framed 
in bottom. 

Full suspension drawers, 6 metal rollers 
set in metal channels so rollers cannot come 
out of sleeves. 

Metal spring mechanism on _ follower 
block. 

Metal pulls and label holders, metal knob, 
rod and plate assembly on each drawer. 

FINISH—Olive Green according to Gov- 
ernment specifications. 


LETTER SIZE 
No. 1201 List Price $58.20 
No. 1201L—with Lock List Price $67.80 


52” high, 29” deep, 16” wide. Inside filing capacity 
26”. Shipping weight, 118 Ibs. 
LEGAL SIZE 
No. 1203 List Price $68.10 
No. 1203L—with Lock List Price $77.70 


52” high. 29” deep, 19” wide. Inside filing capacity 
26”. Shipping weight, 135 Ibs. 


IMMEDIATE DELIVERY 





SELL WELLS :- SELL WISELY 


410-12 SOUTH} 





OFFICE 


FURNITURE ly 


WELLS | sax 


102 OFFICE APPLIANCES, March, 1944 





WELLS ST. 





CHICAGO] 







°o 





er 


net 
ght 
Va- 
ied 
ing 
der 
hat 

in 


vith 
ned 


lers 
me 


wer 
ob, 


;OV- 
80 
icity 


10 
70 


icity 


44 





WELLS 


OFFICE APPLIANCES, 








No. 1 CHOICE... 


x | |* 







for EXECUTIVE CHAIR 















A luxurious, upholstered executive 
Swivel armchair for those business 
leaders who have important work 
to do .. . who spend endless hours 
these days at their desks. Tilt and 
Swivel features provide the maxi- 
mum of comfort. Convertible to 
steel mechanism when available. 
Upholstered seat and back with 
high grade leatherette in Tan, 
Green, Red, and Brown. Made 
from selected Northern grown 
birch. Oak or Walnut finish. Ship- 
ping weight 40 Ibs. 
TANS IRS ca c-ois wialeeieeisok $60.00 List 


are convertible to 
steel mechanism 


“Wells Equipped” 
is 
**Well Equipped”’ 


when available. 





IMMEDIATE 
DELIVERY 
WELLS COSTUMER 


with METAL HOOKS 














134” post, 20” base, 
72” high. Four metal 
hooks. Finished in Oak 
and Walnut. Shipp. 
Weight 65 Ibs. 6 to 
carton. 


No. 3604 


WELLS UPHOLSTERED POSTURE CHAIR 


Upholstered seat and back with high grade 
leatherette covering. Colors: Tan, Brown, Green, 
Maroon, Red. All Tilt and Swivel Chairs are 
convertible to steel mechanism when available. 
No. 3604 $28.00 List 

Packed 2 to Carton Only No. 1102... .$8.25 List 


OFFICE 


FURNITURE Uy 


COMPANY 





March, 1944 





_—ae 6 S 
CH 


HONORS! 
(a== 


No. 1102 


410-12 SOUTH 


a Ts 
PC AGO 


103 











THE HOME OF QUALITY PARK ENVELOPES 


FACTS ano FANCIES 


By H. L. C. 


It was just 99 years ago that the first machines 
for manufacturing envelopes were developed 
over in England and France. About five years 
later, in 1849, first patents on an envelope 
folding machine were issued in this country to 
J. K. Parks and C. S. Watson of New York. 


Some of the early machines attained the terrific 
speed of 2,500 envelopes per hour (barring break- 
downs) .. . the gumming was done by hand. 


Modern envelope machines at Quality Park are 
completely automatic — they fold and gum — 
and have a capacity of over 10,000 envelopes 
per hour. 


At Quality Park last month we observed a 25th 
anniversary — the end of our first quarter century 
of service and the beginning of our second. That's 
quite an occasion, of course, but we didn't stop 
production one second. 


Our anniversary celebration consisted of stay- 
ing on the job producing envelopes for you 
and Uncle Sam. 


For 1944 there are certain WPB restrictions on 
machine envelope production yet demand has in- 
creased considerably. Production of the expand- 
ing type of envelope is also limited. So please 
don't over-order—and don’t feel hurt if we are 
obliged to whittle your orders at times. We 
want be fair—that’s a 25 year old policy at 
Quality Park. 


Did you hear about the fellow who went out 
west to work in a war plant and sent a post- 
card to a friend back home reading.... 
“having a wonderful time and a half’? 


* Buy War Sounds 





QIU TAT bY APIA RK 


ENVELOPE COMPANY 


eT Tc Ohiilacm- lal Ma-lalelay i aliaclol-MClisla-m- lal: 
Quality Park Warehouse 
St. Paul, Minnesota 564 W. Monroe Street 
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Stan can provide. A lot of nice things were said about 
Ned and he was presented with two gifts of esteem. 
The first we will skip, but the second was a military 
wrist watch which Ned seemed to appreciate. Ben 
Wachtel supplied the wherewithal for a toast to Ned, 
each fellow telling his favorite story. The party then 
broke up to reassemble in the cocktail bar downstairs. 
Twenty-seven were in attendance. 
* *” * 


Howard Lambert of Shaw’s, Inc., is now Pvt. Lam- 
bert, U.S.A. He left for service on February 1. 


* * * 


(The above items are from the February 15 issue of 

the “Penn-Mar-Va Traveler.’’) 
ar ee 
STATIONER ACTIVE IN RED CROSS DRIVE 

Sam Hanna, proprietor of Sam Hanna’s Book Store, 
Greencastle, Ind., heads the 1944 drive for the Red 
Cross in Putnam County. He served in a similar ca- 
pacity last year and exceeded quota by 70 per cent. 
With the county well organized, it is expected that 
he will exceed this year’s requirements. 

Sam Hanna is an interesting character. He is closely 
identified with various activities of DePauw Univer- 
sity in Greencastle, of which he and his son, Daniel, 
are alumni. The two Hannas, in fact, are the first 
father and son combination to go through the univer- 
sity on Rector scholarships. The Rector Foundation, 
one of the largest of its kind in any college or uni- 
versity, was established by Edward Rector, an attor- 
ney specializing in patents. Eligibility is based upon 
scholastic standards, student activities and other 
qualities, plus recommendations from various sources. 
There is a limit of one from any high school in one 
year. 

Mr. Hanna, Sr., is a member of the Lambda Chi 
Alpha Fraternity, is secretary-treasurer of the De- 
Pauw Dads Association, active in the sale of War 
Bonds, participant in many activities. His store is a 
meeting place for DePauw students, many of whom 
buy their books and other supplies from him. His 
commercial clientele extends throughout the county. 
He is an active member of the Associated Retailers 
of Indiana. With all his other activities, he manages 
to find time to be an official member of the Gobin 
Memorial Church on the campus, which he serves in 
various capacities. 

seins lacie 
GRAHAM CO. USING CAR CARD ADVERTISING 


Apprised of the change in transportation habits of 
office workers who largely have adopted street car 
and bus travel as a means of reaching work, due to 
the curtailment of automobile travel, John W. Graham 
and Company, with stores at 707-11 Sprague Street 
and 708-16 First Avenue in Spokane, Wash., are cur- 
rently using car card advertising on both the street 
car and bus systems of the city. 

The cards measure approximately 11 x 21 inches 
and call attention to the fact that the Graham stores 
are headquarters for all types of office and steno- 
graphic supplies. The current card in the campaign 
features the F. S. Webster Company’s non-filling Star 
Brand typewriter ribbons and MultiKopy carbon paper. 

— 


YOUNG TO HANDLE OHIO FOR JASPER COMPANIES 

Roger W. Young has been appointed to handle all 
dealer sales for the Jasper Seating Company and The 
Jasper Desk Company in Erie, Pa., and throughout 
the state of Ohio. He has been representing both 
companies in Michigan and in Toledo, Ohio, for the 
past nine years, and the experience gained is ex- 
pected to prove of inestimable value on the new 
assignment. 

Mr. Young has signified his intention of making the 
acquaintance of every office furniture dealer in Ohio 
in the next few months, transportation conditions 
permitting. 
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F. E. Berry, Manager, E. R. Connor 
& Co., Fort Worth, Texas, writes: 
The year 1943 was a very 
successful year, and we feel that 
you have played a major part in 
bringing about this success. We 
know that with your continuous 
support and help, we will have 
equally as good a year in 1944, 


BROWNE- 
MORSE 


Lee Gacked, Pa Iie iicy.y. | 


3 ALWAYS...the best files 
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Waited BROWNE-MORSE 





NOW ... wood files 


? AFTER. VICTOR. . 
steel files 


When the wheels of peacetime 
industry again start turning, the 
soundness of the Browne-Morse 
plan will be quickly demonstrated. 
For, this plan is no fabrication of 
gossamer-textured dream products, 
it is a dealer merchandising plan 
which incorporates ali the essentials 
for continuous profitable operation. 
Your Browne-Morse representative 


will tell you about it. 
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—When Time, Space and Manpower 











are Essential Savings 


Hundreds of great corporations have turned to 
Cardineer as the most efficient means of handling records. 
Built on the wheel principle it houses 6000 cards 
within easy reach of the operator. In many concerns 
it has stepped up output of finding, posting and 





reference work as much as two and three times over old 
6g methods. Portable — compact — speedy, Cardineer aids 
production by releasing workers for other essential 
iobs. Ready now for immediate delivery. Comes in 
ROTARY FILES ” F ‘ 


five models. Cardineer is increasing sales and profits 
for dealers everywhere. Write for full information. 







DIEBOLD INCORPORATED 
Canton 2, Ohio 






ASK FOR YOURS: Booklets in time-money saving 
are free as follows: check and pin on your letterhead: 







Inventories (), Costs (J), Payroll and Personnel (1, 
Plant and Equipment (), Purchases (), Production C. @ 











DIEBOLD 


“Systems to Fit the Routine” 
We are operating all our CARDINEER TRA-DEX | ee = ed 8 


plants 26 beers @ Sey, Rotary Files Vertical Visible Files Visible Book 
moking ormor plote for 
U. S. planes, scovt cars Solve the problem Speed the work...Reduce the cost 
and hoalf-tracks 
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F. S. WEBSTER NAMES LUNGREN TO SUCCEED 
FUNCK, RETIRING WEST COAST MANAGER 


Following the resignation of Walter P. Funck, who 
retired January 15 as manager of Webster Company’s 
large branch at San Francisco, the company has ap- 
pointed John G. Lungren of its eastern sales division 
to this position. 

“Cy” Lungren is a product of Philadelphia. He is 40 
years old and will bring to the West Coast a back- 
ground of 16 years of sales experience with the com- 
pany, which he joined following his graduation from 
Penn State College in 1927. At Penn State he was one 
of that college’s outstanding athletes, running up a 























JOHN G. LUNGREN 


WALTER P. FUNCK 


record of nine varsity letters in three major sports, 
football, baseball and basketball. He was captain of 
all of these teams in his senior year. 

In his business career he has shown the same quali- 
ties of leadership and aggressiveness developed in col- 
lege. He has successfully represented the company in 
one of its most important territories, including the 
nation’s capital. 

Mr. Lungren will make his home in San Francisco 
where he will direct the company’s entire West Coast 
distribution program, 

The retiring West Coast manager, a veteran of 25 
years in that post, has been with the Webster organ- 
ization since 1894. One of Mr. Funck’s first assign- 
ments with the company was with the Chicago office. 
For years he was the only company representative 
west of the Mississippi. He was assigned, after World 
War 1, to establish the San Francisco branch office, 
and has been its active head ever since. In accepting 
his resignation, the directors of the company in a 
special meeting ordered a suitable tribute prepared, 
spread upon the records, and delivered in suitable form 
to the retiring veteran. 

——— — 2 —_ 


SHELBYVILLE DESK SOLD TO NEW YORK GROUP 

The Shelbyville Desk Company, Shelbyville, Ind., was 
purchased late in January by a group of New York 
business men, according to an announcement by Harry 
Karmire, president, and E. A. Swain, secretary-treas- 
urer, of the Indiana concern. Sale of the company’s 
stock was made to Jack Koenig and Harry Lebensfeld, 
representing the eastern interests. 


Jack Koenig, new president-treasurer of the Shelby- 
ville Desk Company, was formerly connected with the 
Level Bentwood Chair Company, and was, for a num- 
ber of years, a certified public accountant in New 
York state. Jackiel Joseph, the new secretary, is a 
practicing attorney in Indianapolis. Operations will 
continue without interruption, with personnel, policy 
and organization of the firm remaining unchanged. 

The company was founded shortly after 1900 by 
Charles Karmire, father of Harry Karmire, and was 
incorporated by his two sons and Mr. Swain in 1913. 
Operated continuously since that time, it has been at 
peak production for the past three years. 

1944 
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Quick, effective, pleasant— 
enjoys enthusiastic approval 
of copy machine operators. 
They like its thorough, yet 
gentle action, its pleasant 
scent and the way it keeps 
hands soft and smooth with- 
out disturbing nail polish. It 
has been tested, approved 
and adopted for use by 
many large firms including 
Bethlehem Steel, Timken, 
R.C.A., Inland Steel, Crane 
Co. and Ryerson. 


TRIAL ORDER 









CREAM 


Removes Hectograph, 
Mimeo and other Dupli- 
cating Ink stains, oil, 
grease, etc, 







6 o2. tubes 
ean Send your order for 12 tubes 
5 Ib. cans today! Price list and quan- 







tity discounts will be en- 
closed. 





DUPLICATOR FLUID 


FOR ALL DIRECT PROCESS 
LIQUID DUPLICATORS 


e Brighter Copies 

e Longer Runs 

©@ Practically Odorless 

@ Non-injurious to Machines 


e@ Dries Instantly—No Offset to 
Other Copies 


In gallon jugs or 54 gallon drums 


ORDER TODAY 


462 West Superior Street 
CHICAGO 10, ILLINOIS 
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TAPLE- ‘MASTER 





AUTOMATIC 
LOAD LEVER 







PINS 
For Temporary 
Fastening 















MADE 
ENTIRELY 
OF 
STEEL 





camps. 





SOLD THROUGH 
SELECT 
AL THORIZED 


DEALERS 


MARKWELL MEG. ix. 


200 HUDSON STREET, NEW YORK 
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NEWS NOTES FROM DISTRICT NO. 8 





Gene Mitchell, Correspondent 





The Midwest Travelers Club convention committees, 
meeting together at the Muehlebach Hotel, Kansas 
City, Mo., January 22, arrived at the following deci- 
sions, after a study and discussion of the financial 
affairs of the Club: 

Each member attending the convention will be 
assessed $4 to cover expenses of a House of Friend- 
ship to be opened following the banquet on Friday 
evening during the dancing. Entertainment will be 
furnished during and following the banquet and for 
the luncheon, and for the ladies of the convention on 
Saturday afternoon. The usual $2 annual dues will 
be collected at the time of registration. There will be 
a general registration fee of $7.50 which will be col- 
lected by the dealers, and will cover the cost of one 
banquet ticket and two luncheon tickets, as well as 
admitting the holder to all general meetings. 

The travelers business meeting will be held on 
Friday following luncheon in one of the private din- 
ing rooms, tickets for which are provided at regis- 
tration time. 

Travelers and dealers present at this meeting in- 
cluded Governor L. B. Wilcox, J. D. Landes, John 
Uden, Roy Moreland, I. Shockley, E. J. Mitchell, W. B. 
Bohart, A. F. Sengbush, Lyle S. Turner, A. R. Water- 
bury, Jack Kern, Charles Hick, Dan Consodine and 
R. C. Moore. 

Governor Wilcox announced the finest and most 
instructive program for this convention that we have 
had an opportunity to listen to for many a year. 

a * a 

Paul Baird, Geo. E. Baird & Son, Kansas City sta- 
tioners, was reported en route to a European troop 
concentration point in January, after having spent 
several months in Texas and Pennsylvania Army 


* * * 


Matt Dillon of Associated Stationers Supply Com- 
pany has been covering added territory recently, due 
to his former co-worker, Herb Morgan, having re- 
signed his traveling position with that firm to accept 
a position with National Blank Book Company. 

* * * 

Your correspondent congratulates the Northwest 
Travelers Club on its selection of Merrill Hasty, former 
president, as its trade journal correspondent. Keep us 
posted, Merrill. 

oS * a 

A new member of the Midwest Travelers, Jack Kern, 
manufacturers’ representative of Dallas, Tex., visited 
with the dealers and travelers in Kansas City in Jan- 
uary. Jack was on his regular trip through this region 
and reported having a fine business on all his lines. 

* oo * 


Jack Crow of Hall Stationery Company, Topeka, was 
one of those unfortunates who had to rest a few days 
while nursing a very bad cold in late January. It was 
either the cold or his knowledge that some five or six 


travelers were in town that kept him at home. 
* * * 


The hotel business of the Midwest certainly boomed 
during January and February, due to the large in- 
crease in travelers. It is reported that one traveler 
a week, during November and December, was a high 
average. Then all of a sudden, late January and Feb- 
ruary brought a fine crop. Those your writer met 


| during his trip included those mentioned as being 
present at the travelers meeting in Kansas City, as 


well as John Pydlik of Blaisdell Pencil Company, Bill 
Cromwell of Eaton Paper Corporation, Matt Dillon of 
Associated Stationers Supply Company, Stratton Ter- 
stegge of Binney & Smith Company, Al Lent of Car- 
ters Ink Company, M. E. Zook of Rockwell-Barnes 
Company, Carl Schutz of Eagle Pencil Company, R. B. 
1944 
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Typical of OXFORD PENDAFLEX sales opportunities! 


The initial Pendaflex installation 
shown here, in the office of a lead- 
ing investment house, has proved 
so satisfactory that the company 
wishes to install Pendaflex for all 


of their records. 


March, 


Like many other organizations— 
civilian and war industries alike— 
this firm has found that Pendaflex 
speeds up filing efficiency and 
saves valuable time. 


In the postwar world, the Oxford 





dealer will find himself in a very 
strong position—able to fill the 
huge demand for the folder that 
hangs in the file, and backed by a 
line of filing supplies that is com- 


plete and competitive. 


—s. ae us aa OFF 


FILING SUPPLY COMPANY 


340 Morgan Ave., 


Brooklyn 6, N.Y 


125 South 8th Street, St. Louis 2: Mo 
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when applications to obtain deliveries have 
been approved by the War Production Board. 
FRIDEN Simplicity of operation combined 
with Productive High Speed Figure Work make 
these fully automatic calculators the solution of 
the problem created by the critical shortage of 
competent clerical help. Phone or write your 
local FRIDEN Representative for information. 






{ 


Fridén Mechanical and Instructional Service is avail- of Mi ' It E o 


able in approximately 250 Company controlled Sales CALCULATI NG MACHIN E ... INC. 


Agencies throughout the United States and Canada. 


EXECUTIVE OFFICES AND PLANT + SAN LEANDRO, CALIFORNIA, U.S.A, 
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Valleau of Milwaukee Chair Company and R. W. 


Water of Dixon Pencil Company. 
x * * 

Dan MacDougall, on a southern trip during Janu- 
ary, spent an evening with Art Pfister, formerly of 
Smead Manufacturing Company, and now an instruc- 
tor in the Civilian Air Patrol at Tulsa, Okla. Dan also 
reports some degree of success in a poker game at 
the home of Ted Warkington of Lawton, Okla. Moral: 
if your dealer’s shelves are full, take him at poker! 

cs * a 

The “Sage of Omaha,” better known as Rudy John- 
son of Omaha Stationery Company, is now complain- 
ing, as usual, but on a full stomach. His farm is in 
terrible shape (he says), but duck and pheasant 
feathers are growing out of his ears. 

* * * 

Frank Peck, formerly with Peterson Lithograph Com- 
pany, Omaha, has embarked on a new venture and his 
firm is known as Frank E. Peck and Company, sys- 
tems equipment and supplies. 

* * * 

R. C. Moore and Charles Hick, Columbia Ribbon 
and Carbon Company, and Art Metal Construction 
Company, respectively, spent a few days in February 
in South Dakota practicing pheasant hunting. We 
say “practicing” because all we have is their word 
that they saw any pheasants. Why don’t some of you 
guys loosen up and feed us poor non-hunters? 

* * * 

In respect to above, we must admit that ONE large- 
hearted person took pity on several of his friends in 
January and staged a most marvelous bird dinner at 
his home for Bill Bohart, Roy Moreland and your 
correspondent. But it had to be a buyer... Mr. Jim 
Yoder, purchasing agent for TWA. Better food was 


never had. 
ae x cd 


Sid Anderson, Latsch Brothers, Lincoln, Nebr., has 
been granted a deferment by Uncle Sam until March 
14—-So if any of you wish to visit Sid, you’d better get 
under way quickly. 

* * * 

Izzy Voda, Wallace Pencil Company, made the 
rounds of his customers in Kansas City, Topeka, Wich- 
ita, Joplin, and so on, in February and reports a 
filled order book. 

* * a 

Among those from St. Louis attending the National 
School Service Institute convention at the Palmer 
House in February were: William Baeppler of Buxton 
and Skinner Printing and Stationery Company, R. C. 
Hadden of Blackwell Wielandy Company, and “yours 
truly,” as well as Gene Stoltz of Indiana Desk Com- 


pany. 
* * x 

A report recently reached me that our good friend 
“Dick” Gingland, Esterbrook Pen Company, has 
turned over some of his midwestern cities to Harold 
Blum, who has heretofore covered the 7th Region 
territory and will continue to do so, with added re- 
sponsibilities. “Dick” will continue to headquarter in 
Chicago, but will cover part of that territory east of 
the Mississippi which Mr. MacFarland formerly trav- 
eled. 

, * % 7 

Mrs. Melvin L. Sowell, the pretty brunette who does 
all Art Bergstrom’s work at Perkins Brothers, in 
Sioux City, Iowa, promises to join her soldier hus- 
band at the coming Kansas City Regional Meeting. 
The attendance of more of the ladies will help bring 
out you travelers, if help to get you there is needed. 
Incidentally, the convention committees are looking 
forward to a large turn-out of ladies. So make your 
plans now, dealers and Travelers, to bring or meet 
your wife there. 


* * * 


Be sure to make your room reservations for the 


OFFICE APPLIANCES. March. 1944 


4 


WOOD CHAIRS 
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No. 125-GL 
SIDE ARM CHAIR 





No. 222-FR 
OPERATOR CHAIR 
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“DEMAND THE BEST" 





J-S.-STAEOTLER,INCG. 
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| Kansas City meeting RIGHT NOW and, in doing so, 


be sure to mention the 8th Region or the National 
Stationers Association, so the hotel will know your 
connections. Rooms are very scarce, and such men- 
tion will aid your cause. 

* a 

Galen Seal and Ralph Sleeper, Office Supply Equip- 

ment Company, Topeka, Kas., have been enjoying a 
fine business last year and this year although they 
have had little or no Government or defense business. 
They feel they will go through 1944 with at least an 
equal record. 

* > © 


Bert Cobb of Crane Company, Topeka, formerly with 


| Hutchinson Office Supply and Printing Company, has 


been called off the road by Fred Brouse, manager of 
Crane Company, to assist Fred in his office duties. 
Many travelers will remember Bert as buyer at 
Hutchinson, but few have met him recently because 
of his out-of-town work for Crane. 

* * * 

John Brain, Jr., while reported recently as having 
joined Uncle Sam’s forces, is still in charge at “Brains,” 
Omaha, but expects his call in March. 

* t * 

A new member has joined the dark glasses club— 
Governor L. B. Wilcox of Roberts Printing and Sta- 
tionery Company, Hutchinson, Kas. 

*~ * * 


The Hutchinson dealers hit the jackpot recently, 
with four travelers in one day—Herb Beckman of 
Boorum and Pease Company, Chet Smith of Codo 
Manufacturing Company, Izzy Voda, Wallace Pencil 
Company, and Marion Fallin of Jasper Office Furni- 
ture Company. 


* x * 


Ed Holscher, E. A. Holscher Office Furniture Com- 
pany, St. Louis, Mo., and Mrs. Holscher celebrated 
their fortieth wedding anniversary on February 3. 
They have three children and eight grandchildren. 
Ed has spent 39 years in the office furniture business, 
starting in 1905 with Buxton and Skinner, St. Louis. 
Has has been in business for himself since 1916, and 
is still going strong. 


Oe ee 
MANN TO REPRESENT SANFORD IN SOUTHEAST 


Maurice F. Mann, who for the past several years has 
been salesman for Sanford Ink Company in the Mid- 
west, has been named representative for the same 
organization in the Southeast. His new territory will 
include the Atlantic seaboard states from Florida to 











MAURICE F. MANN 


Maryland, inclusive, plus the eastern portion of Ten- 
nessee. 

Mr. Mann will continue to operate, however, from 
his present address at 9508 East 17th Street, Inde- 
pendence, Mo., and will still be able to see his many 
friends in that area, though at infrequent intervals. 

The midwest territory formerly covered by Mr. Mann 
will be taken over by Lloyd J. Hill, a newcomer with 
Sanford. 
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WeE of Corry-Jamestown anticipate a veritable tidal wave of orders for the soon- 
to-be-announced post-war line of Steel Age Office Furniture. 

Our optimism is based on the interesting departures in construction, styling and 
utility this greatest of all Steel Age Line will embody. 

It’s a line that will offer sales opportunities both for existing Steel Age dealers — and 
for new dealers we are now seeking where a franchise is available. 

To these dealers, Corry-Jamestown offers exclusive rights, the backing of well planned 
merchandising and advertising helps, a reputation for quality established over many 
years — and the promise of a post-war line incorporating a host of war-born advance- 
ments with eye and buy appeal. 


If you are interested in this assured source of post-war potentials, we’d be interested 


at caeertne to hear from you and provide you the facts in full. Write us — today. 
~ | efor \CORRY - JAMESTOWN 


rom 
de- MANUFACTURING CORPORATION x CORRY, PENNA. 
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It is the stern, resonant chant of American 
will-to-win. It is the battle hymn of coura- 
geous young men meeting death and the 
homing song for a mission accomplished. It 
is the song of freedom which crescendos in 
thundering volume to the finale of Victory. 
Composed by American genius and orches- 
trated by American ingenuity, its notes come 
from millions of Americans in thousands of 
And the 


Allen organization contributes some of them. 


plants throughout the nation. 
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As the demands of war are relinquished, the 
Allen production capacities will be re-directed 
to making business machines which bear the 
name synonymous with dependability — 


R. C. Allen. 
R.C.Allen 
Business Machines 


ALLEN CALCULATORS, INC. 
678 FRONT AVE. N. W.. GRAND RAPIDS, MICH. 
° 
Makers of World Renowned Business Machines 
10-Key Calculators + Portable and Standard Adding Machines + Book- 
keeping Machines - Cash Registers » Statement Machines + All-Purpose 
Office Machines, Electric or Hand Operated 
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DIXON OFFERS CHAMBERLAIN PENCIL SKETCHES 


The Joseph Dixon Crucible Company, aware of the 
potentialities of the pencil as a direct art medium, 
and cognizant of the influence of the works of well 
known pencil artists on younger artists and students, 
has prepared a series of reproductions of pencil draw- 
ings for general distribution to interested students. 
The drawings for the series were the work of Samuel 
Chamberlain, who with Earl Horter and Ernest W. 
Watson, represents the top flight in pencil technique. 
These reproductions, 12 in number, are offered in 
portfolio form, bearing the expressive title, “I Shall 
Arise.” 

Mr. Chamberlain chose his title as most fitting for 
his subjects because they are drawings of buildings 





CHAMBERLAIN’S “DOVER CASTLE” 


of art and historical importance bombed and laid 
waste by the ravaging Nazis when their Luftwaffe 
terrorized unprepared Europe in the early days of 
the war. 

Some of the titles in Mr. Chamberlain’s portfolio 
are: Coventry; Church of St. Maclou; Dover Castle; 
Church of St. Vulfran; Library of the University of 
Louvain; The Town Hall, Middelburg, Holland; St. 
Clement Danes; Church of St. Laurens; Courtyard in 
the Temple; St. Peter’s Hospital, and Guildhall. 

The Chamberlain reproductions in “I Shall Arise’ 
measure 814 x 11 inches, are devoid of advertising and 
ready to frame. The portfolio may be obtained free 
by writing to the Pencil Sales Department, Joseph 
Dixon Crucible Company, Jersey City 3, N. J. 


—____. 9-9 ——— 


NORTHWESTERN FURNITURE CO. SUMMARIZES 
WORK OF PAST YEAR IN JANUARY BULLETIN 


In a six-page hectographed bulletin titled “A Better 
Outlook,” issued in January, the Northwestern Furni- 
ture Company, 857 North Plankinton Avenue, Mil- 
waukee, Wis., manufacturers of business furniture 
and filng cabinet supplies, appears one of the most 
complete resumés of sales activities that has come to 
the attention of OrricE APPLIANCES in recent months. 


The bulletin, prepared under the direction of C. A. 
Netzhammer, sales manager for the company, begins 
with a synopsis of WPB limitations which reached 
their zenith in 1943. Page 2 of the publication was 
devoted to a tabulation of the individual records of 
salesmen for the company in December. On the third 
page appeared a brief treatise on reconversion, fol- 
lowed by one and one-half pages of statistical infor- 
mation covering sales efforts; included was a com- 
parative chart showing yearly averages, a table of 
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STAR PERFORMANCE 


Typists who take pride in their work thrill 
to the new Codo CLEARTEX. The fine tex- 


ture fabric, high ink concentration and ex- 


tra length make possible a consistent excell- 


ence that brings compliments. 


Codo SUPER-TREATED, SUPER KOTE and 
KEEN RITE are all headliners in giving car- 
bon copy satisfaction. They give clean, 
sharp impressions for that extra number of 


copies. Five year guarantee against de- 


terioration. 





The famous patented ‘Carbon 
Gripper” backing sheet in every 
box of Codo Super-Treated, Super 
Kote and Keen Rite. 


do- MFG. CORP. 


270 Lafayette St., 
New York 


529 South Franklin St., 
Chicago 
Factory: Coraopolis, Pa. 
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for Sales Presentations, 
Sales Manuals, Catalogs 


Today sales managers and post war planning 
directors are preparing their sales manuals, cata- 
logs, sales presentations of various kinds in 
preparation for V-Day—when they can again 
produce their products without war time restric- 
tions. 

And AICO Visiflex Sheet Protectors will pro- 
tect the pages of these loose-leaf books from the 
wear and tear of hard usage that they will 
receive. 

Here's a real profit opportunity for stationers. 
Bring Visiflex Sheet Protec- 
tors to the attention of all 
your sales promotional 
executives and get 
this profitable 
business. 






Visiflex Sheet Protectors are 
easy to insert, make per- 


fect protection for each 
page. 

AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS and 
ACCESSORIES 

SHOP TICKET HOLDERS 


I iyner Company 


503 S. JEFFERSON ST., CHICAGO, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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PROTECTORS 
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comparative quota points showing monthly positions 
of individual salesmen, and a calls-collection-cost 
per call chart. The final two pages were devoted to 
brief paragraphic discussions of various salesmen on 
the force and in the service with mention of their 
specialties and individual sales procedures. 
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NEW BUSINESS HOME OF BALERIC ISLANDS OFFICE 
OUTFITTER.—Received early in February from José 
Malondra Llobera, Palma, on the island of Majorca in 
the western Mediterranean was this photo of his attrac- 
tive new business machine and office furniture store. 
Senor Malondra reports that he recently bought a five- 
story building in the heart of the city; the ground floor 
will be wholly occupied by his office equipment store. 
Office Appliances wishes this enterprising dealer the 
best of luck in his new location. 


—_ 
ROUSE AND KNAUER PROMOTED BY A. B. DICK 


Kenneth A. Rouse and Harvey S. Knauer were re- 
cently promoted from field sales work to positions in 
the home office of the A. B. Dick Company, Chicago. 
Mr. Rouse is now assistant to Dealer Sales Manager 
Griswold and Mr. Knauer assistant to Branch Sales 
Manager Thompson. 

In his college days at the University of Chicago, 
Ken Rouse was an All-American football player. He 
was also an honor student. His first connection with 















ag i 


K. A. ROUSE 











H. S. KNAUER > 





the A. B. Dick Company was as a salesman in the 
Chicago office. After a years’ service he was trans- 
ferred to Washington, D. C., where he remained for 
three years. The next four years he was at Cleveland 
as branch manager, from which post he was advanced 
to his present position. 

Harvey Knauer joined the Dick staff in Philadelphia 
as a salesman. Before long he was transferred to 
Chicago for sales supervision work and then spent 
four years in Baltimore as branch manager. Be- 
fore returning to Chicago he served as manager of 
the Dick branch in Detroit for two years. 

1944 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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THE SHAW-WALKER 


WAR FILE 


Made of Plastic and Wood 


Matches Shaw-Walker Steel Files | 


Made in Letter and Legal Sizes 
Drawers Operate on Slides 


Has Drawer Device that Speeds F 
Filing and Reference t 


®& Document Drawers and Remov- 
able Card Trays Optional 


Made by Shaw-Walker in Our 
Own Muskegon Factories 


And there are 6,000 other items in 
the enormous Shaw-Walker franchise 


g “Built Like a 
& Skyscraper” 


SHAW-WALKER 


MUSKEGON, MICHIGAN 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





As a result of greatly expanded business and new 
demands for business and office machines servicing, 
the Bill Morrison Company, Portland, Ore., has re- 
cently moved to new and larger quarters at 715 South- 
west Ninth street, Portland. 

* * * 

E. W. Barber, manager of the stationery department 
of the Prompt Printers and Stationers of Second 
Avenue, Seattle, has found business trebled in size 
since removal to this location from their start in the 
Central Building. The 300 per cent increase early this 
year is attributed to “the times” as well as to the 
location, where a large volume of “drop in” trade 
is handled daily. 

* * * 

Definitely a war service for the busy “home front” 
is maintenance of cash registers and accounting ma- 
chines carried on by the National Cash Register Com- 
pany, as pointed out recently by Paul C. Baker, the 
Seattle agency manager. Mr. Baker stated the cash 
register company is providing businessmen with essen- 
tial service and repair on equipment that is needed 
to keep business and industry going. Furthermore, idle 
registers, conditioned and made available to firms re- 
quiring them, help speed production of war goods. 


, x «@ 


Relaxing of tight bans of the War Production Board 
brought forth an important announcement for busi- 
ness houses in Spokane, Wash., by John W. Graham 
and Company, 708-16 First Avenue and 707-11 Sprague 
Avenue, which set forth that the board’s release of 
eight new Model 90 Mimeograph duplicators locally 
enabled them to be sold without priority. The an- 
nouncement drew much interest to the third floor of 
the big store in Spokane, where the business machines 
were grouped. 

* * * 

A cache of stolen property, including many type- 
writers, was uncovered in a police raid on a checking 
stand on Occidental Avenue, Seattle, Wash., recently. 
The raid resulted when two young men confessed to 
police exactly where they had taken stolen goods in 
nine recent store thefts in Seattle. When the type- 
writers and radios and other merchandise were 
brought to light and investigation was completed, the 
captain of detectives in Seattle found out that the 
usual practice was to take the goods to the place in 
Suitcases, there to be stored as long as they were 
“hot.” Had the police come and discovered the stuff 
in suitcases, the detective explained, the clerk would 
say he didn’t know what they contained because he 
only ran a checking stand. Later the clerk bought the 
property from the thieves and sold it. 

K * * 

Dissolving its formal corporate set-up and its in- 
corporated character, the Prompt Printers & Station- 
ers of Seattle, Wash., recently became a three-way 
partnership. The three partners now handle the three 
separate ends of this printing and stationery business, 
which has been extending its services into many 
Seattle offices and business houses during the past 
several years. 

ok ok cs 

Emphasizing its current servicing of all makes of 
typewriters and its rebuilts of well-known machines, 
the J. K. Gill Company, pioneer stationery house of 
Portland, Ore., features the significant slogan of the 
present-hour “Make Gill’s Your Typewriter Head- 


quarters.” 
—_———— oe 


VANDALS SMASH TYPEWRITER DEALER’S WINDOW 


For some inexplicable reason (perhaps the frustrated 
desire for a new typewriter) the display window at 
the W.A.A. Johnston Typewriter Company, 721 Market 
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TYPEWRITER 
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CARBON 
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Today it’s a question of making things 
last. That’s why you should standard- 
ize ‘Grand Prize” Typewriter Ribbons 
and Carbon Paper. Their quality and 
efficiency are enabling thousands of 
firms to get the most out of war-weary 
machines. 


“GRAND PRIZE” 
WAR WORK 


More than 50 per cent of the output 
is at work for the government, armed 
forces and war industries. 
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PACIFIC CARBON & 
RIBBON MFG. COMPANY 


J. Francis O’Connor, Pres. 


Head Office and Factory: 
1451 Harrison Street, San Francisco 3 
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DROP-HEAD TYPEWRITER 
DESKS WILL BE 
AVAILABLE 


WPB has released a_ sufficient 
quantity of distressed steel stock 
to allow our suppliers to manufac- 
ture a reasonable quantity of 
drop-head typewriter fixtures. 
This action will permit us to sup- 
ply you and your customers with 
these typewriter desks for an ex- 
tended period of time. 


We are also attempting to get 
permission to have some pedestal 
fixtures manufactured, but the 
outcome is uncertain. Consider- 
ably more steel is involved, and 
there are many other obstacles to 
be overcome. If we are denied 
these fixtures, the Industry will 
continue to supply you with secre- 
tarial desks equipped with wood 
mechanisms. 





WALNUT 
TEMPORARILY RELEASED 


WPB has temporarily relaxed the 
restrictions on Walnut and is per- 
mitting the mills to cut lumber 
and veneers for a limited time. 
We expect this to offer some relief 
since it will be possible to obtain 
some of our requirements during 
this time. 





OTHER HARDWOODS 
STILL SCARCE 
However, the supply of oak, 


maple, birch, and other hardwoods 
is still limited. The majority of 


this lumber is still going to the 
Army and Navy, and only small 
quantities have been released for 
other consumption. 
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OFFICERS AND COMMITTEE RE-ELECTED 
The Institute’s Annual Meeting was held in Washington, D. C., last 


month. 


A large part of this meeting was devoted to discussions of 


post-war problems and to formulating policies and programs to be 


used at that time. 


The Members showed their appreciation for 


the excellent work and 


the progress which has been accomplished by the Officers and Executive 


Committee, by re-electing these men for another year’s term. 
J. B. Deane, 
Treasurer; and Gilbert H. Bosse and H. W. 


J. A. Wallace, President; 


Committee. 


They are: 
Vice President; W. T. Powell, 
Stringe of the Executive 





ENGINEERING AND 
DESIGN PROGRESSES 
Lurelle Guild reported that his en- 
gineering and design of post-war 
office furniture has reached ad- 
vanced stages, and stated that he 
will soon have preliminary models 
to discuss with the Institute’s 

Members. 





INSTITUTE PARTICI- 
PATES IN HARDWOOD 
RESEARCH 


The Institute voted a subscription 
to participate in the hardwood 
lumber research program of the 
American Forest Products Indus- 
tries, Inc. (a subsidiary of the 
National Lumber Manufacturers 
Association). A well equipped 
laboratory is nearing completion, 
and a competent staff of scientists 
has been employed to conduct this 
work. 


The majority of this research will 
be devoted to the study of the 
physical properties of hardwoods 
and to the development of new 
and improved methods of treating 
and working wood, in order to 
produce a product with superior 
qualities. The Institute has the 


distinction of being the only man- 
ufactured product represented in 
this program—the other partici- 
pants being Associations com- 
posed of hardwood lumber and 
veneer producers. 





MARKETING PROJECTS 
APPROVED 


The Members also voted approval 
of a program, which is planned 
to be of direct aid to the dealer. 
Work on this project is already 
under way, and even though it 
will take several months to com- 
plete the details, the results need 
not be withheld until after the 
war. 


We hope to release our findings 
in time for you to include this in- 
formation in your own post-war 
plans, and thereby enabling you 
to build your program around this 
material. 


Secretary 
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Business changes almost constantly—oppor- 
tunity presents herself in new and varied 
forms and the office equipment merchant must 
be alert to recognize the genuine and detect 
the false. We expect the future to bring 
quicker deliveries, better selection and even- 
tually restored materials and new designs 
among office chairs, all worth planning for, 
altho the time of appearance is not known. 
But we can all be confident of one thing: 
The successful merchant will be that one who 
devotedly seeks to serve his trade with the 
best equipment and supplies the market af- 
fords, testing and comparing every offer in 





Whether it’s Now—Tomorrow-or Soon 


Recommend “The Right Chair at the Right Price’ 


the light of his knowledge and experience. 
Here at Jasper Chair Company, we are keen- 
ly interested in restoring features taken away 
by the war effort and giving our dealers the 
best of the old with new improvements as 
developed. 

As at other times, we intend to continue 
with ‘The Right Chair at the Right Price” and 
to make prompt and specific announcement 
of any changes occurring in our program. 
Meanwhile we continue to offer, subject to 
current rules and restrictions, the Jasper Chair 
Company V Number with revolving wood 


fixture. 





AASPER CHAIR COQ. 


JASPER 


INDIANA - 



















1944 





S. H. MacDonald, (West) R. J. Freeman, (Eastern) 


R CH REPRESENTATIVES: W. H. Brown, (Chicago-Midwest) S. i 3 5 
ss AIR 6708 Glenwood Ave., Chicago 405 Orpheum Bldg. 383 Madison Ave. 
yp aut (Phone ROGers Park 3644) Seattle, Wash. 
Mh | ye. F 
Lh! g 
ye of 
, < Geo. A. Litchfield, Sales Mer 





New York. N. Y. 
E. W. Thomas (Southwest) James S. Fowls, (Southern) 
Box 3493 Peninsula Station 327 Sunset Drive, North 
Daytona Beach, Florida St. Petersburg, Florida 





YASPER. ine: 
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THESE ARE BUT A FEW OF THE MANY 
WAR PLANTS USING LIBERTY BOXES 


Kaiser Company, Inc. 
Hercules Powder Company 
Consolidated Steel Corporation 
Phelps Dodge Corporation 
Foote Bros. Gear & Machine Corporation 
E. 1. DuPont de Nemours & Co. 
Houston Shipbuilding Corporation 
U. S. Naval Ordnance Plant 
Studebaker Corporation, Aviation Division 
Douglas Aircraft Company 
Allis-Chalmers Mfg. Co. 

Radio Corporation of America 
Ralston Steel Car Company 
Nash Kelvinator Corporation 
Continental Motors Corporation 
Edward E. Budd Mfg. Co. 
Harring Hall Marvin Safe Co. 
Emerson Electric Mfg. Co. 
Waltham Watch Co. 
Consolidated Vultee Aircraft Corp. 
Owens-Illinois Glass Co. 
Hoosier Lamp & Stamping Corp. 
Graham Paige Motor Co. 
Jeffersonville Boat & Machine Co. 
Electro Motive Corp. 
Aluminum Company of America 
Glenn L. Martin Co., Aircraft 
Bellanca Aircraft Corporation 
American Can Company 
A C Spark Plug Division—G. M. C. 
International Cellucotton Products Co. 
Aviation Engine Plant—Buick Motor 
Inland Steel Co. 

Baldwin Locomotive Works 
General American Tank Car Corporation 
Browne & Sharpe Manufacturing Co. 
Illinois Ordnance Plant 
Calumet & Hecla Cons. Copper Co. 
Des Moines Ordnance Plant 
Kingsbury Ordnance Plant 
Carnegie-Illinois Steel Corporation 
Stewart-Warner Corporation 
Dow Chemical Company 
Allison Division—General Motors Corp. 
Fairchild Engine & Airplane Corp. 
American Optical Company 
United States Rubber Co. 
Berlin Tool & Die Co. 

Boeing Airplane Company 
Goodyear Tire & Rubber Company 
United American Bosch Corp. 
Great Lakes Steel Corporation 
Chevrolet Motor Corporation 
Grumman Aircraft Engineering Corp. 
North American Aviation 
Ingalls Shipbuilding Corporation 
Timken Roller Bearing Co. 
Liberty Aircraft Corporation 
United Airlines Transportation 
Bell Aircraft Corporation 
Western Electric Company 
Scintilla Magneto Division 
Wright Aeronautical Corporation 
Truscon Steel Corporation 
Otis Steel Company 
Newport News Shipbuilding & Drydock Co. 
American Airlines 
Westinghouse Electric & Mfg. Co. 
Lone Star Ordnance Plant 
Kewanee Shipbuilding & Engineering Corp. 
Marion Machine Foundry & Supply Co. 
Caterpillar Military Engine Co. 








For Economical Record Storage Filing — The National Standard for Over 25 Years 


BANKERS BOX COMPANY...CHICAGO 5, ILLI NOIS 
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That we will blast barbarism from the face of the earth is 
certain. That American ingenuity and efficiency will be largely 
responsible is equally certain. As it is almost axiomatic that 
a nation cannot reach such a colossus of production without 
employing efficient methods, it is only common sense to pre- 
serve an integral part of that efliciency— its records. 

In any of the typical war plants listed here one will find system 
is a science developed to a fine point of perfection. This list 
is unique in one respect—they are all users of Liberty Boxes. 
They, along with thousands of others, have found that Liberty 
Boxes consume a minimum of labor and materials yet keep 
their vital records orderly and instantly available—a prime 
necessity to our rapid fire production of war materials. 


REG U S. PAT. OFF 


STORAGE BOXES 





TO OUR DEALERS: Every order you send 
us must carry your customer’s name, 
address, his priority rating or percentage 
of war work, and sizes and quantities of 
Liberty Boxes ordered by each customer. 














Street, Knoxville, Tenn., was unceremoniously shat- 
tered with a sizeable rock by vandals during the early 
morning hours of January 20. The attendant noise 
evidently put the culprits to rout, however, for nothing 
was reported missing from the store. A reward of 
$100 has been offered for information leading to the 
arrest and conviction of the guilty person. 
siagiaicasiagligualiaida 
NEW ENGLAND TRAVELERS NOTES 

Members of the New England Travelers Club join 
in extending heartiest congratulations to Adams, 
Cushing and Foster on their 56th anniversary, March 
1, 1944. 


* * * 


Due to the increasing volume of business, The Ser- 
vice Typewriter Exchange, Holyoke, Mass., is making 


many changes in its present store. Owner Jack Slavin | 


has acquired additional space which will more than | 


double the present facilities at 392 High Street. 
* * * 


William G. Holmes, Thomas Groom Company Sales- 
man, died suddenly at his home, 30 Bartlett Street, 
Arlington, on January 22. He was 73 years old. 


A native of Boston, Mr. Holmes was associated with | 


the Massachusetts National Guard for 25 years. 
He leaves his wife, Mrs Winifred Holmes, and two 


daughters, Mrs. Dorothy Sargent of Arlington and | 


Mrs. Marion Beebe of Saugus. 
+ * * 

Kenneth Donaldson of Carter’s Ink Company an- 
nounces the opening of a carbon and ribbon depot of 
this company at 45 Franklin Street, Boston, for the 
purpose of extending better service to the trade. 

x ~ * 

The Roberts Office Supply Company, Portland, Me., 
has been making extensive alterations and repairs, 
including a new ceiling, at their store. 

(The above news items are from the February num- 


ber of the New England Travelers Club News.) 
Oe 


WARD TREASURER ROBBED OF $7,000 PAYROLL 


Three Boston “pistol-packin’ papas,’ who obviously 
spared no efforts to learn the pay-day routine of 
Treasurer Edward W. Y. Dunn of the Samuel Ward 
Manufacturing Company and the affiliated Ward’s 
Stationery Company of the Massachusetts capital, are 
today still at large and enjoying the fruits of their 
ill-gotten gains. The brazen daylight hold-up occurred 
on the morning of February 11 in the company’s 63 
Franklin Street building, just as the executive was 
about to board the elevator with a $7,000 weekly pay- 
roll. Followed into the areaway of the building by 
three armed men, he was directed to hand over the 
currency and run up the stairs. 

The men then seized the two canvas money bags, 
sprinted for a dark sedan parked nearby and drove 
away. Malcolm Fernald, stockroom foreman, who had 
driven Mr. Dunn to the plant, was unable to get a 
glimpse of the fleeing bandits. 

The victim is also assistant treasurer of Adams, 
Cushing and Foster, Inc., and of the Moore Pen Com- 


pany, both of 63 Franklin Street, Boston. 
—7<—2—_—- 


DENNISON BACKING NATIONAL WAR EFFORT 
WITH NEW SERIES OF THREE-INCH ADS 


The Dennison Manufacturing Company, Framing- 
ham, Mass., has designed a series of 42-line (three- 
inch) advertisements, each of which features a subject 
chosen to further the nation’s war aims. The subjects 
have been cued from the campaigns and activities be- 
ing directed by the War Advertising Council and have 
been planned to harmonize with the stationery prod- 
ucts of the manufacturer mentioned in each adver- 
tisement. 

Among the themes included in the campaign are 
those sponsoring the support of USO, V-Mail, gasoline 
conservation, metal salvage, War Bond purchasing, 
and the battle against absenteeism. 

1944 
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Their Job Has 
‘Been MAGNIFIED Too 


| 
| 
| 
| 
| 
| 


IN PEACE TIME, paper clips, pins 
and staples did well the job for which 
they were designed. Perhaps we 
have been prone to accept their func- 


tion too casually. 


MODERN WAR, accompanied by 
vast amounts of paper work, imposes 
still greater responsibilities on paper 
fastening devices—in the armed serv- 
ices, government bureaus and war 
With 


ment restrictions reducing permitted 


industries. current govern- 
consumption of steel, our diminished 
output must be devoted solely to 
Under these 


consideration can 


these vital war needs. 
circumstances. 
only be given to orders supported by 


the highest priority ratings. 


| a; oe Se P 
MANUFACTURING 


COMPANY 


900 E. 95th St. 
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Chicago, IIl. 
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NATIUNAL 
UJESAS 





NATIONAL EXECUTIVE DESK 
No. 6612S 66" x 36" 


In this National Desk No. 6612S, the 
executive finds an expression of good 
taste—that subtle expression of dig- 
nity, of refinement and without osten- 
tation—that intangible quality reflect- 
ed naturally and sincerely. 


This desk is an outstanding example of 
the craftsmanship which has made 
"National Desks" a name symbolic with 
everything fine in office furniture. 


It is only natural that National Desk 
dealers are very proud of their selling 
franchise. They are fully conscious of 
their advantage. 


NATIONAL DES COMPANY 


HERKIMER, NEW YORK 
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HIGGINS INK COMPLETES FIVE-YEAR PROGRAM 


The termination of the eventful year of 1943 brought 
the completion of a five-year sales promotion plan 
first conceived and planned back in 1937 by Higgins 
Ink Company, Inc., 271 Ninth Street, Brooklyn 15, N. Y. 
A long range program designed to stress new uses for 
an old product—Higgins “American” drawing inks—the 
plan was supervised by Bert Cholet, head of the com- 
pany’s educational and sales promotional department. 
The success of the campaign, plus new demands for 
Higgins products by industries using inks for design- 
ing and by the armed services, has resulted in Higgins 
sales reaching the highest point in the company’s 
history. 

The program included a steadily increasing use of 
space in consumers publications; direct-by-mail solici- 





COUNTER CABINET PRODUCES 
RAPID TURNOVER OF HIGGINS ART 
BOOKS.—Originally five books made 
up this fast-moving profitable line, but 
“Drafting Standards,” widely distrib- 
uted in the 18 months prior to Pearl 
Harbor, is temporarily out of print. It 
will subsequently be revised to meet 
new standards and will be reissued 
at the first opportunity. The four re- 
maining books—“Arts & Crafts Proj- 
ects,” “Cartooning,” “Script & Manu- 
script Lettering,” and “Techniques’— 
are shown at the left and as dis- 
played in the counter cabinet above. 
Color package inserts will be used in 
¥%,-ounce packages of Higgins draw- 
ing ink throughout 1944 to further 
stimulate the sale of the books. 








tation in the interest of Higgins dealers; redesigned 
leaflets and broadsides; window display cards at reg- 
ular intervals; and improved packaging. Consistent 
attendance at educational conventions of national 
interest with demonstrations, samples and informative 
literature distributed free was inaugurated; and travel- 
ing exhibits of art work accomplished with Higgins 
inks, the continuation of sponsoring the drawing ink 
section of the National Scholastic Awards; and a com- 
prehensive publicity program was stressed. Last but 
not least, Mr. Cholet volunteered to produce one sales 
creative book per year for five years. 

One feature of the program launched before the 
war which proved to be particularly opportune was 
the printing and distribution of 20,000 copies of “Draft- 
ing Standards,” one of the books assembled by Bert 
Cholet. The greater part of these was distributed 
during the 18 months immediately preceding America’s 
1944 
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Kingpin of the Pinpoint Bombers 


He is the Bombardier in the /ead 
plane of the squadron. That makes 
him different. He calls the shots for 
the rest. 

Trail along and see what happens 
...Ona precision-bombing mission 
to wipe out a Nazi war plant. . 
a fight all the way, through flak and 
rocket shells, from Channel to 
target. 

He’s getting close. There it is— 
the merest speck, from five miles 


up. But the Kingpin Bombardier 
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has learned it by heart. 

He’s getting set. He adjusts his 
Norden Bombsight. With the auto- 
matic pilot he jockeys twenty-five 
. till the 


target rides smack in the hairline 


tons of lurching plane. . 


center of his sight. Then 
“Bombs Away!” 

That’s the signal! Asthelead plane 
drops its bombs, the others follow 
suit. The Kingpin 


Bombardier has said 


for every plane in the squadron.... 

It all goes to show the terrific 
burden of responsibility placed on 
the Bombardier ... and the Norden 
Bombsight. 

And it tells us what we already 
know at Victor, as we make Norden 
Bombsights for the Army. It tells 
us that here’s a job calling for 


better than our best. 


VICTOR ADDING MACHINE CO. 


Conserve your adding machines by having them inspected and cleaned 


“Ready, Aim, Fire”’ 


1944 


at regular intervals by your local Victor dealer or factory branch, 
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WHEN WE’VE WON 


Sueedom 


THERE WILL BE 











when “that day” comes there will 


be available, that same, fine standardized line of steel files 
and desks which through the years, has won an outstand- 
ing reputation. Look ahead to Security. Send us your 
full name and address today, so that we may mail you 


timely releases. For the present Security Wood Files are available. 


SECURITY STEEL EQUIPMENT CORPORATION - AVENEL, N. J. 
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entry into the war. This period was during rearma- 
ment and at the beginning of the Lend-Lease pro- 
gram, and although the book is now out of print be- 
cause the standards are being changed, the company 
daily receives many requests from large industrialists 
asking for one or many copies. The Higgins Ink Com- 
pany will revise and reissue “Drafting Standards” at 
the first opportunity. 

The four remaining books produced in this period 
are now Offered for dealers’ distribution in a colorful 
counter cabinet. Using the slogan to the dealers, “the 
more books you sell, the more ink you sell—the more 
ink you sell, the more books you sell,” the company 
stresses the sales-building value of the books and at 
the same time reminds the dealer that he is making 
a good profit out of every sale of Higgins art books. 
The books retail at 50c and $1.00 per copy and the 
subjects are “Arts & Crafts Projects,” “Cartooning,” 
“Script & Manuscript Lettering,” and Higgins famous 
“Techniques.” This last volume is in the second print- 
ing of its fourth edition. 

During 1943 Higgins released 3,000,000 package in- 
serts advertising two of the available books. An insert 
was in each 34 ounce package of drawing ink which 
left their factory during the last ten months of the 
year. Their goal in 1944 is 4,000,000 package inserts 
and these will be in color. One side of the insert will 
show the standard Higgins color card featuring the 
Ostwald system printed in full colors and black. The 
other side will stress the value of Higgins art books 
and suggest to the consumer that they are available 
at his dealer’s store. 

—————. = e—_- 
ROCHESTER FIRM ELECTS NEW VICE-PRESIDENT 

At a meeting of the board of directors of the 
Rochester Stationery Company, Inc., 108 Mill Street, 
Rochester, N. Y., late in January, Arthur A. Plosscowe 
was elected vice-president of the organization. “Art,” 
as he is known to the office furniture and supply 
industry, has sold and supervised the installation of 
many fine offices in New York state. Another of his 
specialties has been the furnishing of steel shelving 
and cabinets for central store rooms and tool rooms. 
Known in Rochester as the “Lincoln desk man,” he 
has built up a wide circle of friends in the field 
through his perseverance and industry. 

———<—e—__- 


DICTAPHONE OPENS BRANCH IN COLUMBUS 


The Dictaphone Corporation, New York, has opened 
its own branch office in Columbus, Ohio, and plans 
to amplify its service and sales representation to ac- 
commodate the increasing use of Dictaphone record- 
ing and reproducing equipment. The new office, 
manned by factory-trained personnel, is located at 
519-520 Citizens Bank Building, Columbus, Ohio, and 
will serve customers in Crawford, Marion, Morrow, 
Union, Knox, Delaware, Licking, Muskingum, Guern- 
sey, Madison, Franklin, Fairfield, Perry, Fayette, Pick- 
away, Hocking, and Morgan counties in central and 
eastern Ohio. L. W. Hawker, the company’s former 
agent in the Columbus area, is no longer with the 
firm.—AK. 


So 


STUDENTS SUPPLY STORE SOLD TO COLLEGE 


L. L. Ivey, who for 25 years has owned and oper- 
ated the Students Supply Store, State College Sta- 
tion, Raleigh, N. C., has announced the sale of his 
business, including stock, furniture, fixtures, and all 
other equities, to The North Carolina State College 
Scholarship Fund. The transfer was effected on Feb- 
ruary 1. 

He will be retained under a long-term contract as 
business manager, under the general direction of the 
college administration and board of trustees of the 
consolidated University of North Carolina. 

The business will continue at the same location, 
with the name changed to “Students Supply Stores.” 
1944 
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PROVED 


A BIG TIME SELLER 
—IN THREE SHORT MONTHS 


PAY ROLL 
TAX INDEX 














$1959 List 


New 1944 Model Now Ready Model PX440 


Improved construction, appearance, performance 


RAPID PAYROLL TAX INDEX, the permanent tax calcu- 
lator with changeable charts, is the quickest method for deter- 
mining payroll tax deductions—one product for which there is 
an unprecedented demand, and one which is AVAILABLE for 
you to sell. Undeniable proof of its worth lies in the names 
of such users as: 


Western Electric Company 
E. I. DuPont de Nemours & Co., Ine. 
The Pure Oil Company 
Peabody Coal Company 
National Cash Register Company 
. . and hundreds of others 


RAPID PAYROLL TAX INDEX sells quickly because: 


@ A flick of the finger brings the exact computation before 
the eyes—and at eye level. 

@ May be operated with either the left or right hand while 
writing with the other. No skill required. 

@ Selects tax amounts faster than any other device—20% of 
chart area visible at all times. 

e Is already saving hundreds of man-hours in large corpora- 
tions. 

@ Handsome walnut cabinet occupies no more desk space than 
a book. 

@ Lacquered charts that fit around drum. 

@ Simple, easy turning—nothing to get out of order—no pro- 
truding knobs. 

@ Complete all-in-one unit with exact computation charts and 
official tables for weekly, bi-weekly, and semi-monthly pay 
periods. 

@ Cannot become obsolete 
insert new charts. 


when tax rates change, simply 


No Priorities Needed 
SUBSTANTIAL DISCOUNTS TO RELIABLE DEALERS 


Enthusiastic reception by large corporations who have pur- 
chased in dozen lots indicates that many thousands will be 
sold in the next few months. Get started now! Write today 
for descriptive circular or order a Rapid Payroll Tax Index 
for inspection. Satisfaction guaranteed or your money back. 


RAPID OFFICE DEVICES, inc. 


135 South LaSalle Street Chicago 3, Ill. 
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Yes! 
STEEL AGAIN! 











ACCOBIND FOLDERS! 


After months and months of drastic restrictions 
we are in a position to offer our genuine press- 
board ACCOBIND Folders with steel prong 


bases. 


Only steel prongs in a binder folder have the 
qualities necessary for satisfactory binding 
service. So your customers will be eager to ob- 


tain once more binder folders that are up to par. 


The stock AF line has the standard steel trans- 


fer feature, steel base and index sheet. 


The AFV line has our SS (narrow base) type 


steel base inserted in the back cover. 


Both folders have non-metallic compressors 


with steel slide locks. 


No priority required on AFV type. 


A Cc C O 
PRODUCTS. INC. 


39th Ave and 24th Street 
Long Island City, N. Y. 
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FORMER BRITISH ASSOCIATION SECRETARY SAYS 
WAR HAS PLACED NEW VALUES ON TIME 


Joseph Halsby, chairman of Halsby and Company, 
Ltd., of London, and a former honorary secretary of 
the Office Appliance Association of Great Britain and 
Ireland, believes that the average British businessman 
has been pretty thoroughly cured of his former time- 
wasting habits in making appointments. The Halsby 
organization, of which Mr. Halsby was formerly man- 
aging director, is the London representative for the 
Todd Company, Inc., of Rochester, N. Y. The senior 
Halsby is temporarily located at 1711 East Speedway, 
Tucson, Ariz., his son, James, carrying on as the 
present managing director of the business. 

Mr. Halsby’s observation on the change in British 
business methods is borne out by a recent letter from 
his son to the Todd organization: 

“The commercial life of this country is more active 
than ever before and I think you will find that busi- 
ness people in general are more alert and more effi- 


cient than before the war. The war has had a great | 


effect on impressing business people of this country 
the value of time. We suffer from labour shortage far 
more than you do in the United States. This country 
has been on a war basis for a longer period and I 
think that the war effort probably represents a greater 
proportion of the total effort of this country than it 
does in the United States. In consequence, offices and 
factories are short-staffed and managements have 


— 


become more impressed with the value of increased 


| efficiency and time saving. 


“Some time ago one of our South American repre- 


sentatives (I believe he was your agent in Chile) | 
visited us in London on his way to enlist in the R.A.F, © 


As you know he is an Englishman and knows this 
country well. He had been in London shortly before 
the war and I asked him what change he noticed most. 
I expected him to remark on the war damage or the 


renege 


number of men in uniform or the number of women | 
workers or some such obvious thing, but I was sur- | 
prised at the statement he made. He told me that the © 


thing that struck him most was that Englishmen had 
finally become conscious of the value of time. When 


| he was in England before the war, if he asked for 
| an appointment he was asked to come tomorrow, or 


the day after or next week. During this visit, if he 
asked for an appointment, the answer always was 
“Come straight along.” I believe the reason for this 
dates from the time of the blitz. At that period in 


London people never made an appointment for the | 


next day because they did not know if they would still 


be alive to keep the appointment or whether their | 


office would still be there or whether there would be 


' any means of transport. In consequence, people de- 


veloped the habit of living for the present and getting 
things done right away and this habit has remained 
and, I hope, will remain. 

“In consequence of this new appreciation of the 


me 


value of time, the interest in office machinery should © 


be increased after the war.” 

Mr. Halsby expects to journey east in a few months 
and plans to return to the British Isles when the war 
ends. 

——— = 2 
MELIND TAKES OVER D. B. STERRETT & CO. 


The Louis Melind Company recently announced the 
acquisition of the assets and business of D. B. Sterrett 
and Company, 56 Pearl Street, Brooklyn, N. Y., manu- 
facturers of metal boxes for stamp pads. 

The Sterrett organization, formerly the H. L. Hud- 
son Company, has occupied its present location for 
more than 30 years. Herbert Anderson, Sterrett fac- 
tory manager, who has been with the organization 
for the past five years, will retain this position. Ross 
C. McRae, recently elected a vice-president of the 
Louis Melind Company, has been general manager of 
D. B. Sterrett and Company for the past year and will 
continue in that capacity. 
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HIGHWAY TO 








INCREASED DEALER SALES... 





Part of Public Utility Installation. Excess of 
100,000 cards accessible to one operator. 





Battery of Rol-Dex in use. One of the 
country’s leading insurance companies. 


ROL-DEX COMPANY 


433 SHELBY STREET 
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RECORD KEEPING 
EQUIPMENT 


Rol-Dex merits dealer consideration .. . 
it presents immediate sales possibilities 
...it enhances the prestige of your com- 
pany in the community. Rol-Dex dealer 
representation enables you to meet the 
mounting record keeping requirements 
of business on the most efficient and eco- 
nomical plane. Rol-Dex is adaptable to 
any type, thickness or size of form, card 
or record ... it permits a company to 
use their present cards or forms. Rol-Dex 
is custom-built to each company’s pre- 
cise needs... it has proven its ability to 
cut operating costs and eliminate waste 
motion in record keeping. 


Rol-Dex keeps thousands of records at 
the operators finger tips; reduces opera- 
tor fatigue; permits the most efficient in- 
dexing known; allows the removal of 
trays. 


Make it your business TODAY to find 
out how you can sell Rol-Dex. The 
complete dealer story will be mailed to 
you on request. 


DETROIT 26, MICHIGAN 
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MICHIGAN 


The Dealer Line with a Future 


No. 2604 
60 x 34. 


Genuine Walnut 


Exterior 





Full Quartered 
Oak 


SATISFIES THE EXACTING NEEDS OF TODAY 


TWO-DRAWER 
LETTER 
FILES 


Made in Genuine Walnut 
or Quartered Oak, beautifully 
finished and in tumed or 
straight leg to fit in well with 


similar type desks. 


Equipped with a metal fol- 
lower block and metal guide 


rod. Plastic hardware. 


LIST PRICE 


Straight Leg—Walnut 
or Oak $50.00 





Turned Leg—Walnut....$52.00 


No. F-9 Locks available. No. F-10 
Width 19 Depth 27%4 Height 30 Width 19 Depth 2734 Height 30 
Walnut or Oak PROMPT DELIVERY Walnut Only 


MICHIGAN DESH COMPANY 


P. O. BOX 392, GRAND RAPIDS 2, MICHIGAN 
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ARKANSAS NEWS NOTES 





Allen D. Rebo, Correspondent 





Aldermen of North Little Rock have declined to 
repeal a 40-year-old ordinance which requires that all 
printed material used by city departments be pro- 
duced in union shops and bear a union label. R. M. 
Brooks, North Little Rock printer, had asked repeal 
of the old ordinance to permit stationers, irrespective 
of union affiliations, to bid on any city printing. 

Ben R. Hamilton, sales manager of Democrat Print- 
ing and Lithographing Company, Little Rock, re- 
cently addressed that city’s Kiwanis Club on “Label- 
ing Arkansas.” 

* x * 

Carl Seiffert, formerly traveling representative 

covering Arkansas for the Western Newspaper Union, 


has been promoted to manager of the firm’s Kansas | 


City branch office. Mr. Seiffert left Little Rock to 
spend some time at the company’s New York City 
office before reporting for his new assignment. 

*” * os 

L. M. Walker, 61, owner of a commercial printing 
plant at Arkadelphia, died at his home there Janu- 
uary 25. He formerly operated plants in other Arkan- 
sas cities and in Oklahoma and Missouri. 

* * * 

Charles Wahlquist, publisher of the Mammoth 
Spring Democrat, has received orders to report for 
induction into the armed services. Pat Ford and Tom 
Shell, publishers of the Salem Headlight, also have 
received orders to report for induction in March. Due 
to shortage of competent help, these publishers of the 
county’s only two newspapers expect to have to close 
shop for the duration. 


* * * 





Theo Pattee, of the Pattee Printing Company, Little 
Rock, has been nominated a member of the board of | 


governors of the Little Rock Young Business Men’s 
Association. 
* ok * 
The Little Rock Board of Public Affairs recently 
awarded five contracts for stationery supplies. One 


was awarded to the Chicago Decalcomania Company, | 


for 18,000 city auto licenses, on a bid of $21.50 per 


1,000. The other contracts, all to Little Rock firms, | 


were: Quapaw Printing Company, 18,000 license re- 


ceipts, $86; Pattee Printing Company, 30 books of | 


miscellaneous receipts, $78; Democrat Printing and 
Lithographing Company, five judgment dockets for 
municipal courts, $163.10; Democrat Printing and 
Lithographing Company, 10,000 police 
tickets, $81.90. 
es * a 

Lewis K. Rothman, 64, veteran Little Rock printer, 

died at his home there February 12. 


* * * 


Fred L. Hedges of the Hedges Printing Company, 
Hughes, Ark., who has been in the Air Forces Reserve 
for about a year, has been transferred from Texas 
to California. His new assignment is at the Cal-Aero 


Summons | 


Academy, Ontario, Calif., where he is a basic flight | 


instructor. 
* * * 

John W. Terry, formerly with the Reynolds Stamp 
& Seal Company, Inc., 114 Louisiana Street, Little 
Rock, has been promoted from fireman first class to 
machinist’s mate third class in the Seabees. He is 


stationed at Camp Perry, Va., where he was inducted 


in October, 1943. 
* * 

Ensign Helen McCreight, formerly chief assistant 
to John Wells, president of the Quapaw Printing Com- 
pany of Little Rock, but now in the WAVES, recently 
received national attention in an A-P dispatch. Sta- 


tioned in Washington, Ensign McCreight, on a week- | 
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OUR post office is handling more mail than ever 

before—and with less manpower. Give it a “‘hand”’ 
by addressing mail clearly and correctly . . . by including 
the zone number . . . by observing all postal regulations 

. and in your office, by using modern mail-handling 
equipment. 

COMMERCIAL ContROLS Metered Mail Machines seal, 
imprint, postmark, count and stack outgoing letter 
mail, and account for all postage spent. They are also 
adapted for quick preparation of parcel post shipments. 
They eliminate sorting and cancelling operations in the 
post office—and in your own office, save manpower and 
speed production. 

Today the mailroom is “the heart of every office.” 
And it will gain further importance when Victory brings 
a faster-moving business world. So plan your new, post- 
war mailroom now—with the help of our specialists. 

Equipment for Complete Mailroom Service will be in 
production again as soon as we finish today’s big job of 
making .30 caliber M-1 Carbines for the Armed Forces. 

Metered Mail Systems . . . Postal and Parcel 
Post Scales . . . Letter Openers . . . Envelope 


Sealers . . . Multipost Stamp Affixers . 
Mailroom Equipment. (Many units available.) 


Let’s Give to the RED CROSS WAR FUND 








COMMERCIAL CONTROLS 


Division of NATIONAL POSTAL METER CO., INC 
ROCHESTER 2, NEW YORK 
BRANCHES AND AGENCIES IN PRINCIPAL CITIES 
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Illustration shows COMMERCIAL CONTROLS Metered Mail Machine 











To "LIGHTEN" 
War Work ... 


Suggest VAN DYKE 
FLUORESCENT 


Adequate illumination means a great deal to office 
workers. It also means a lot to management be- 
cause equipment that helps to eliminate errors pays 
for itself. Today—with industry straining every 
nerve to prepare the "knock out" blow of the Axis, 
it is more essential than ever to provide the finest 
lighting obtainable. Van Dyke will continue to fur- 
nish fluorescent for essential war-time uses. 













Walnut Wood Base. 


Wood Uprights. 


No. 1000 


Instantaneous man- 
ual type, switch 
and ballast. 


THE LAMP OF A 1000 USES! . . . Arm is adjustable to 
any height. White Liquid Plastic reflector, baked on 
Morocco finish. A.C. 

Model No. 1280 for 15 watt tube. Extension 15”, height 
24”, reflector 18”, weight I2 Ibs. 

Model No. 1280-A has 24” arm extension, weight !2'/2 Ibs. 
Model No. 128! for 20 watt tube, reflector 24”, weight 
13 Ibs. 

Model No. 1281-A has 24” arm extension, weight !3!/) Ibs 
No. 1280-2 for 2 15 watt, 18” tubes. Extension 15”. 

No. 1281-2 for 2 20 watt, 24” tubes. Extension !5” 





NO ORDER FILLED WITHOUT PRIORITY 


VAN DYKE INDUSTRIES 





21st and Rockwell Sts. Chicago, Illinois 
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end visit to New York City, spent the night in a hotel 
lobby. What makes that a story, in these days of 
packed hostelries, is that Ensign McCreight is assigned 
to duty at the Navy Building, Washington, as billeting 
officer. Her job is to find accommodations for Navy 
officers who arrive in the capital without hotel reserva- 
tions. She had forgotten to reserve a room for her- 
self during her Manhattan week-end. 
x * * 

Alfred H. Craig, Scott, who recently sold the Quapaw 
Printing Company, Little Rock, to John Wells, has 
been reappointed to the board of control of the Arkan- 
sas State School for the Deaf by Governor Adkins. The 
board has elected Mr. Craig its president. 

* * * 


A “clearing house” through which national agencies 
can distribute advertising to weekly newspapers of 
the state was set up by the Arkansas Press Association 
at its 72nd annual convention in Little Rock in Janu- 
ary. The association’s office at Little Rock will handle 
the new activity. The new set-up will simplify adver- 
tising billing by publishers by use of a “one bill, one 
check and one tear-sheet” system. 

* ca * 

E. W. St. John of the Mena Printing Company, Mena, 
president of the Arkansas Press Association, told the 
members that several women linotype operators 
trained recently in his plant have proved very satis- 
factory. Mr. St. John urged that more women oper- 
ators be trained in other plants of the state to combat 
the present shortage of competent operators. 

* * * 


Walter C. Guy, president of the Arkansas Printing 
& Lithographing Company, 1000 Center Street, Little 
Rock, has been named a delegate to the Imperial 
Council, A.A.O.N.M.S., by Scimitar Shrine of Little 
Rock. 

* * * 

The Baptist Book Store, 303 West Capitol Avenue, 
Little Rock, has been running a series of institutional 
ads in local dailies. Those recently used urged support 
for the Fourth War Loan drive. 

* * * 


The Jungkind Photo Supply & Stationery Company. 
114 West 4th Street, Little Rock, has been running 
weekly ads in local dailies featuring stamp albums 
and philatelic supplies and greeting cards. 

2 


TACOMA OFFICE MACHINE FIRM IN NEW STORE 


Increased demands for equipment and service has 
made necessary the moving of H. D. Baker and Com- 
pany, one of Washington’s oldest office machine dis- 
tributors, to new and larger quarters at 739 St. Helen’s 
Avenue, Tacoma. The shift was made late in January. 

Included in the Baker organization are Joe H. Baker, 
manager and son of H. D. Baker, Sr., who founded the 
firm in 1905 and retired four years ago; Melvin J. 
Roalsvig, office manager, and Al Coppridge, service 
foreman with a 20-year record of experience. 

Featured lines at the Baker store include the prod- 
ucts of the Dictaphone Corporation, Ohmer cash reg- 
isters, L. C. Smith and Corona typewriters, and R. C. 
Allen calculators. 

sisal tities 
FLAKE BUYS BALL TYPEWRITER CO. IN YUMA 


Sam Flake, who for the past two years has been a 
partner and manager of the C. C. Ball Typewriter 
Company in Yuma, Ariz., announced early in January 
that he had purchased all outside interests in the 
firm, thus becoming sole owner of the business. 

He will continue in the old location at 45 Second 
Street, which has been completely remodeled and 
repaired. 

The new firm, which will do business as the Sam 
Flake Typewriter Company, will feature practically 
all makes of used and rebuilt office equipment. Mr. 
Flake will also continue as agent for L. C. Smith and 
Corona typewriters and R. C. Allen business machines. 
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MODERN EFFICIENT 


(if 
Npymline WEEKS 


By -LEUPULUD 





Builders of Fine Office Furniture since 1876. 


In their Streamline Suites Leopold offers accommodations in the contem- 
porary spirit. A welcome departure from the threadbare conventional 


desk ty pes. 


Like masterpieces in any field of art or craftsmanship, these Suites are 
designed for functional simplicity — yet with most inviting appoint- 


ments of convenience. 


Moderate in price, Leopold’s Streamline Suites have the distinctiveness 


that marks a tailor-made product— fitted to your ease and comfort. 


THE LEOPOLD CUMPANY - Burtingtam, lowa 
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No Doubt About It 


This shortage of fibre board is the real thing 
nothing fictitious about it. Right at this moment 
it is a vital war material and as scarce as hen’s 
teeth. 

We are doing our level best to stretch our 
meager allotment to cover the basic requirements 
of all our loyal dealers. 
So, if we don’t ship you the number of files you 
order, please be patient. You can be certain we 


are doing everything we possibly can. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 














FIBRE BOARD FILES 


pe 
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Calendar of Industry 
Activities 


Chronological Arrangement of Major 
Events For Easy Reference 


March 27 and 28. National Stationers’ Association, 
District 9, Texas Hotel, Fort Worth, Tex. H. C. Parker, 
Jr., Governor. 

« » 

March 31 and April 1. N.S.A., District 8, Muehlebach 

Hotel, Kansas City, Mo. Leonard B. Wilcox, Governor. 


« » 
April 2 and 3. N.S.A., District 10, Hotel Cosmopolitan, 
Denver, Colo. E. G. Hopper, Governor. 
« » 
April 11 and 14. N.S.A., District 12, Hotel Biltmore, 
Los Angeles, April 11 and San Francisco, April 14. 
Omar Boyd, Governor. 


« » 
April 19 and 20. N.S.A., District 11, Multnomah 
Hotel, Portland, Ore. Horace Kilham, Governor. 


« » 
April 24 and 25. N.S.A., District 7, Hotel Pfister, Mil- 
waukee, Wis. Charles Mixter, Governor. 


« » 
April 28 and 29. N.S.A., District 6, Edgewater Beach 
Hotel, Chicago. Eldon Just, Governor. 


« » 
May 2 and 3. N.S.A., District 5, Deshler-Wallick 
Hotel, Columbus, Ohio. W. F. Thomas, Governor. 


« » 

October 2, 3 and 4. National Stationers Association 
Annual Convention, Palmer House, Chicago. Charles 
B. Garvin, General Manager, 740 Investment Build- 
ing, Washington, D. C. 


ieee 


SPRINGFIELD PRINTING FIRM ADDS NEW LINES 


The Young-Stone Printing Company, 215 North 
Jefferson Street, Springfield, Mo., has enlarged its 
business to include a small stock of stationery and 
office supplies. 

Lines in stock at present include stationery, writing 
inks, multigraphing inks, paste, pens, pencils, stenog- 
raphers’ notebooks, blank books, sales books, binders, 
stencil supplies, typewriter ribbons, carbons, ink 
eradicators, and numerous other supplies including 
rubber bands and paper clips when available. 

A recently acquired exclusive line is a permanent 
ink, manufactured by Sentinel Ink Company, Colum- 
bus, Ohio. 

Naturally, printing remains the firm’s chief activ- 
ity, with special emphasis on high grade printing, 
publications, pamphlets and advertising specialties. 

The original business was founded many years ago 
by the late George W. Stone. Incorporated in 1926, 
the present firm includes Orville Young, president, 
who manages the printing department; Clifton J. 
Young, treasurer and office manager; W. Card Stone, 
secretary, who is manager and buyer for the station- 
ery department, and Joe Young, vice-president and 
buyer for the printing department. 

The number of employees has dwindled to six, with 
the loss of one to the Navy, one to the Army and 
two to other positions —EVH 

<a 

DEVENOTS BOUGHT BY HOOSIER SUPPLIES 

The commercial stationery store formerly operated 
under the name of Devenots in Vincennes, Ind., was 
purchased February 9 by Hoosier Supplies, Spencer, 
Ind. The company now has stores in Spencer, Frank- 
fort and Vincennes. 
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CONSERVATION LINE 


























NOW AVAILABLE! 


A COMPLETE 
RANGE OF 


VISIBLE BINDERS 


Our new conservation line of Visible Record 
Equipment (government approved) is now 
ready for the market. The Binders may be 
had either with the automatic shift or in 
the non-shift models. All the popular sizes 
in two grades of bindings. Four capacities, 
the 2” and 3” for the larger installations— 


the 1” and 1'4” for the smaller. 


Today’s terrific figure work—Inventory and 
Stock Control, Pay Roll computations and 
numerous other accounting jobs—has made 
the demand for Visible Record Books greater 
than ever before. More than 100 stock 
forms—to meet most every business need. 
Put yourself in a position to obtain this 
growing and profitable business. Ask for 


Catalog "Ge 


The C-€- SHEPPARD CO. 


°¢ 4407 21: Street,» LONG ISLAND CITY. N.Y-> 
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Drop Leaf Type STAND 






LESS 


DISCOUNT 

Made of 

SELECTED Two casters create port- 
HARDWOOD ability and two solid 
Plywood Top legs prevent creeping. 


Top Size 14''xI7!/," 
Each Leaf 10''xI4"' 
Height 26" 


and Leaves 
e@ Finished in Olive Green 





Strength and 


Upholstered 


Offi Ch se Comfort 
ice air Guaranteed 
Seats and backs up- 

holstered with high- $ i { 00 
grade leatherette. 

Legs and arms are LESS 
bentwood. DISCOUNT 


Seat Height 18" 


e Large, Easy- 

Rolling Casters 

Assure Utmost 
Portability 


PRICE 


@ 2 Colors 
Brown or Green 





Sliding Leaf TYPEWRITER STAND 


Sliding leaf ejects 
from either side. 
Frames made of fi=-----« 
selected hard- 
wood. Tops and 
leaf are plywood. 


e@ Large, Easy- 
Rolling Cas- 
ters 


ad mag Set- 
Up. eady for 


@ Finished in 
Olive Green 


$900 
LESS 
DISCOUNT 





No. 50—Top Size, 14% x 1712” o Leaf, 12” 
Overall Height, 26” 


METALSTAND COMPANY 


1615-1625 MELON ST. PHILADELPHIA, PA. 
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Never offered | 
at this LOW | 





PASE. A WAT 


REGINALD C. HUNTLEY 

Reginald C. Huntley, founder and president of the 
Sturgis Posture Chair Company, Sturgis, Mich., died 
suddenly on Friday, February 4, 1944. Death was due 
to lobar pneumonia, against which he had made a 
gallant fight since he was stricken on January 29. 
He was 42 years old. 

Mr. Huntley was born April 21, 1901, in Hang-Yang, 
China, a town located near Hankow. His parents, Dr. 
George and Elizabeth Huntley, had gone to China as 

















THE LATE REGINALD C. HUNTLEY 


medical missionaries of the Baptist Church. In 1912, 
when Reginald was 11 years old, he was sent with a 
sister and two brothers to the United States to at- 
tend the public schools in Massachusetts. The rest 
of the family returned to the United States after five 
years and located at Oberlin, Ohio. Mr. Huntley grad- 
uated from Oberlin College in 1923. 

After graduation he located in Waterbury, Conn., 
where he was employed by the Scoville Manufacturing 
Company. He went to Sturgis in 1927 to become sales 
manager for the Royal Easy Chair Company, a posi- 
tion he relinquished to enter the employ of the Harter 
Corporation of Sturgis. This experience inspired the 
young man to found a business of his own for the 


| manufacture of steel office chairs. 


From its modest beginning in 1929 the Sturgis Pos- 
ture Chair Company has shown a consistent growth 


| and is now one of the most successful of Sturgis’ 


smaller industries. The business will continue as in 


the past. 
Surviving Mr. Huntley are his widow, one daughter, 


two sisters and five brothers. 


-; - | 
RICHARD B. SANDERS 

Richard B. Sanders, retired president of the F. W. 
Roberts Company, Cleveland, Ohio, office supplies 
firm, died February 1 in St. Petersburg, Fla. 

Mr. Sanders had gone to Florida in December and, 
becoming ill on the trip, entered a hospital in Jackson- 
ville. He had been released from the hospital and 


| death came unexpectedly. 


Joining the Roberts company as a clerk in 1893, 
Mr. Sanders was appointed vice-president in 1912. 
When F. W. Roberts, founder of the firm, died in 1929, 
Mr. Sanders succeeded him as head of the organiza- 
tion. He retired from the presidency last year. 

Long a leader in Masonic affairs in the Lakewood 
suburban section of Cleveland, Mr. Roberts was a 
32nd degree Mason and a charter member of Lake- 


| wood Lodge, of which he was senior past master. He 


also was a director and vice-president of the Lake- 
wood Masonic Temple, of which he was a founder. 
Mr. Sanders was also a member of Cunningham 
Chapter, Holy Grail Commandery, Lake Erie Con- 
sistory and Al Koran Temple of the Shrine. He was a 
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Any Dealer Selling 


IMPERIAL 


FILING SUPPLIES 


The greatest impetus to dealer sales comes from enthusi- 
astic office workers who recognize and appreciate the 
intrinsic merit of the office tools with which they work. 
IMPERIAL’S consumer advertising has been expressly 
designed to acquaint business men and women with the 
refinements of Imperial Filing Supplies. We solidly sup- 
port our dealers. Prosper with Imperial. Join our dealer 
ranks today. 
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“Pursley Doesn’t Seem to Grasp This Paper-Saving Idea” 


Pursley’s “doodling” may not seem very important in 
itself—but this widespread bad habit is today wasting 
many a ton of good white paper. 


It’s worth-while to check up on such practices now 
that paper is a vital material of war ... with 25 tons of 
blueprint paper required to make a battleship and 12 
pounds of paper for every 500-pound bomb. 





Here are ways in which form users can save paper: 


1. Design forms to use fewer parts of smaller size 
2. Reduce weight of paper stock 

3. Correct minor errors—don’t use a new form 
4. Don’t buy in too large quantities 


—and don’t forget whenever you use paper: 
Don’t throw away slightly damaged or soiled 
stationery 
Use both sides of the sheet 
Design printed matter to use less paper 
Prune the “deadheads” out of mailing lists 
Remember, paper saving is in the national interest—and it's a 


job in which YOUR co-operation is needed. Let’s all starve our 
wastebaskets and make each piece of paper stretch farther: 


UNITED AUTOGRAPHIC REGISTER COMPANY 
Chicago, Cleveland, Oakland ¢ Offices in All Principal Cities 





———— 


USE LESS—SO OUR FIGHTING FORCES WILL HAVE MORE} 
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Every SAFE OWNER 


needs INSUL-AMP to protect 
records insurance cant replace 


Imagine the confusion in an office where fire 
ruins the contents inside a tightly locked safe. 
Records, documents, books, charred beyond 
recognition—things insurance can’t replace. 


A few units of INSUL-AMP would avoid this 
costly loss. When fire occurs INSUL-AMP 
would throw off a chemical vapor shield that 
would hold the heat in check. 


INSUL-AMP “eats up heat” so effectively 


that it keeps the temperature inside a safe 





INSUL-AMP Laboratory Tests 


An oven of 1228 cu. in. content was heated to 
maintain a temperature of 400°F. After one 
unit of INSUL-AMP was placed in oven, re- 
cordings taken show how INSUL-AMP “eats 
up heat” and kept temperature below charring 
point of paper. 


Ohrs. 400 degrees 1% hrs. 340 degrees 
V4hr. 356 w 1% “” 356 - 
Ya" 342 de 1% “ 365 ds 
% aa 338 aa 2 ae 376 aa 
1 aa 334 aa 2%, aa 386 aa 











DEALERS find they can sell INSUL- 


AMP to every owner of a safe, 
file or vault. As many as a dozen 
units sold on first call. Easy to 
sell, wide margin of profit. Thou- 
sands of prospective customers. 


Write for details today. 
Vv 


Just lay INSUL-AMP in bottom of 


safe. Requires no alterations or fixtures. 


Is absolutely harmless. 


One unit of INSUL-AMP is recom- 
mended for each two cubic feet of in- 
terior space. Each unit is 2” x 4” x 7”. 
Number of units required depends on 
size of space and amount of protection 


desired. 





below the charring point of paper—400°F— 
for two hours. 


Old safes, safes in which insulation has been 
cracked by burglary or moving need INSUL- 
AMP because they have lost as much as 40% 
of their fire protection value. 


INSUL-AMP will also protect valuable plans, 
contracts and other papers stored in vaults 
and fire-resistant files. 








INSUL-AMP 


INSULATION AMPLIFIER 


per unit 





BRUSH-PUNNETT CO. 


545 WEST AVE., ROCHESTER, N. Y., Makers of Sentry Floor Safes 
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pI 
FOR 68 YEARS...“ | 
This triangle has clicked in the desk field 





There’s sound reason behind the 
consumer preference for JASPER 
DESKS. The triangle which 
7 moves JASPER DESKS from our 


factory to the dealer and on to 


of a marketing program begun 





68 years ago. We've always de- 
rived great satisfaction from sup- 


plying the trade with merchandise 





~._ they’re proud to sell. This policy 
has resulted in our acquiring a 
group of outstanding office furni- 
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ture dealers throughout the 
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United States. Jasper Desk Co. din \ 
dealers deserve the best . . . we ~~. 












—eeeeeeneen Saran 





shall do our utmost to efficiently 


maintain our part of the triangle. 








THE JASPER DESK COMPANY 
JASPER, INDIANA 
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member of the Episcopal Church of the Ascension in 
Lakewood. Surviving are his wife, Mrs. Rose A. 
Sanders, and his sister, Mrs. Anna S. Page.—BJ 


hb 
HOWARD TRACY O’NEILL 


Howard Tracy O’Neill, secretary-treasurer of the 
Grand Rapids Loose Leaf Binder Company, Grand 
Rapids, Mich., died on December 19, 1943, at the age 
of 59. 

A native of Rockford, Mich., Mr. O’Neill was edu- 
cated at the Rockford high school and Grand Rapids 
Business College. After graduation from the latter 
institution he obtained a position with the Grand 
Rapids board of education, later working for the 
Preferred Life Insurance Company in the same city. 
He subsequently moved to Des Moines, Iowa, with the 
company, residing in the Iowa city for 14 years. He 
also held the post of assistant secretary of the Mer- 
chants Life Insurance Company for a number of years. 
His last position, as an executive of the Grand Rapids 
Loose Leaf Binder Company, was held until the time 
of his death. 

He is survived by his wife, Mrs. Mary O’Neill, and 
a sister, Miss Selma O’Neill. 


rt bf & 
WILLIAM H. FORGIE 


William H. Forgie of the Forgie Typewriter Com- 
pany, Toronto, Ont., died suddenly on December 29, 
1943, at the age of 81. He was one of the oldest office 
equipment men in Canada. 

Mr. Forgie moved from Almonte, Ont., to Toronto 
in 1897, continuing to Syracuse later in the same year 
to work for the L. C. Smith Typewriter Company. He 
returned to Toronto in 1898 and was employed by 
Newsome & Gilbert, agents for the Smith Premier type- 
writer. In 1915 he opened his own business and was 
active until his death. 

He is survived by his widow and one daughter, Miss 
L. Forgie, secretary of the Canadian Typewriter and 
Office Machine Dealers Association. 


- tf § 
HARRY R. HERTWIG 


Harry R. Hertwig, 60, office furniture broker, died 
at his home, 55 Linden Boulevard, Brooklyn, N. Y., on 
Thursday, January 27. 

Mr. Hertwig was a native of Brooklyn and main- 
tained offices at 148 Lafayette Street, where he repre- 
sented the Allen Chair Corporation, West Concord, 
Mass., and the Blair Veneer Company, North Troy, Vt. 

He is survived by his wife, Mrs. Gertrude C. Hert- 
wig, and a sister, Mrs. A. A. Young. 


- - 
LOUIS WEIL 


Louis Weil, founder and president of the Bell Sta- 
tionery Company, Inc., New York, N. Y., died of a heart 
attack on February 5. He was 68 years old. 

The deceased had spent most of his business life 
in the stationery industry, and had been associated 
with both American News and the Jaclin Stationery 
Corporation. 

Masonic funeral services were held Tuesday, Feb- 
ruary 15, at Boulevard Chapel, Brooklyn. 


rE & 
CARL WOLFERT 


Carl Wolfert, 66, owner of the Wolfert Office Equip- | 
ment Company, 325 Erie Street, Toledo, Ohio, died | 


February 2 at his home there after a brief illness. He 
was a lifelong resident of Toledo and is survived by 
his wife, Luluu—AK. 

+ | 


CAPTAIN HOWARD PETRIE 


Captain Howard Petrie of the Chicago Ordnance 
Department and former general manager of the St. 
Johns Table Company, Cadillac, Mich., died of a heart 
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Trail-wise 


The Pony Express, the famous colorful means of 
carrying the mail from St. Joseph to San Fran- 
cisco, owed much of its remarkable record to the 
trail-wise ponies that really “carried the mail.” 
They had courage and “savvy” of desert and 
mountain dangers that frequently were deciding 
factors in successful operation. 


Like these cayuses of the romantic West, the cour- 
age and savvy of American industry are carrying 
the mail to our enemies—delivering it in big pack- 
ages and hotter messages than any ever carried 
over pony trails. 


Like the riders, American industry has its serious 
problems—dwindling of certain raw materials, short- 
ages of men, delays in delivery. Notwithstanding 
handicaps, it goes galloping on, surmounting or by- 
passing new dangers whenever they make their ap- 
pearance. Every new peril is bested through prior 
knowledge. Total victory will be the result of our 
combined efforts. Like the ponies carrying the 
mail, our first thought is to reach our destination. 
Then we shall hope to renew friendly business rela- 
tions with you and offer an improved line of 
"Andy units of steel.” 
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When Uncle Sam says 





MEILINK SAFES 
will be ready to boost 


YOUR SALES! 


Our chief interest is, and has always been, 
a vital concern for the welfare of Meilink 
dealers. During this critical war period, 
Meilink has carried on in a restricted way 
offering limited sales and service .. . 
sublimating itself to war needs. 





Now that we see victory in sight, we’re 
utilizing every spare moment to plan 
Meilink’s participation in the trade’s post 
war sales. When steel is released for 
civilian use, we will again extend to our 
dealers the cooperation for which Meilink 
has been justly famous. 





BUY WAR BONDS xK** 


TODAY 


MEILINK STEEL SAFE CO. 


CHICAGO TOLEDO, OHIO NEW YORK 


xk 
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attack in his room at the Parkway Hotel, Chicago, in 
December. He was 53 years old. 

He is survived by his widow and two brothers, 
Robert L., present general manager of the company 
and a lieutenant in the Navy, and Kenneth, of Cadil- 
lac, Mich., now in charge of the business. 

+ - | 
OTTO KNEY 


Otto Kney, assistant editor of OFFICE APPLIANCES 
from 1917 to 1939, died Monday, January 31, 1944, after 
a week’s illness in a Madison (Wis.) hospital. Born 
May 9, 1879, his youth and early business career were 
in Madison, in charge of advertising for the Ameri- 
can Thresherman, a trade journal, and later as adver- 
tising manager of the Northern Electric Company. 
He was a member of the old Chicago Press Club, 
Lincoln Park and Columbia Yacht clubs, and the 
Lincoln Park Lodge, A. F. & A. M., which had charge 
of the funeral services. His brother, Paul Kney, and 
sister, Mrs. E. K. Loeprich, both of Madison, survive 


him. 
- - 
GEORGE N. HOSINGER 

George N. Hosinger, president of the Paramount 
Pen and Pencil Company, 4102 Bergen Turnpike, 
North Bergen, N. J., died at Christ Hospital, Jersey 
City, on Wednesday, February 16. He was 68 years old. 
Surviving are two daughters, Mrs. Anna Haggerty 
and Mrs. Helen Rosen, and two brothers, Charles and 


Edward Hosinger. 
- - 


RALPH M. STARK 


Ralph M. Stark, president of Stark Calendars, Inc., 
525 South Dearborn Street, Chicago, Ill., died of a 
heart attack at his home, 4511 Lake Park Avenue, on 
Tuesday, January 25. He was 46 years old. His widow, 


Lucille, survives. 
ee 


ASKEW COMPANY OF DALLAS ENDS 22ND YEAR 

Early in February, 1922, L. E. Askew, owner of the 
Askew Company, 1201 Elm Street, Dallas, Tex., de- 
cided to end his career as a real estate salesman and 
go into business for himself. Office furniture, chiefly 
used, was the line selected and his first store was 
opened for business on North Akard Street. Later he 
took on new furniture lines and conducted an exten- 
sive business in both new and used office equipment 
and supplies. 

Several new ideas for the improvement of office 
furniture have resulted from his years of experience, 
the latest being a unique “posture type” chair. 

The company’s move to its present quarters on Elm 
Street was made several years ago. Three floors face 
Elm Street, one extending to Pacific Street. Present 
lines handled by the Askew organization are largely 
restricted to nationally advertised brands. 

—————7—= 
TELEPHONE AND MAIL REPLACE SALESMEN 


Because of the scarcity of outside salesmen, J. P. 
O’Connor, who operates the Springfield Typewriter 
Exchange and Office Supply Company, 323 East Walnut 
street, Springfield, Mo., keeps up contact with regular 
customers by mail and by telephone. 

He reports considerable success in covering out- 
lying accounts by mail and city accounts by tele- 
phone. A girl spends two days a week telephoning 
city accounts and two times a month suggestions are 
sent to names on the mailing list—EVH 

—_—?— 
BOOKKEEPER-SECRETARY RETURNS TO OLD JOB 


Mrs. Ruth Flummerfelt, who, before her marriage 
several years ago, was employed as bookkeeper-secre- 
tary at the Carroll Typewriter Company, 325 South 
Avenue, Springfield, Mo., recently returned to take up 
those duties again. She now spends three mornings a 
week in the office, taking care of the books, corre- 
spondence and the like —EVH 
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D. B. STERRETT & CO. 


(FORMERLY H. L. HUDSON CO.) 


56 PEARL STREET - BROOKLYN, N. Y. 


Largest Manufacturers of Metal Boxes for Stamp Pads, 


Supplying The Leading Stamp Pad Manufacturers. 





The business will be continued as 


affliated concern, under its former management. 


Inquiries from stamp pad manufacturers are invited. 





Address all inquiries to 


LOUIS MELIND COMPANY 


39 CORTLANDT STREET 
NEW YORK CITY 


LOUIS MELIND COMPANY 


Lnnounces the purchase of all assels and tustness of 








SH 








OFFICE APPLIANCES, 


March, 1944 


143 














MAK-UR-OWN 
INDEX TABS 


§& 


# & ctor deale,.. 


Q\CE of the Mo 
cx0! THE NT 


VICTOR SORTER 





CABINET VISIBLE 


a —— 












































0 
if 
d 
Initial sales of the new, non-metal sorter have proved the ’ 
extent of the market waiting for this efficient office aid. | = 
Used for alphabetizing orders, correspondence, invoice | 
copies, sales slips, checks, etc. or make your own captions | * 
on the removable inserts for routing or temporary filing of | . 
the day's work. Wood base, fiber dividers, adjustable and | 
arranged for one hand filing. No. W3 for papers up to 10 | “ 
inches wide, No. W2A for sales slips, checks, ete., not over | -- 
5 inches wide. No. 712 Folder gives all details. 
Wi 
f 
, " For fast sales and attractive profits— ‘ 
FILING SUPPLIES ° . | 
won Every Day, Every Month. . . Sell the Victor Line - 
ee Sold only through dealers. Cl 
“pee ?? i ch 
' THE VICTOR SAFE & EQUIPMENT CO., INC. co. 
NORTH TONAWANDA, NEW YORK aa 
*War casualty — will be supplied when steel is again available : ine 
— wh 
Bees | 4. 
; Ba 
bu. 
see 
Pfi 
* TREASURE CHESTS "-BIINSULATED FILES I 
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NORTHWEST TRAVELERS NOTES 


Merrill D. Hasty, Correspondent 

The Seventh District meeting, NSA, will be held at 
the Hotel Pfister, Milwaukee, Wis., April 24-25. 

The Northwest Travelers and a group of Milwaukee 
stationers met at the Hotel Pfister on January 29 and 
successfully completed all the arrangements for what 
promises to be one of the largest attended meetings 
in the district. Program plans, publicity and all com- 
mittees and activities were completed. 

The arrangement meeting was attended by 
following dealers and travelers: 

C. F. Mixter, governor of the Seventh District 

Charlie Regan, past governor of the Seventh District 

Al Nordstrom, general arrangement chairman, and 

vice-president of Northwest Travelers Club 

Larry Ackert, president of Northwest Travelers Club 

Roy Clarke, secretary-treasurer of Northwest Trav- 

elers Club 

Stanley L. Griebel, 4th vice-president, NSA 

Fred Schaefer 

Art Schaefer 

Henry Huette 

Merrill D. Hasty, correspondent, Northwest Trav- 

elers Club 
Dealers included: 

Eddie Kuschbert, Kuschbert Office Supply 

W. D. Jarchow, H. H. West Company 

Fred Siekert and George Schumacher, Siekert and 

Baum Company 

L. E. Thompson and E. W. Doepke, S. J. Olson Com- 

pany 

The program will consist of constructive discussions 
of present-day problems. The banquet will be in- 
formal. 

All stationers in Iowa, North Dakota, South Dakota, 
Minnesota and Wisconsin are invited. 

* * * 

Jack Ruhe, Jr., owner of the Ruhe Stationery Store, 
Watertown, S. D., has taken his Army physical exam- 
ination, and expects to report sometime in February. 
The Ruhes have a new baby boy, born in November. 

* * * 

Harold Switzer, formerly buyer of stationery for 
Yelland & Hanes, Mason City, Iowa, who has been 
in the Navy for the past year, was home on leave to 
get acquainted with his family and their newcomer. 
Harold is proudly displaying the stripes of a first class 
petty officer. 


the 


e* £ * 


Frank Wenner, of Matt Parrott & Sons, Waterloo, 
Iowa, has just started taking his “boot” training in 
the Navy at Farragut, Ida. Frank is also a proud 
father of a new baby girl. 

* * * 

Claude Fleet just returned from the Iron Range 
with his pocket full of good business and his heart 
full of sunshine. This mild winter sure gets us all! 

* * * 

Our secretary, Roy Clarke, is now compiling new 
names and addresses for the Northwest Travelers 
Club roster. Remember, keep him posted of your 
change of address—and do it now if the roster is not 
correct. Keep your dues paid. All servicemen are 
exempt from paying and remain in good standing. 

* * 

The Commercial Stationery Company, 715 Planking- 
ton Avenue, Milwaukee, has a new owner. J. P. Gibson, 
whom several have known as an employee under 
H. Baumschriber, has purchased the business. Mr. 
Baumschriber, although not active in the stationery 
business, still wants his friends to know that he will 
see them at the Seventh District meeting at the Hotel 
Pfister, Milwaukee, April 24-25. 

* * as 


Roy Clarke entertained his Vendome pupils at a 
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LOOSE-LEAF 
COVERS 


These modern, loose- 
leaf covers have 
scores of uses—for 
presentations, special 








reports, etc. Leather- 
ette finish — strong, 
flexible 


withstand constant 


stock to 


handling, several! 
styles of fasteners. 


Standard 8!/2x 11” 


size. 


CHOICE of 6 col- 
ors; blue, red, black, 
grey, green, tan. 


REE—Clip this 

ad to your let- 

terhead. We'll 
send samples for 
your inspection. 














IMMEDIATE DELIVERY 
No Priority Required 


AMBERG FILE & INDEX COMPANY 
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Filing Specialists Since 1868 
1608 DUANE BLVD., KANKAKEE, ILL. 





GUIDES 
MAILING 









SUPERDEX usc 


e Sell Rapidly! Because they are real 
8 PASTEL time savers. Quick and neat... . 
COLORS Used by all up-to-date file clerks. . 
eaemieeiis Made by WARSHAW on full auto- 
CHERRY matic machinery assuring uniform per- 
SALMON forations and smooth even gumming. 
aaa Eight different colors. 
BLUE Order your supply today, and feature 
WHITE them prominently! 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET, BROOKLYN 1, N. Y. 
GUIDES INDEX CARDS FOLDERS 


PROTEX STICKONS MENDING TAPE GUMMED INDEXED TABS 
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S t ea d 1 l y Placed on the market three 
years ago NEV-R-KURL com- 


W O N wa y peted for favor in a crowded 


carbon paper field. Now thou- 


to f 4 O P f sands of typists, buyers and 
« 


dealers will tell you there’s 
no better carbon paper on the 
market. 


NEV ROKURE | 
CARBON PAPER 2 





% WILL NOT CURL, tree, wrinkle 


or smudge. 


% LASTS LONGER. more copies per 
sheet. 


% UNIVERSAL, same sheet works 
on all typewriters, billing, book- 
keeping machines. 


Phill 
= ancl Co. Inc. 


192 Mitt @aeeeT 
RQCHESTER, NY 










L.A.PHILLIPS 
President 












INVESTIGATE 
THE MERITS OF 


ROBERTS 
. A MODEL 95 


The Quality five action, all steel 
and nickel, Numbering Ma- 
chine. 






% Capacity for ten wheels. 


% Priced competitive to ordinary ma- 
chines of four and less actions. 


* UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


The 
ROBERTS NUMBERING MACHINE 60. 


694-710 Jamaica Avenue Brooklyn, New York 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 
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quiet snooker party in Milwaukee February 28-29. This 
followed the pre-convention meeting at the Pfister. 
Those attending were President Larry Ackert; Re- 
gional Governor C. F. Mixter; Second Vice-president 
Al Nordstrom; Roy Clarke, secretary; Stanley Griebel, 
4th vice-president NSA; Fred Schaefer, Art Schaefer 
and Henry Huette. 
* * * 

It is a known fact that if you spend the week end 

in Eau Claire with Chuck Mixter, your Sunday morn- 


| ing breakfast will consist of codfish balls. The host’s 


| capacity is at least 29, so you are assured of plenty. 
OK 


* 1 


George Bartles of Siekert & Baum Company has 
been ill for some time. He is suffering with four 


| broken ribs. Good luck, George. 
* *K OK 


August Hunn, formerly of the H. H. West Company, 
is ill but is improving. Remember, Augie, due to our 
mild winter fishing season may start early, and we 
all know you are among the first. 


se  S 


Karl Kiesel is at home at present, recuperating 


| after an attack of the flu. Karl, too, should be looking 





| forward to that early fishing season at Balsam Lake. 
* * * 


Bill Jarchow’s mother is steadily improving after a 
very serious illness. 

* * * 

Jack Gungrum, formerly of Carter’s Ink, is in the 
Merchant Marine and informs us he has finished his 
course at Sheepshead Bay, N. Y., with the commis- 
sion of ensign and title of purser. Jack just returned 
after having enjoyed a local convention held by his 
many Carter friends. 

ok ok * 

Cpl. Albert “Jack” Goldman, formerly of Thomas & 
Grayston, was at home recently on a furlough pass. 
Jack’s mother is ill as a result of an accident. May 
we wish your mother a very speedy recovery. Jack is 
at A.S.N. 37270754, Co. G, 800th Signal Service Regi- 
ment, Camp Crowder, Mo. 

* * * 

Ken Henderson of Carter’s Ink now is a resident 
of Minneapolis, having moved here from Chicago. 
Ken is taking over the territory where Capt. Johnny 


' Cole and Ensign Jack Gungrum left off. Good luck 


to you, Ken. 
* * * 

Ed M. Hansen just received a fine letter from M/Sgt. 
Arthur H. Fark, formerly of Miller Davis Company. 
Art is an instructor, engineer and crew chief on a 
bomber. He enjoys flights to Cuba often. Art wishes 
to be remembered to all his friends. His address is 
M/Sgt. Arthur H. Fark, A.S.N. 17049540, 610 Bomber 
Squadron, 400 Bomber Group H, Army Air Base, 
Charleston, S. C. 


ee 
BUELL OPENS TYPEWRITER STORE IN PONTIAC 


Capt. C. R. Buell, son of the late Dr. C. A. Buell, 
who operated the Springfield Typewriter Exchange in 
Springfield, Mo., for a number of years, has recently 
opened a new typewriter store at 52 Wayne Street, 
Pontiac 15, Mich. 

The new store will be known as the Pontiac Type- 
writer Exchange, and is an authorized sales and 
service agency for Remington Rand typewriters. Mr. 
Buell has also indicated that he is seeking several 
additional lines to supplement the present stock 
carried. Salesmen will represent the new store in the 
surrounding area, and qualified typewriter mechanics 


| have been employed to handle the shop work. 





Captain Buell’s typewriter experience dates back to 
1914, when he started with the Underwood Typewriter 
Company in Columbus, Ohio. With the exception of 
brief periods during World War I, he has kept in touch 
with developments in the field since that time through 
the pages of OFFICE APPLIANCES, he reports. 


OFFICE APPLIANCES, March, 1944 

















ee 











a @ 






















WOOD EQUIPMENT 


is more than a substitute product 


“Y and E” war time wood filing equipment is more 
than satisfying the needs of file-hungry organizations. 
But what means more to you than its strength, rigidity, 
and the quiet ease of drawer operation is that ““Y and E” 
can make prompt delivery of these wanted items from 
stock right now. 

Here is saleable merchandise for you—equipment that 
in quality, serviceability and appearance stands up along 
side pre-war steel equipment—at attractive prices based 






on quantity production. 






Cap and letter size 4 drawer 

**Y and E”’ Wood Files are finished 

in standard olive green enamel and 

designed to intermember = and Sturdy Miter-locked Construc- 

harmonize with steel equipment. tion Wood Transfer Cases. De- 
signed and constructed to give real 
service. These cases are business 
builders for you. Letter and Cap 
Sizes 
































Five Drawer Finger 
Print Card File. Olive 
green finish—same out- 
side height and depth wg 
the four drawer letter file. = 
Intermembers with pre- om | 


war steel equipment. 



























Two Drawer Wood Card 
Case—same construction 
and finish as one drawer 
case. Well built and fin- 
ished. Plastic hardware. 
Also available for three 
sizes of cards. 





Box Style Transfer Case 
—strong wood case, attrac- 
tively paper covered with 
detachable reinforced jute 
board cover. Hspecially 
convenient and service- 
able when housed on 
shelves. Letter and Cap 
Sizes. 























One Drawer Card Case 
of Wood. Attractively 
finished in olive green 
Available for 5x3, 6x4, 
and 8x5 cards. 



















Shelf Style Transfer 
Case. Constructed of wood 
and jute board, sturdily 
reinforced to give long 
life. Letter and Cap Sizes. 


Buy War Bonds 







FOREMOST FOR MORE THAN SIXTY YEARS 


YAWMAN 4? FRBE MFG. 


1015 JAY STREET e@ ROCHESTER, N. Y. 
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| We Look Ahead 


We know there's a tough war going on—and we : 
| aren't missing any chance to do our part. : 
A 
1 
But 
2) 
| We look ahead a little, too. We are giving seri- fe 


ous consideration to the time when Johnny comes 


marching home again. 





We are planning ways and means of applying the 
manufacturing "know how" gained in 43 years of 
experience to the end that our line of chairs will 
| offer both you and your customer a greater meas- 
ure of service and satisfaction than ever before. 
And we hope before long we can again serve all 


our customers in the generous manner their loy- 





alty deserves. 


HIGH POINT * 


rea 


BENDING&CHAIRCO. | «= 


to t 


SILER CITY, NORTH CAROLINA 


part 
| pany 











now 
In a 
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For Our Country y 


RIBBON 
itil FOR EVERY 


MACHINE 
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* GOLD STARS « CARBON 
in the Industry’s Service Flag |. FOR HVERY 











Sharing the grief of others and extending a hand PURPOSE 
in sympathy to those who have suffered losses similar 
to his own is the only effective means of bearing his 
own sorrow, reports E. R. Smith, Atlanta district office Dealers: Write for free samples and 
salesman of the Dictaphone Corporation. His only price list. No obligation of course. 


son, Lt. E. R. Smith, Jr., was killed in the crash of an 

Army plane near Lakeworth, Fla., on November 24, 

c TYPEWRITER RIBBON 
The following beautiful verses, voicing his deep [|. \. 

grief, have been published in the Atlanta newspapers 


and recently appeared in the Dictaphone Mouthptece |/ TEAMIPACTU RING (omeuee 
for January: | : aay , 


He Wanted to Fly FILBERT AT 10TH STREET PHILADELPHIA, PA. 


“He wanted to fly— Since 1895 
Up—up, through God’s blue, 
Up—until man’s eye 

Could not follow him through 
Lacy clouds that seemed 

To beckon him on. 

A shape, a speck, and then— 
He was gone. 











“He wanted to fly— 

It meant more than life, 
And if he had to die 
And leave this storm and strife, 
He went the way he chose— 
Proudly, humbly—what more? 
To join the heroes, those 

Who have gone before. 





“Yes, he wanted to fly, 

To plumb the unknown sea, 
To make the Heavens safe 

For earthlings—you and me. 
Now, he sails the sky above us, 


To his Lord he clings; | oe oa ce " 
God has taken the engine Vv i re T re R Y M fe) 3 F L 


And left him only the wings.” 


Mr. Smith has made a commendable practice of | Cc Oo Pp Y H O L D E R 


reading the daily casualty lists in the various papers | 
received at the Carnegie Library, and of sending a | : , ae . 
| copy of the poem, together with a note of sympathy, materials and can be sold without priority. It is a small 
| to the bereaved family. self-contained unit that can be placed anywhere inde- 
pendent of the typewriter. It guides the eye of the typist 
t along the line she is copying. Prevents errors. Speeds 








The RITE-LINE Copyholder is now available in non-critical 





E J production. Price U. S. A. $10.85. A few exclusive terri- 
Industry Members Now Serving With the tories still available. Send for folder. 
Armed Forces of the United States. RITE-LINE SALES CO., INC. 








101 Park Ave., New York 17, N. Y. 


Private James Johnson, formerly in the service de- 
partment of the Call-Crawford Office Machines Com- RITE-LINE 
pany, 323 South Patton Avenue, Springfield, Mo., is Reg. U. S. Pat. OF. 
now a member of the armed forces. A trombone player COPYHOLDER 


in an Army band, Pvt. Johnson is with the 20th | 
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ZEPHYR DUPLICATING BLACK 


Three good reasons for using this ink !! 


MINIMUM PENETRATION 
DENSE JET BLACK 
QUICK DRYING 





Sinclair and Valentine Clo. 





Sinclair and Valentine Co. 
qs 


Contact our nearest Plant for further information and prices 


611 W. 129th Street New York 27, N. Y. 








Detroit 
_ Nashville 
Kansas City 


New Orleans 
Cleveland 
Dallas 


Dayton 
Charlotte 
Birmingham 


Philadelphia 
Chicago 
Boston 


Albany 
Baltimore 
New Haven 
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“FORWARD MARCH! 
THE BOSTON CurTeR BRIGADE 


Get in step with the times by 
saving steel and manpower. 
Your customers can keep their 
Boston Sharpeners in pointing 
trim by installing new cutters. 
Circular is ready giving simple 
instructions for installing cut- 
ters. Send for a quantity of 
cutters and circulars today. 


C. HOWARD HUNT PEN CO. « CAMDEN, N. J. 


BOSTON 


PENCIL SHARPENERS 


HUNT PENS 





SPEEDBALL PENS « 
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Armored Division, stationed at present at Camp 
Campbell, Ky. Johnson worked for the National Cash 
Register Company in Jamaica, Long Island, prior to 
his connection with the Call-Crawford Company. 

Glen Fetter, another former Call-Crawford service 
man for about 18 months, is now in the Navy. He em- 
barked from San Francisco in January, 1943.—EVH 

Jack and Don Weihe, sons of Walter Weihe of the 
S. G. Adams Company, St. Louis, Mo., though both in 
the armed services of our nation, are not situated as 
was reported in these columns last month. 

Jack received his commission and wings at Elling- 
ton Field, Houston, Tex., on December 5, dashed home 
and was married, then reported to Bergstrom A.A. 





LT. JACK WEIHE, AAF, 
AND DON WEIHE, V12A. 
NAVAL AIR CORPS 


Field, Austin, Tex. On January 24 he was transferred 
to Sedalia Field, Sedalia, Mo. 

Don, incorrectly reported as being at Great Lakes, 
is a V12A Navy Air Corps Cadet training at North- 
western University. He will go into active duty with 
aircraft squadrons of the Fleet sometime in June or 


July. 

Six employees have left the Elkins-Swyers Com- 
pany, 308 East Pershing Street, Springfield, Mo., to 
enter the armed services. They are as follows: 

Tom “Bill” Frink, who worked as city salesman, is 
now an Aviation Cadet receiving training at Ryan 
Army Air Field, Tucson, Ariz. 

Roy Black, former floor salesman, now in the Air 
Forces, has been assigned flight instructor at Ryan 
Army Air Field, Tucson, Ariz. 

Bob Finkbiner, who worked in the printing depart- 
ment about four years, is now sergeant in the Coast 
Artillery, serving as radio technician somewhere in 
the Aleutian Islands. 

Jim Amis, former floor salesman, is now in the 
postal service for the War Department somewhere in 
the Pacific area. 

Oscar Kelley left the print shop to join the Army 
Air Forces. 

Joe Brown, former floor salesman, is now with the 
Medical Corps in the Navy, at Washington, D. C. 


—EVH 
NAME OF PRUITT BUSINESS CHANGED 
The office machine business conducted by O. E. 
Pruitt at 425 North LaSalle Street, Chicago, is now 
being operated under the title Pruitt Office Machines 
Inc. The address remains the same. 
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BUY INDIANA DESKS--- 





that's the right move in Office Furniture 


Maybe you too have spent many anxious moments pon- 
dering just the right move to make in a checker game. How 
important that decision was—success or failure hung in the 
balance. 


Your business success too hinges on making the right move. 
Every dealer knows that the sources of supply he chooses help 
to determine his success. 


Indiana Desk dealers have a natural advantage. Having 
made the right move in choosing Indiana Desks, they can turn 
their full attention to selling, knowing that every desk will find 
a satisfied user. 














— 











INDIANA DESK CO. 


JASPER, INDIANA 








— 
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FOR 
IMMEDIATE 
DELIVERY 


NEW ENGLAND 
FILING EQUIPMENT IN WOOD 









! 







FILING CABINETS We are equipped to make special 


2, 3, 4 and 5 drawers, Letter and Legal equipment of all types in wood 
sizes @ with or without lock @ easy bl ious drawings and spe- 
CITICATIONS 


sliding full drawer suspension @ olive 
green or walnut finish. 


UoOoo00 
UOOO0 0 


Sb bay 


Cabinet making is our business—before the war—now 
and after the war. All our furniture is made right here 
in our own shops under our own control by cabinet 
makers who have made custom built furniture for 
years and years. We use the same fine cabinet mak- 
ing standards for our present line of filing equipment. 
We have these items ready to ship to you. Write for 
our catalog. 


lo 
Ut 
PL 


y 


NEW ENGLAND WOODWORKING COMPANY 
512 E. 137th STREET ° NEW YORK, N. Y. 


ji 





MULTIPLE DRAWER CABINETS 


Full suspension drawer action. 28’Dx52”H. 6, 7, 8 and 10 
drawer units for 9x6, 8x5, 6x4, 5x3 cards respectively 
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Seen and Heard | oy JOHNS TABLES 


in Southern California 
* The design, finish and construction of 


By J. Edward Tufft ST. JOHNS wood tables meet the rigid 


1719 Fremont Ave., South Pasadena specifications of the Army, Navy and 
Maritime Commission. 


Civilian Business Better in Spots, Worse in Others.— * Send today for the ST. JOHNS catalog 
A goodly number of office furniture and office appli- and make your quotations to the govern- 
ance store proprietors this month reported that civil- ment from their well-known line of weed 
ian business had dropped off and that Government shes 
business which had taken a little slump early in Janu- F 
ary was now on the ups. While all report this latter BUY and BUY WAR BONDS 


change, some few have experienced exactly the oppo- 
site on civilian business, saying that it definitely is 
on the gain. 

Nearly all state that they could use more help if 
they only could get it, but how to get it is the question. 

Everyone is keeping the post-war period in mind 
and as far as is possible is planning toward post-war 
readjustment. 


: 





No. 28 Table Description: 


% Selected Northern Oak in Office 
Golden or School Brown finish. 
Plank edge top 12” thick with 
extra frame underneath to pre- 
vent warping. Legs are 234”, 6- 
foot length has 314” legs. Draw- 
ers are dovetailed front and Sizes: 






TOYS 
ip? ae 2 





* 6 3 






Pleased with Shipments.—Herbert F. Brown, pro- 
prietor of the Brown Shop, 190 East Colorado Street, 
Pasadena, states that he is very pleased with the way 
merchandise is coming in. Shipments do not always sree yy ee Jor ofa inches 
get in on time by any means, he states, but surprise two drawers. ink ae 
arrivals of merchandise gladden many a day. Mr. 


cently to last for six menths, that big shipments of || Sf. Johns Table Company 
} e 


cently to last for six months, that big shipments of 


















pencils also have been coming in recently. . Cadillac, Michigan 

Help is the biggest problem, Mr. Brown reiterates. Seventy-six Years of Leadership—Established 1868 
For 15 years this store lost no employees, but at the Chdcene Ofitee: 666. Lake thats Geltn, Gitente 
present time many of the old faithfuls are in the New York Office: 206 Lexington Ave., N. Y. C. 
service. 


Among old employees now absent is Tom Read, who 
is in North Africa serving with the paratroopers. A 
letter from England comes from Frank Gonzolas, who 
has been with the store for two years before going 
into the service. Harold Brown is now in an Army 


hospital in Utah recovering from very serious injuries 
received while in service. Mr. Brown had been in 
service only six weeks when he was injured. Walter 


Gockley, formerly in the fountain pen and stationery 





BY KEEPING 


department, is a corporal at Camp Roberts training 

rookies. Willard (Bill) Brown, son of the proprietor, OFFICE RECORDS 
is a staff sergeant in the military intelligence division 

and is stationed at the Glendale air field. Young WITH 


Sergeant Brown gets home every night. 

Girls from this store also have made a good record. 
Polly McDonald of the commercial department, re- 
cently left for Hunter’s College, New York City, to 
take training preparatory to become a WAVE. Laura 
North, who was with the Brown Shop for eight years, Sse! 
has completed her work at Hunter’s College and is : : 
now in an Officers’ training school. Betty House of a SIGNALS 
the picture frame department reports that her hus- , 
band, Lloyd House, is now overseas somewhere in the 
South Pacific. 






Records . . . more important than ever... . 
are kept more precisely and efficiently today with 
the aid of GRAFFCO Signals. 

Records for production are being breken daily 
in American Use GRAFFCO products seem 
to be in ever-increasing demand in essential war 
and defense operations. 

Constantly we strive to keep pace with demand 
and fill our customers’ requirements. We shall 
continue, subject to priorities, to give the best 


* * * 


Cards for Service Men.—The Huling Stationery and 
Printing Company, 107 West Ninth Street, has a very 
complete and attractive line of greeting cards for 
Service men. The shop has always specialized on 
greeting cards and the department has shown rapid 
growth. J. E. Huling, the proprietor, is assisted by 


his wife. P . ' possible in service and merchandise. 

Alan Desk Company Doubles Floor Space.—H. Skol- GEORGE B. GRAFF COMPANY 
nick, proprietor of the Alan Desk and Safe Company, 64 Washburn Ave., Cambridge, Mass. 
916 South Spring Street, has completed an enlarge- — Makers of Cellugraf Signals, Nu-Vise Signals, 
ment program that has more than doubled his floor * Nu-Viz Signals and Maptacks. 


Space. He has taken over the store next door which 


— increases his frontage from 18 to 36 feet. This gives Ce 
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FOLDING 
CHAIRS 


and TABLET ARM-CHAIRS 





All styles Folding Chairs. Tab- 
let Armchairs—ideal for class- 
rooms, cafeterias, etc. Factory 
Stools. 


FOLDING TABLES 
PROMPT SHIPMENT 


out of New York stock or direct from factory. 


Don’t turn down chair inquiries— 





State whether or not priority 
rating is available. 


ADIRONDACK 


CHAIR COMPANY 


1140 BROADWAY 
NEW YORK 1, N. Y. 














Pd 


HAVE YOU TRIED 


py ilies ase - mm 


DATED PLATENS? 





If you haven't yet— 
You are Missing a Good Bet! 


Dr Bie Der - om 


DATED PLATENS 
ARE THE BEST 


Dealers say so—We agree. 


SHIPMAN-WARD MFG. CO. 


THE DEALER'S QUALITY SUPPLY HOUSE 
325 N. Wells St. Chicago 10, IIl. 
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double the former window space. The store now 
occupies, in addition to the first floor, a second floor 
and a sub-balcony. Mr. Skolnick makes the point that 
it is always better to remain in a current location 
when expanding if at all possible rather than to 
move. Old customers can best be retained in that 
way. In referring to merchandise shipments, Mr. 


| Skolnick says that out of state merchandise is coming 
| in much better than was the case a while back. He 
| has completed a very successful year. 





Pen-Pencil Set from Cuba.—Samuel D. Rothman 
of the Commercial Typewriter Company reports that 
his son, Robert, who is serving as a sound man on a 
submarine chaser in the Mediterranean area, re- 
cently sent a pen and pencil set to him from Cuba. 
The set is a Sheaffer set, a fact which shows that the 
same type of merchandise finds its way over large 
areas of this old world. 

* OK cs 
Philadelphia Man Moves to L. A.—Harold B. Black, 
formerly district agent for the Marchant Calculating 
Machine Company, Philadelphia, has recently moved 
to Los Angeles. He will assume the same duties, tak- 
ing the place of E. L. Hoffman, who died in December. 
H. W. Stahr, who has been acting as district manager 
since the death of Mr. Hoffman, has returned to his 
old job as service manager. 
* a * 


Burgoine Visits Los Angeles.—J. J. Burgoine, repre- 


| sentative of the Shaw-Walker Company, New York, 


spent some time on the Pacific Coast in February. 
Part of this time was spent in Los Angeles. 
* * * 

Associational Meet in April.—Blake Lockard, secre- 
tary of the Stationers’ Association of Southern Cali- 
fornia, expects an attendance of 400 at the big re- 
gional meeting of the National Stationers’ Association 
to be held in Los Angeles April 11. The meeting will 
be an all-day affair with a dinner and dance in the 
evening. 

The monthly meeting of the Golden State Travelers’ 
Club was held at the Los Angeles Athletic Club on 
February 18. 


* * * 


Ed Conlon of Chicago Visits L. A—-W. M. McNevin, 
Stationers’ Corporation, is making a record as a 


_ grower of roses. He has his rose garden at his home, 


1541 South Lafayette, San Gabriel. A recent visitor 


at the Stationers’ Corporation store was Ed Conlon, 


representative of Rockwell-Barnes Company, Chicago. 
* * a 
Ligon Undergoes Operation.—David Ligon of the 
Glendale Typewriter Exchange, 140 South Brand 
Boulevard, Glendale, is again at work after having 
undergone a surgical operation. Mr. Ligon was ill 
about one month. 
*” * * 


Harris Honored by Optimists.—C. J. Harris, branch 


| manager for L. C. Smith and Corona Typewriters, Inc., 


is proudly showing a 25-year certificate recently 
awarded him by the Optimists, popular service club, 
of which he is a very active member. 

* cd * 

McBride Has Gift Lines.—‘“Mac the Penman,” 396 
East Colorado Street, Pasadena, states that he is now 
almost penless (not penniless), and so has gone in 
for other types of merchandise including pottery art- 
ware pieces, and other items adapted for gifts. Mac 
(whose real name is D. L. McBride) say that business 
is good. 

* * * 

Hedeen Now at Northwestern.—Joe H. Hedeen, who 
was a salesman for Friden Calculating Machine Com- 
pany, 328 West Ninth Street, Los Angeles, and who 
has been in the service for more than two years 
(having been at Pearl Harbor at the time of the 
Jap sneak attack), is now at Northwestern University, 
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COMBINATIONS .. . . Hard to Beat 
A business man and his JACKSON DESK 


















. combinations are natural winners. Uncle Sam and John Bull make up one 
of these champion combinations. 


The business man and his JACKSON DESK constitute another successful combina- 
tion. There's something about a Jackson Desk . . . the graceful lines . . . efficient 
features and sturdy construction that helps to bring out the best in every desk worker. 
There's a big job ahead for the men who plan for Victory . . . there's plenty of desk 
work to be done before this war is won . . . and we're going to do our best to see 
that Jackson Desks are made available for those who need the best office tools with 
which to do their important work. 


JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 


REPRESENTATIVES: 
James H. Davison, Hote! Figueroa, Los Angeles, Cal 
Marion V. Follin, 220 Fairbanks Road, Riverside, tI! 
George B. Wray, 130 W. 42nd St., Room 819 New York 


S. R. Evans, 421 Hampton Court, Athens, Ga 

Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 3600 Parkhill Drive, Ft. Worth, Tex 
Charles L. Pettibone, Bedford, Ohio 
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GET THE LATEST WORD ON 


FOR SPEEDIER 
SYSTEMS WORK 


NEW REX-O0-Graph two-part 


“End Fold” PROCESSED MASTER SETS 


You'll save time and money by reproducing BOTH your Systems 
Form and the Fill-In at the same time—on REX-O-Graph ''End-Fold" 
Processed Master Sets! Up to 400 copies, if desired. 





New revolutionary design provides perfect register—clear prints 
—no perforations to tear apart—no chance of carbon smudge— 
different color carbons easily and accurately inserted—corrections 
easily made. New fold-over edge holds carbon and master secure, 


Rex O-Graph Master Unit Pat. Pending 







COsT RECORD Customer ——-—___—— 


eee 







Material Le a A | Se oes ae 
| a ia | i ie | Part No 








Cartage a as SE 
Freight : — 
psc =D 

paepection 
—— 


Rewer as | 


Assemble 390 —f 





easily separated for correction or duplicating. Avoids all limitations 





of one-piece sets! Master and carbon sheets are separate, assuring 





scientifically correct paper stock for each, with master of correct 
weight for automatic ejection after duplicating. 


Speed up your systems work efficiency—at lower cost. Write for 
descriptive folder on new REX-O-Graph "End-Fold" Processed 
Master Sets . . . or ask your REX-O-Graph dealer. 





¢ 


eee New "End-Fold'’ holds master 


securely, accurately. Avoids 


rough perforations. 


— i 
_ i Pet 22 
; : 
MATERIAL REQUIRED 
. i | Toot Crib 3 
TG iene = aR | | Number | | 
ch nls a nee | +t 4 eee Me oe 
a ee Ls Master has clean, square-cut 
Grindin ee mane Ge 1 7 | Material } j . * * 
te on ae ae inBin | edge for easy insertion in 
OT | Number i 
Bering a 6 drum latch. No ragged per- 
es 4 a SPECIAL_ INFORMATION | forations to cause trouble. 
| | 


é 


TWO PARTS... 
carbon sheets easily separated 
without tearing or smudging. 
Also permits easy corrections 


master and 


without removing from type- 


writer. 


Systems form reproduced on 





master face, with carbon im- 
pression on back, ready for 


fill-in. 


4 





REX-0-Graph, Inc. 


MILWAUKEE 12, WISCONSIN 


3727 NORTH PALMER ST. ® 


MANUFACTURERS OF SUPERIOR 


156 


FLUID TYPE DUPLICATORS AND SUPPLIES 
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Evanston, Ill., where he is taking an officer’s training 
course. Mr. Hedeen was storekeeper first class follow- 
ing his entry in the service. 

* + % 

Peirce Has Recovered.—T. F. Peirce, proprietor of 
the Pacific Desk Company, 1031 South Hill Street, Los 
Angeles, has completely recovered from the effects of 
an automobile accident in which he figured a few 
weeks ago. He left recently on a five-weeks’ trip in 
the interests of International Optimists’ Club, of 
which he is president. He planned*to visit Chicago, 
New York, Baltimore, Washington, Boston, Philadel- 
phia, London (Ontario), Toronto, Montreal and Que- 
bec. H. P. Ryan is managing the store during Mr. 
Peirce’s absence. 

Mr. Ryan reports that Government business, in 
which there was a slight let-up shortly after the first 
of the year, has now shown a pick-up and that civil- 
ian business has dropped off a bit under its high point. 

* * * 

Nern Improves Front.—Rod Nern has completed an 
improvement job on the front of his store at 911 South 
Hill Street. He reports that in his store civilian busi- 
ness is on the increase, rather than on the decrease, 
as reported in some other business establishments. 

* * * 

Anderson’s Son in North Africa.—Roy C. Anderson, 
proprietor of the Business Appliance Company at 509 
South Spring Street, reports that his son, Ray E. An- 
derson, who joined up with the Air Forces about 18 
months ago, is now in North Africa, where he is a 
full fledged pilot. 

Mr. Anderson notes that E. L. Young, proprietor of 
Young Office Equipment Company of Chicago, and 
brother-in-law of Mr. Anderson, is at the present 


writing on an extended business trip which is taking | 


him to various points throughout the southern states 
and Mexico. In Mexico Mr. Young was to visit Mexico 
City and the Pacific port of Acapulco. The latter 
place is spoken of as the Miami of Mexico. Mr. Young 
also planned to visit New York City, and then had in 
mind spending a two-weeks’ vacation at the family 
home in Wilmette, Ill., Chicago suburb. Mrs. Young 
accompanied her husband on his long jaunt. 
* * * 

Repair Work Still Good.—R. A. (Ted) and J. L. 
French, proprietors of the French Typewriter Com- 
pany, 1021 South Main Street, Los Angeles, report 
that repair business and rentals are still the big 
items with them. 

* x * 

Finds Increase in Civilian Business.—Louis Gold, 
proprietor of the Gold Desk and Safe Company, 957 
South Main Street, says that with him civilian busi- 
ness is increasing and that merchandise is coming 
in in good volume. 

+ * * 

Willis Buys Ranch.—A. W. Willis, proprietor of the 
The Atlas Desk and Safe Company, 835 South Spring 
Street, has a new hobby. He has purchased one and 
one-half acres of ground near Temple City, a Los An- 
geles suburb. Some orange, lemon and shade trees 
are already on the place, and Mr. Willis expects to 
build a house later. At the store the big problem is 
help. 

Rentals are still a big feature with Mr. Willis. He 
states that he has always done a big rental business 
for conventions, during the tax collecting periods, 
and for offices established for temporary purposes. 

x * * 


Report Covers UEF Former Employees.—T. L. Sloat 
of Underwood Elliott Fisher gives the following report 
on three of the 35 Underwood Elliott Fisher boys now 
in the service: Marvin Westphal, who is in the Army 
Transport Service, recently was home on furlough 
from duty in the North Pacific; Floyd Tenick, for- 
merly chief clerk, now a Seabee, writes that he will 
never believe another travel folder meaning, of course, 
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Is a Pleasure .... 


for us to again be in 
position to schedule 
your orders without Pri- 
orities. Rated orders, of 
course, have delivery 
preference, but our 
production sched- 
ules have room for 
your non-rated or- 
ders and you can 
count on reasonable 
deliveries. Some of 
your customers 
have been waiting 
for this opportunity 

so now's the 
time. 


No. 850 Commando 


THE FRITZ-CROSS COMPANY 


304 E. 4TH ST. ST. PAUL, MINN. 











AFTER THE WAR—WHAT? 


Dealers who look ahead are making plans now. 
Here is your opportunity now—war or peace. 


SATIN FINISH 
EXECUTIVE ribbons 


Meet the maximum expectations 


of users of SILK RIBBONS 


SATIN FINISH EXECUTIVE Typewriter ribbons were 
introduced seven years ago as successful competition to 
silk ribbons for sharpness of write and maximum durability. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something 
unknown heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. It is not uncom- 
mon for users to report that their typewriters consume no 
more than two or three SATIN FINISH EXECUTIVE rib- 
bons a year. So far as we know, there is no similar 
sharp writing, long wearing ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR 
OPPORTUNITY to meet all the demands heretofore sup- 
plied by silk ribbons. 


“Oldest Exclusive Manufacturers of Typewriter Ribbons 


and Carbon Paper” 
oA. ° 


8 ee oie. 


Factory, Rochester 8, N. Y. 1944 


1888 
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NEW “WOOD” LOCKER UNIT 
ACCOMMODATES 12 IN 5 FT. 


The new hardwood and plywood 
Peterson Industrial Lockers come 
in both single and double (back 
to back) units that accommodate 
either 12 or 24 persons in every 
5 running feet. Double locker 
room capacity and save valuable 
floor space for productive use. 
Provide each employee with a 
spaced coat hanger, an individual 
ventilated hat shelf and a 12 in. 
x 12 in. lock box for lunch, 
micrometers, drawing instruments 
or personal effects. 




























PETERSON Wardrobe Equipment is 
provided for factory, shop and f 
office—comprises a complete line ff 
of single and double faced locker 
units, wardrobe racks and non- 
tipping (6 or 12 place) costumers. 
Keep wraps “in press”, dry and 
sanitary—exposed to air and light. 
No crumpled hats or soggy lunches 
in stormy weather. Prompt deliv- 
ery. 


Write for Catalog 
and Dealer Propositions 


VOGEL-PETERSON CO. 


“The Checkroom People” 


1823 N. Wolcott Ave., Chicago 22, 
U.S.A. 





Seating 
America’s 
office workers 


CORRECTLY 
is a responsibility that 
JASPER SEATING CO. 
accept. 


knows how to 





with wood swivel 


Jasper Seating Company 


JASPER, INDIANA 


REPRESENTATIVES 
CHICAGO: L. H. Farber, 30 E. Congress St. 
NEW YORK: Office Furniture Warehouse Co., 


Phone WEBster 3217 
573 Broadway 
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that wherever he is he has not found things half as 
beautiful as painted; Bill Dietrick, former portable 


' typewriter salesman, also was recently home on a 


| anniversary on Wednesday, February 2. 


short leave after spending ten months in the Yukon 
area on the Canol project. 
* * * 

Celebrate Fifth Anniversary.—The Southern Cali- 
fornia Adding Machine Company observed its fifth 
Employees 
treated the proprietors to an anniversary supper and 
an evening of entertainment at a cafe. When estab- 
lished the business home was at 227 West Second 
Street, but it soon outgrew available space at that 
location and moved to its present location, 947 South 
Broadway. The proprietors are Paul King, Ernest 
Von Rhine, and Gordon Miller. 

The boys report that they are again crowded for 
space and will enlarge as soon as more floor space 
is available. Starting with a small volume of business, 
the firm now enjoys one of the largest volumes in 
repairing and rebuilding of adding and calculating 
machines to be found on the Pacific Coast. 

Recently new offices were arranged in the main 
room through the medium of portable mahogany and 
glass partitions secured in Santa Barbara and adapted 
for use through the handiwork of the boys them- 
selves. 

Byron Cheeseman, formerly of Chicago, has joined 
the staff of the Southern California Adding Machine 
Company as a territorial service and inspection expert. 


—_____»—< — 


PARTNER IN MISSOURI FIRM ENDS CIVIL SERVICE 
WORK FOR WAR DEPARTMENT IN HAWAII 
L. G. Call, part owner of the Call-Crawford Com- 

pany, 323 South Patton Avenue, Springfield, Mo., has 

completed the 18-month term of his original enlist- 
ment in the civil service branch of the War Depart- 
ment. He enlisted on August 6, 1942. Stationed at 

Pearl Harbor on the Hawaiian Island of Oahu, he 

has been serving as radio technician there. 

A. B. Crawford, the other member of the firm, is 
looking forward to Mr. Call’s return and to his much 
needed assistance in the operation of their growing 
office machines business. 

The Call-Crawford Company, which was formed in 
1940, has an Allen-Wales agency, and also offers 
service on all makes of office machines. For 20 years 
prior to forming their partnership, both members of 
the firm were connected with the adding machine 
business, serving most of the time with the Bur- 
roughs Adding Machine Company. 

Mr. Crawford, who began his career with the Bur- 
roughs company in St. Louis, remained there five 
years before his assignment to the Springfield terri- 
tory. Mr. Call was connected with another adding 
machine company in Springfield before his ten years’ 
service with the Burroughs company. 

In World War I, Mr. Call served in the Navy, while 
Mr. Crawford, a machine gunner, was in officers’ 
training school when the war ended. 

Mr. Call, 20-year-old son of L. G. Call, Jr., who has 
been in the Marine Corps for more than two years, 
is now a sergeant. He has been in action in the 
Pacific war theater.—EVH 


—~— > —___- 


CARTER’S ISSUES “ROLL OF HONOR” BOOKLET 


The Carter’s Ink Company, Cambridge 42, Boston, 
Mass., has just released another of its service booklets 
showing pictures of most of the Carter people in the 
armed services. The booklet, totaling 24 pages, reveals 
that on December 7, 1943, two years after America’s 
entry into the war, 71 men and 16 women of the Car- 
ter organization—former salesmen, machine operators, 
freight handlers and clerks—were serving in the Army, 
Navy, Marine Corps, Merchant Marine, Spars, Waves 
and WAC all over the world. 

1944 
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fully engaged in war work now, looks forward 
to the day when Columbia products will again 
serve old customers and gain new friends. 


COLUMBIA STEEL EQUIPMENT CO. 


Lincoln Liberty Building 
PHILADELPHIA 7 PENNSYLVANIA 
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TEN REMINDERS ‘ARE SPREAD 
ROB MESSAGE TO MILLIONS jw ee 










Month after month, we are going to hammer 
home to millions of readers, the importance of 
the ROBINSON REMINDER as a war-time essen- 
tial. Life, Time and twelve other leading publica- 
tions will consistently and continuously tell this 
important message. 


As for service to our dealers, we are maintaining 
the outstanding reputation we attained in 1943. 





Immediate Shipment. 


Our Special Service Plan is responsible for our ability to give R 





Write today for details about this Plan and for a Catalog. 


ROBINSON REMINDERS 


Westfield, Massachusetts 
New York Office + 200 Fifth Ave. + Tel. ORchard 4-3028 


Obtainable et your dealers 





160 OFFICE APPLIANCES, March, 1944 























NOMDA MID-YEAR CONFERENCE IN CHICAGO 
(Continued from page 33) 


Wilbur E. Walker Company, Wichita, Kans., who read 
his recent declaration of the weaknesses and inequi- 
ties of the Procurement campaign. A complete re- 
production of his letter appeared in the February 
issue Of OFFICE APPLIANCES. 

Charles F. Krause, legal counsel for NOMDA, also 
spoke briefly, pointing out that most of the trouble 
afflicting typewriter dealers emanated from the WPB, 
not the OPA, the crux of the trouble stemming from 
the complete conversion of plants back in 1942. By 
and large, he stated, dealers have been fairly treated 
by OPA. 

W. H. Wolowitz, United Typewriter and Adding Ma- 
chine Company, Inc., Washington, D. C., also addressed 
a few 
operated with the Procurement campaign, stating that 
the fact that certain dealers had proved to be slackers 
in the movement certainly should not make the more 
patriotic segment resent that they had “done their 
bit.” 

The concluding speaker on the morning was Clar- 


trenchant remarks to dealers who had co- | 


ence E. Bush, Washington representative of NOMDA, | 


who spoke of “Developments on the Excise Tax Situa- 
tion.” He stated that there were three possible meth- 
ods of meeting the tax situation: by payment without 
contesting, by further investigation before paying the 
tax, and by refusing to pay the tax and throwing the 
case into court for a decision. Taxable under the law 
are the six following categories of machines: 

1. Remanufactured typewriters—Machines which 
have been torn down to the frame and many new 
parts installed. 

2. New main frame installation. 

3. .Complete new carriage. 

4. Change of pitch—Spacing and type. 

5. Parts assembly—Parts from two or more ma- 
chines incorporated into a machine being assembled. 

6. Change of type—Type style or keyboard resulting 
in eight or more characters being changed. 

Though the original ruling was made on October 1, 
1941, tax liability is retroactive only to the time of the 
interpretive ruling on October 19, 1942. The tax, 
amounting to 10 per cent, is applied only to those 
machines which come under the scope of the inter- 
pretation, and which are actually rented or sold. 
Machines remaining in dealers’ stock are not taxed, 
he stated. 

The morning session adjourned at 12:30 p.m. for 
luncheon in the Mural Room. 


The Afternoon Session 


Convening at 2 p.m., the afternoon session was pre- 
sided over by Irwin Vincent, past president of NOMDA. 
After introducing a number of manufacturers’ repre- 
sentatives and executives, he presented G. E. Taylor, 
Bloomington, Ill., chairman post-war planning com- 
mittee, NOMDA, who spoke at length on “How We 
Can Best Plan Our Future Prosperity.” Mr. Taylor 
emphasized that the only way to make money in the 
industry is by hard work and careful planning. New 
businesses, he stated, proved to be 95 per cent failures, 
and while a great variety of reasons were given for 
failure by the entrepreneur, actually poor management 
was largely responsible. And in the surviving five per 
cent, he continued, management was woefully weak. 
He described a questionnaire that he had worked out, 
by which dealers could appraise their own establish- 
ments. And even when the questions were answered 
satisfactorily by the self-examining dealer, constant 
revision of the original concept of the questionnaire 
would be needed every few weeks to assure satisfactory 
progress. 

The next speaker of the program was Ellis Bishop, 
Equipment and Supplies Unit, OPA, Washington, D. C., 
who spoke briefly on the methods by which OPA 
maintained contact with industry through advisory 
committees. He introduced William Smythe, of the 
March, 
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Cant World Map Specials 


ALL THE WORLD for only $1.00 Up 
On a Mighty Big 52 x 40 Inch Map 








ap 3S he 


























Cram’s Panoramic World Maps are 
the handsomest full-colored, most read- 
able, 52x 40-inch maps obtainable any- 
where at any price. They are the most 
comprehensive, indexed, showing 
countries, populations, areas, capitals, 
form of government and key to loca- 
tions. Also, list of islands and other 
special matter. They satisfy the cus- 
tomer completely—profit the dealer. 


Panoramic World Maps 


In 3 Styles ... Each complete 
with 176 Miniature Flags 
vV-1—Wall Map—on heavy 

paper—in individual tubes. 
List Price $1.00 
V-2—Wall Map—on heavy 
cloth—round woed strips 
top and bottom...... $3.00 
V-3—Mounted on Tack Board 


Order direct from ad or send for ~-Hinged in center. Can be 


Bulletin W.M.4. 


THE GEORGE F. CRAM COMPANY, INC. 


Maps, Atlases, Globes since 1867. 730 E. Washington St., Indianapolis 7, Ind. 


folded, 
hung 
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Any fountain pen will clog 
with dried ink if permitted 
to lie inactive for long in- 
tervals. Fully 99% of all 
the Inkographs returned for 
repair merely require flush- 
ing with water or ink. 










Dealers can save time and 
expense by flushing such pens 
in the customer's presence, 
thereby showing how to keep 
an Inkograph in proper work- 
ing condition. 








Don't exchange the pen fora 
new one, as this creates the 
impression that the original 
pen was defective. Simply 
follow the instruction sheet 
sent with every Inkograph 
and be sure every purchaser 
receives one. 









Inkograph Co., Inc. 
200 Hudson St., N.Y.C. 13 
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DESK, TABLE AND COUNTER TOPS 








BOOST SALES AND PROFITS 
LOST ON RESTRICTED ITEMS 





Dealers are selling more than ever. It is used 
everywhere, and every top sells many others. 
Start new customers by placing tops on 10 
day approval, at our risk. 





PROMPT SHIPMENT AND 
NO PRIORITY REQUIRED 





SEND FOR NEW PRICE LIST 


agermabet 
= 7TANOS FOR QUAL/TY 


GRAND RAPIDS * MICHIGAN 








DUPLICATING INK 


Our 45 years’ experience in the 
pesTosotth {oot itt d- MMe) MEMEo ith o)bCoredetete, 
inks enables us to offer you the 
sob eX =¥-4 @ 0) dole ht lot (Mo) oh Costelo de) (-oteh ae 
where. 

Our PREMIUM INK is a high 
grade black ink that has the 
properties of Quick Drying and 
Minimum 'Penetration into the 
paper. The finest ink made for 
first class stencil duplicating 
work. 

BULLETIN INK fills the need for 
a jet black ink where price is 
a factor. Excellent results at a 
poobbedbocltbeoMe) Melel-1 a 


All inks manufactured under the personal 
supervision of Fred B. Canode. 


WRITE TODAY FOR SAMPLES AND PRICES!! 


INh SPECIALTIES CO., INC. 
931.5. LAFLIN STREET .. . . CHICAGO, ILL. 


“SATISFACTION GUARANTEED OR YOUR MONEY BACK’ 
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Trade Relations department of the Chicago OPA 
office, who signified his willingness to discuss prob- 
lems with members at any time. 

Joe M. Hicks, Business Machines Unit, OPA, Wash- 
ington, D. C., also spoke briefly on the subject, “The 
Typewriter Ration Outlook for 1944.” He stated that 
the ideal time to remove restrictions on production 
was just prior to the time when demand and supply 
are equal. His talk was followed by a vigorous ques- 
tion-and-answer session, in which many of the mem- 
bers aired their problems before the assembly. 


One of the most illuminating discourses of the ses- 
sion was that delivered by Cam Lynham, Office Ma- 
chines Section, WPB, Washington, D. C., who outlined 
“A Review of WPB Orders,” and gave some interesting 
statistics on what had been done and was being done 
by the industry under the sequence of orders made 
necessary by changing conditions. 

W. J. Garrison, chairman Ethics and Standards Com- 
mittee, and vice-president Region 4, NOMDA, Marietta, 
Ohio, was the next speaker on the afternoon session. 
His talk, “Advancing the Industry by Ethics and 
Standards,” pointed the way to progress in the in- 
dustry by the adoption of codes of ethics, and out- 
lined some of the needs in the changing of standard 
terminology to avoid confusion in repair work. The 
use of the word “recondition’” and a definition of what 
it covered were cited as examples of what was needed 
in this phase of the office machine business. 

The afternoon session closed with a brief talk by 
John Q. Adams, Peoria, Ill., president of the Illinois 
Office Machine Dealers Association, who outlined the 
program of the association, what it had accomplished 


| and what it hoped to accomplish in the near future. 





His talk was followed by a short session of the Illinois 
group. 

Mr. Vincent then turned the meeting back to Gen- 
eral Chairman Kellstedt for adjournment at 5 P.m. 


Banquet Well Attended 


More than 200 attended the banquet served in the 
Mural Room at 8 p.m., a colorful feminine contingent 
and about 75 members from the Chicago area swelling 
the number present at the afternoon session. 

After a delightful dinner, the group was called to 
order by Jack Macon, president of the Chicago asso- 
ciation and a NOMDA director. He turned the gavel 
over to Toastmaster James P. Ward, Sr., Allen Cal- 
culators, and former president of NOMDA, who then 
introduced M. S. Bandoli, general sales manager of the 
Victor Adding Machine Company, Chicago, Ill. Mr. 
Bandoli gave a most interesting discussion on the part 
his organization had played in the war effort and gave 
his impression of the key points to be considered by 
all manufacturers in planning for the period fol- 
lowing the war. The general consensus of expert 
opinion, he stated, was that the reconversion period 
would last from six to nine months. 

W. G. Turquand, formerly head of Used Equipment 
and Machinery Branch, WPB, and now with Under- 
wood Elliott Fisher, New York, N. Y., greeted the 
throng with a few choice stories. His remarks were 
followed by introductions of other members from the 
speaker’s table and from outstanding retailers and 
manufacturing executives located at various tables 
throughout the room. 

Not the least interesting of the features of the 
evening’s entertainment was the presentation of some 
clever feats of prestidigitation, in which three in- 
veterate poker players were invited to participate. 
Notable among these was John Sizemore, Reliable 
Typewriter and Supply Company, Kansas City, Mo., 


| who somehow lost his shirt on a bet in full view of 


| the entire assembly. John has plenty of company in 


trying to figure out exactly just how it all happened. 
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in satisfying post-war 
demands for office supplies 


SPEED has served well in wartime duties . . . Additional 
thousands of executives and office workers now have first- 
hand knowledge of the superior merits of SPEED PRODUCTS 
. . .. The SPEED way will always be their choice... . 


ice «el post-war world —as at present — 


SPEED WILL BE THE ORDER OF THE DAY! 


SPEED PRODUCTS COMPANY 


37-18 NORTHERN BOULEVARD * LONG ISLAND CITY 1° NW. Y, 
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74 YeEaflS of know-how goes into 
all our products. A high standard of qual- 
ity, workmanship and service that has been 
kept up to par through the years. Out- 
standing stationers know this to be true and 
stock Cooke & Cobb merchandise year 
after year. Quick turnover and good prof- 
its are the result. 


THE COOKE & COBB COMPANY 





Originators of Expanding Specialties 





57 NINTH AVE. NEW YORK 11, N. Y. 
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What's the Matter with Business? 


Nothing! ! 


It is still hard to secure all the things 
you need but Dri-Kwik Stamp Pads in 
metal boxes of pre-war quality are still 


available. Dri-Kwik Inks too! 


Qulten SPECIALTY CO. 


200 Fifth Avenue, New York 10, N. Y. 


Factory at Elizabeth, 1, New Jersey 






























Carefully designed thru- 
out with form-fitting - 

seat and back rest to in- 

duce good posture, lux- ‘ 
urious comfort, and long io 
life durability. Made of ; 
selected hardwoods in a 
blond shaded or walnut, 
varnished finish. Opens 
and folds easily and 
stacks compactly. 





ere aoe | 


NORCOR MANUFACTURING CO. ¢ GREEN BAY « WISCONSIN 
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Patent No. 2,185,985 


PAPER TRIMMERS 
WORK FOR AMERICA 


NATIONAL DEFENSE COMES FIRST 


Our facilities are engaged 100% in war work. We are 
doing our part to help win the war as speedily as possible. 


When the emergency is over we will supply you with even 
finer PRECISE PAPER TRIMMERS than before, and be glad 
to care for your needs as we have in the past. 


Just now, it’s Yours for Victory. 


Procise DEVELOPMENTS CO. 


SUCCESSORS TO 


AMERICAN PHOTO LABORATORIES, INC. 


28 N. Loomis St., Chicago 7, Ill. ‘ 
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These Fine Taylor Chairs 
are Available NOW! 


\ we every one of these 18 TAYLOR chairs is in 
present production and can be shipped without delay. 


Of course, the line is not as complete as before the war 
but it’s comprehensive enough to meet an unusually wide 


range of requirements and satisfy your customers. 


It really represents the cream of the TAYLOR line and 
includes a good showing of luxurious leather upholstered 
chairs, dependable, moderate priced all wood chairs 
and four of the most popular TAYLOR correct posture 
chairs, upholstered and plain wood, with three-way 
adjustment to provide efficient seating comfort and 


minimize fatigue. 


All of the swivel chairs have the famous TAYLOR Wood 
Screw Swivel, self-lubricating, smooth operating and 
easily adjustable. This Wood Screw Swivel is easily 
interchangeable with the standard TAYLOR Chair Iron, 
after war restrictions are lifted. 


Send in Your Orders— 
WE CAN SHIP PROMPTLY 








No. 134 No. 13442W No. 8849'12W 





The‘Taylor Chair Company 


FOUNDED 1816 


BEDFORD, OHIO, U.S. A. 
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CARD UPRIGHTS 


5a3 

6x4 

8x5 
Tabulating 







A full line of card files is offered in all standard sizes. 
Smooth working side suspension, heavy duty wood con- 
struction, standard green finish. Also— 


Legal and Letter Sizes 
2-drawer 3-drawer 4-drawer 


All made of the same excellent construction. 
The demand for this merchandise is great. Write for 
particulars. 


BUSINESS EFFICIENCY AIDS 


Makers of “TIME-SAVER” Office Equipment 


P. O. Box 258-J Skokie, IIlinois 
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FIRST REGION, NSA, MEETS IN SPRINGFIELD 
(Continued from page 34) 
our entire economy regulated, producing a definite 
change in our lives. 
Using a blackboard for his diagram, the speaker dis- 
cussed the market for merchandise. Markets, he said, 


MARKET 





PEOPLE 
UCSERS OF MERCHANDISE 








Personal Merchandise Commercial Merchandise 
Divided into 4 groups: Divided into 3 groups 

1. Gifts 1. Industrial user 

2. Carried on our person 2 3anks 

3. Used on our desks 3. Associations, retailers, 

4. Student supplies wholesalers. 


The outstanding character- 
istic of this group is that 
it is quite stable. 


The outstanding character- 
istic of this group is that it 
is fickle, subject to con- 
stant change 

: , The predominating charac- 

Good taste is a predominat- teristic of this merchandise 

ing characteristic of this is that it must be fit for 

type. function and must be labor 
saving. 

Medium of distribution: 
Store: Medium of distribution: 
Thru window display Store: 
Thru store display Outside salesmen 
Thru store personnel Advertising 

Catalogs 

All these factors must be 


in good taste Merchandise must be sold 


through trained salesmen 
oe because competition comes 
rhe competition comes from direct seller who is a 
from chain and department specialist. 

stores. 
Post-war problems are ob- 
Self-service is an idea ligations to 3000 sales peo- 
worth using in the store. ple who are now in service. 








SOURCE OF SUPPLY 











immediately suggests people, the users of merchandise. 
Merchandise is divided into two groups, personal and 
commercial. 


In conclusion, Mr. Buckwalter paid tribute to the 
indulgence of dealers with their suppliers and sug- 
gested that dealers discuss their individual markets 
with the trained executives of their sources of supply. 


General Manager Charles P. Garvin, National Sta- 
tioners Association, opened the NSA Institute by re- 
calling his visit to the region two years ago when the 
question “Are we going to be able to stay in business” 
was uppermost in dealers’ thoughts. His answer then 
was “wait and see.” Out of this period of uncertainty 
came two of the best years this business ever had. 
During these years the industry has earned a real 
reputation in Washington. Speaking of conditions 
generally, Mr. Garvin opined that when the boys come 
home from the wars they are going to be kicking 
sore about strikes—sore at the fellow who is preaching 
a new economy. They are going to question how our 
money was spent. They are going to feel they have 
paid their contribution to the war. Bureaucrats are 
going to be under fire. The speaker urged that earnest 
attention be given to all our problems and adopt plans 
to meet our own situations. The past two years have 
been extremely tough on the travelling men who, be- 
cause of easy conditions, are out of training for the 
toughest competition we ever knew after the war. The 
war has changed this business. New lines have been 
introduced. 

Howard Sanders, Stationers & Publishers Board of 
Trade, Inc., emphasized the necessity for keeping store 
and stock in A-1 condition. He cautioned against ex- 
cessive inventories, especially of substitute merchan- 
dise. He suggested that dealers operate the same in 
good times as in bad times. 


Harry Tehan, Higgins Ink Company, and James Tow- 
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We Have Planned Ahead 









You Can 
Depend on 


No. 1001 


NEW INDIANA CHAIR CO. 
OSuality Leadership 






Preparation for our postwar line includes restoration of 
previous facilities, improved designs, use of new materials 
as they become available, general advances in business 
service, quicker handling of the inquiries and orders of our 
dealers—all calculated to build up our business and provide 
gainful employment for our returning citizens. Shipment of 
replacement chair irons for installation in all wood pedestal 
chairs will have adequate attention. Our prewar variety of 
design will again be available, with added beauty and 


facility. é 


NOW, however, we must restrict our swivel chairs to the 





numbers illustrated and limit our shipments as required by 





Uncle Sam's war needs. For a while longer, please con- 


tinue to indicate priority. 


New Indiana Chair Company 


JASPER, INDIANA 
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GOOD PROFITS NOW 





PROPHESY GOOD TIMES ws 
IN POST-WAR AMERICA <-> 


YS 
% 
POLYCHROME STENCILS are high in the 14 POINTS a we 
of Comparison with other stencils. $2 
1. HIGH QUALITY OF CRISP CLEAR COPY oy 
2. HIGH VISIBILITY even in poor light a’ 


3. EASE OF CORRECTION—no need for slip sheets, > - 
nor does carbon stick aS % 
4. RELATIVE NON-CLOGGING OF TYPE od o . 
o” A 


5. SENSITIVITY TO ALL TYPES OF MACHINES © « Po 
6. INK PENETRATION—no rough-edged characters A = — 
to smear ink ky od . OUR SHOP 
7. CONFIDENT, SURE STYLUS WORK. Stencils 7 
rarely tear or wrinkle kyr A — EXTENSION 
GC A %s, 
8. LONGEVITY—10,000th copy as clear and v s ® 
: y @ 
crisp as the first ss. /« PLAN 
9. STORAGEABILITY—Guaranteed a year but ~~ 
give quality copy beyond this ag “ S PROVIDES EXTRA MAN-HOURS AND 
— oe fe} HELP for our dealers . . . specialists em- 
10. RANCIDITY—Negligible odor ay = . ployed by Polychrome to work for Polychrome 
11. COLOR LASTS Pay Pg re) dealers. If you want extra profit in 1944 read 
12. RE-RUN—When properly ry Q ‘ our "SHOP EXTENSION and DISCOUNT 
stored is always ready re ky _°? BOOKLET." It's yours for the asking. Investigate 
for use again O) ny) -— this revolutionary development today. It's the 
13. LINT—Slightest accumu- oO) Ped a talk of the trade. It's helping our dealers in the 
lation of fuzz even % U.S.A., our dependencies, Canada, Mexico and 
after 15,000th copy ag Africa. 


14. DUPLICATOR CONTACTING— Q 
Wrinkle less easily than 


Wil es, ely tan a i POLYCHROME STENCILS 
and neatly hug the drum. O i ARE THE VITAMIN Ki 
a OF THE STENCIL WORLD 


CLEAR 
CRISP R) es They reduce office nerve. strain. 
COPY Pig They are a comfort to the dealers. 
~~ ‘ : 
a 6 POLYCHROME Inks, correction fluid, make a com- 
og rr forting trio with POLYCHROME Stencils. 
to the Re ou 
POLES Qy xk 
Cy INVESTIGATE 
par SEND FOR FREE SAMPLES 


OY kk 
Q TYPE SHOULD BE SEEN AND NOT BLURRED 


eee 
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hill, Towhill Company, Boston, Mass., were recognized 
and presented their compliments from the speakers 
table. 

Louis Brown, Eberhard Faber Pencil Company, sug- 
gested this post-war planning be extended to include 
management as well as sales. 

The following resolutions, presented by Elmer Pape, 
president of Adkins Printing Company, New Britain, 
Conn., were adopted: 

BE IT RESOLVED: That we, the New England dis- 
trict of the National Stationers’ Association, go on 
record as recommending national legislation to with- 
hold such materials from the open market, gradually 
releasing it over a period of years, and when these 
materials are released, that they be turned back to 
the PRODUCER for distribution through NORMAL 
COMMERCIAL OUTLETS. We do not believe that any 
such action should interfere with the use of these 
materials for Lend Lease or distribution for export. 

BE IT RESOLVED: That the New England district 
of the National Stationers’ Association go on record as 
opposed to the present tendency in some lines to 
change the cash discount terms from the tenth of the 
month to ten days from date of invoice and request 
that the National Association pass this resolution on 
to the manufacturers. 

BE IT RESOLVED: That the stationers of the New 
England district of the National Stationers’ Associa- 
tion appeal to the manufacturers to give them con- 
sideration when applying to OPA for prices in regard 
to their commodities by applying at the same time 
for an adjustment covering the said increase in the 
price to the consumer when sold by the dealer. We, 
the members of the New England district, will co- 
operate in every way to accomplish these adjustments, 
and will ask the Association to advise the manufactur- 
ers of our action. 

BE IT RESOLVED: That the members of the New 
England district pledge their active support to the 
National Stationers’ Association in carrying out these 
resolutions and the Association’s many other activities. 

At the following dinner which reverted to the Con- 
necticut Valley Stationers, President Robert Latsch 
and Harold Hampton were made honorary members 
of the Association by popular acclaim. Adjournment 
came early so the group would have plenty of time 
to fraternize among themselves. 


——_—_0—=—¢ 
“WEIS CRACKER” BEGINS ITS SECOND YEAR 


February marked the beginning of the second year 
of publication of The Weis Cracker, interesting little 
house organ of the Weis Manufacturing Company, 
Monroe, Mich. The Cracker, which varies from eight 
to 16 pages, is distributed each month to all Weis 
employees at the factory and home office of the organ- 
ization. Printed on good quality stock, with a 6x9- 
inch page size, the interesting little publication con- 
tains several columns of news of Weis employees, bits 
of information about former workers now in the 
services, congratulatory messages on births and mar- 
riages, and a plentiful sprinkling of chuckles captioned 
“Weis Cracks.” The Weis organization and the editors 
of The Weis Cracker—Bert Stevens, Robert Jeffrey, 
Mrs. Lorraine Newbound and Miss Clara Meyer—have 
done themselves proud in maintaining the high caliber 
of the publication. 


ec 
PRITCHARD SURVEYS LATIN AMERICAN MARKET 


Joseph W. Pritchard of Wells Office Furniture Com- 
pany, Chicago, Ill., recently returned from a five- 
week’s trip to Mexico. In addition to making an inten- 
Sive study of the office equipment market in Mexico, 
Mr. Pritchard met several South Americans in Mexico 
City, men who had journeyed there for the purpose of 
discussing post-war markets with Mr. Pritchard. 
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THREE WISE MOVES 


<4 


to meet WPB Limitation Order L120 


1 Sell customers who insist on 20-lb. 
weight papers the better grades — 
"A" (100° rag), 'B" (75% rag) in 
Berkshire Papers. 


2 Sell a HIGHER GRADE 16-lb. paper 
to those who formerly used 20-lb 
economy papers. 


3 ‘In any event, for full customer satis- 
faction, recommend 


BERKSHIRE ots 


ITE 


TYPEWRITER PAPERS “atts 


KSH 


EATON PAPER CORPORATION 
Pittsfield, Massachusetts 











No. 130—“Sentinel” Ash Stand—Solid Walnut 


Retails 
$10.00 


FINCH & McCULLOUCH 


MANUFACTURERS OF 


‘“‘MEMORY MASTERPIECES”’ 
AURORA, ILLINOIS 
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WE BUY-SELL 


A Service to Help Stationers 
Maintain Balanced Stocks 


e Commercial Stationers are invited to submit lists of 
items they wish to sell. We in turn will offer it to other 
dealers and pay you promptly for merchandise sold. All 
merchandise remains property of the dealer until sold 
unless other arrangements are made. 


e Our terms on sales are net cash upon delivery of 
merchandise to your store for examination. Our close 
margin prohibits cash discount. All goods en hand 
available for examination in warehouse. 


e Dealers find it to their advantage to visit the ware- 
house and select surplus stocks which are available. 


e Sales to dealers only. 
e Let us help you to reduce items overstocked or build 


up on goods that are short. Investigate our service. It 
is used to definite advantage by many dealers. 


Elmer Krumwiede, Proprietor 


THE STATIONERS 
CLEARING HOUSE 


334 S. Jefferson St. . Chicago 6, Ill. 
Phone Monroe 8226 











RAVEN-X 
Carbon 
Paper 






Established 


ualit 
e 7 1896 










Out of the famous, well-established Raven Line of 
Carbon Papers comes this revolutionary sheet, Raven-X. 
Adaptable for use on standard, electromatic or noiseless 
typewriters. 

Let one iine of carbon, Raven-X, in lightweight, 
medium weight or standard weight meet all your re- 
quirements. 

Samples gladly sent on request. 


The Buckeye Ribbon & Carbon Co. 


Manufacturers 


1458 E. 55th St. Cleveland, Ohio 
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Office Appliances 
INFORMATION SERVICE 





UNDER THE EMERGENCY 








(Continued from page 29) 


been made in the percentage, method of computation, 
or base salary. If the percentage, method of computa- 
tion or base salary has changed and the employer 
believes an adjustment is warranted, he may apply for 
a ruling to the field office of the Salary Stabilization 
Unit of the Bureau of Internal Revenue, in the region 
in which the employer has his principal place of 
business. 


& 
WPB REPORTS NO BRASS AVAILABLE IN NEAR 
FUTURE FOR PEN AND PENCIL INDUSTRY 

The War Production Board reported on January 28 
that members of the Fountain Pen and Mechanical 
Pencil Industry Advisory Committee had been told 
that brass cannot be made available for production 
of the pre-war type of fountain pens and mechanical 
pencils in the near future. 

Reversion from steel to brass for the working parts 
of fountain pens and mechanical pencils is impossible 
while the supply of brass remains as small as it is at 
present, a representative of the copper division said. 
He branded as erroneous the widely repeated report 
that, as a result of reductions in the small arms pro- 
gram, copper and brass have become plentiful enough 
to make possible large-scale relaxation of the controls 
over these metals. Strip production in the brass mills 
has fallen off considerably, he stated, and the supply 
of brass rod and tubing as well as small diameter 
copper wire is scarce. 

The supply of copper is now in balance with de- 
mand, the committee members were told, but the bal- 
ance is so close that so far it has been possible to 
permit slightly increased use of copper only for a few 
essential items that are directly or indirectly con- 
nected with the war effort. 

o 
WPB SAFE AND INSULATED FILE INDUSTRY AD- 

VISORY COMMITTEE OUTLINE ADVANCE PLANS 

Advance planning for limited production of safes 
and insulated files, whenever this may prove possible, 
was begun in the first meeting of the newly organ- 
ized Safe and Insulated File Industry Advisory Com- 
mittee, the War Production Board reported on Feb- 
ruary 14. 

It is impossible to predict when such plans may be 
effected, WPB officials emphasized. Until the demands 
of European military operations become known, the 
re-opening of any civilian industry must remain in 
the planning stage. 

When production is resumed, IAC members said, the 
industry will have to start from scratch as far as 
materials are concerned. The industry inventories of 
raw materials and semi-fabricated parts have been 
used in filling priority orders. 

Of the materials required, steel will be needed in 
the largest quantity. Only an extremely small amount 
of copper will be needed. 

The facilities needed to make safes and files are 
on hand and ready for use at any time, the industry 
members said. 

Manpower will be the most doubtful factor, accord- 
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Millions will Feel the SOCK of 


e 9 


NATIONAL SELLING ADS 





Hard-hitting, timely advertisements designed especially to 













tap the postwar big market of able spenders will help you 
turn store traffic lines into ‘‘buy lines.”’ 

While most of the Autopoint pencils, with the Grip-Tite 
Tip, now being manufactured are going to the Armed Forces 
and organizations engaged in war production, a limited 
number is available for established retail outlets. 

Our willingness to serve you is only limited by our capac- 
ity to do so now. But when Victory comes be prepared with 


a stock of Autopoint pencils. First come—first served. 


THE B BETTER PENCIL 


REG. TRADE MARK 


AUTOPOINT COMPANY - 1801 FOSTER AVE. - CHICAGO, ILL. 
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A Gunlocke trio 


TO PARLAY INTO PROFIT WINNERS 


Here are three popular items in the Gunlocke quality line that 
you can get without priority and get right now. All three members 
are available for prompt shipment and in all standard finishes. All 
three are items for which there is a ready and waiting market. 
They represent tangible evidence of Gunlocke’s aim to keep 
dealers supplied with saleable office furniture within war 
time restrictions. You can be sure that every piece of 
Gunlocke furniture is built to make sales easy, keep 
customers satisfied and build good will for you. When 
sending your orders, be sure to specify finish desired. 


V-572 


The always popular stenog- 















rapher’s chair is a combination 
of sound design and expert 
workmanship. Oak, walnut fin- 
ish, mahogany finish, green, 
and genuine walnut. 


No. 37 


Old customers will give this chair a hearty welcome back. 
Same comfort, same sturdiness with full dowel construc- 
tion. No deviation from accepted ideas of comfortable 
posture support. 

Oak with tablet arm of maple. 


No. 6008 


Your requests have brought back this excellent typewriter 
table. Rigidly built with drawer for stationery and full 
length slide for dictation. Oak finish, walnut finish, green. 


. H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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ing to WPB officials. Some manpower is now available 
in the industry, but it may be needed in other war 
industries. Further study of the labor situation will 
be required. 

Members of the committee are: 


Stanley R. Akers, 
Meilink Steel Safe Company, Toledo, Ohio 


E. V. Flaherty, 


Herring-Hall-Marvin Safe Company, Hamilton, Ohio | 


Harry H. Lynn, 
The Mosler Safe Company, Hamilton, Ohio 


C. E. Mann, 
The Schwab Safe Company, Lafayette, Ind. 


T. E. Miller, 
The Shaw-Walker Company, New York, N. Y. 


A. J. Roos, 
Diebold, Inc., Canton, Ohio 


Al N. Seares, 
Remington Rand, Inc., Buffalo, N. Y. 


I. Laucks Xanders, 
York Safe and Lock Company, Baltimore, Md. 


o 


NEW WBP METAL FURNITURE COMMITTEE NAMED 

The Office of Industry Advisory Committees, War 
Production Board, on February 11 announced forma- 
tion of a General Metal Office Furniture Industry Ad- 
visory Committee. George M. Chandlee, Consumers 


Durable Goods Division, is Government presiding 


officer. The membership of this committee consists of: 
George H. Alter, Invincible Metal Furniture Co., 
Manitowoc, Wis. 
C. L. Elofson, Art Metal Construction Co., James- 
town, N. Y. 
E. A. Purnell, The General Fireproofing Co., Youngs- 
town, Ohio. 
William M. St. John, Yawman and Erbe Mfg. Co., 
Rochester, N. Y. 
J. S. Sprott, The Globe-Wernicke Co., Cincinnati, 
Ohio. 
H. S. Walcott, Domore Chair Co., Inc., Elkhart, Ind. 
The first meeting of this committee was held Febru- 
ary 9, 1944. 
o 


NEW ORDER L-329 EASES RESTRICTIONS ON 
HAND-OPERATED STAPLERS AND STAPLES 

To insure sufficient production of hand-operated 
staplers and staples to meet essential requirements, 
particularly of industry, a new order (L-329), covering 
both industrial and office staplers and staples, was 
issued January 18, 1944, by the War Production Board. 

It is expected that production of staples at approxi- 
mately the capacity of the industry will be required to 
meet essential needs. 

As a result of the increased production of military 
items, staples are no longer relatively unimportant 
office supplies but vitally needed war production items. 
They are used for the manufacture of planes in air- 
plane factories, for the manufacture of camouflage 
materials in ordance plants, for packaging in food 
industries, in container production, and in the con- 
struction of buildings and ships. It is estimated that 
between 60 and 70 per cent of the so-called office type 
of staples produced within the past year have been 
used in industry. 

The new order recognizes no distinction between 
office and industrial stapling machines and staples. 
Industrial hand-operated staplers and staples, previ- 
ously not included in any WPB order, and office 
staplers and staples, now removed from L-73, are 
brought together under one control in L-329. 

Under the new order, each manufacturer of such 
devices will apply, on WPB Form 2719 on the 15th of 
the month preceding each quarter, for a production 
quota for the coming quarter. Applications for the 
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Jima Savor 
FILE 


e Non- priority wood 
construction 


e Two Drawer — Top 
opens completely 

e "Two - Way" Com- 
pressor and Guide Rod 


e Letter and Legal Size; 
Olive Green Finish 


e Desk height 30!/,” 


e Shipment week or ten 
days. 


No. MF500G—Letter 
| ne $27.00 List 


No. MF600G—Legal 
wu tt $29.00 List 


F.O.B. Rockford, Ill. 


BUSINESS EFFICIENCY AIDS 


P. O. No. 258-J Skokie, III. 




















MASONITE FLOOR PADS 


FOR 
IMMEDIATE 
DELIVERY 


36x48 


NATURAL 
COLOR 


4 IN A CARTON 








OFFICE SPECIALTY MPG. C0. 


70 EAST 125th ST., NEW YORK 35, N. Y. 
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Cant-Slip stops paper skidding. 
Fills in grooves and indentations. 
Helps keep aging typewriter rub- 
ber rollers in good working order. 







e ON TYPEWRITERS 
e BUSINESS MACHINES 
e APPLIED INSTANTLY 
e WORKS INSTANTLY 

NON-INFLAMMABLE 

Cant-Slip is a specially prepared liquid formula. Retails 
for 50 cents and offers you a good profit. Write today 


for prices and discounts; also for details of our unique 
prize contest merchandiser—free, with your imprint. 


MADE BY THE MAKERS OF CLAR-O-TYPE 
THE CLAROTYPE COMPANY, INC. 


16-C Hudson Street New York 13, N. Y. 
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TUBULAR CoIn WRAPPERS 


Stationers! It's your Line—Exclusively! 








“Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 


work. 


Write for liberal discounts and sales help on: 


Coin Wrappers oy a : 
i eal Presse 
ag om Teller’s Moisteners 


Coin Bags i 
Sunener Bags Manual Coin Counters 


Draw String Bags 
Metal Clasp Bags 
Night Depository Bags 
Linen Shipping Tags 


Currency Racks 
Wrapper Cabinets 
Sorting Trays 
Coin Storage Trays 





Downey Change Trays 









HANNIBAL, MO. 





THE C. L. DOWNEY CO. 
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first quarter of 1944, however, may be filed at any time 
before January 31. Unless a manufacturer is notified 
to the contrary, he may regard his application as 
having been approved by WPB. 

In approving applications, WPB will follow the gen- 
eral policy of permitting greater production in areas 
where labor is less critical, and lower production in 
areas where labor is short. 

Any kind of hand stapler may be made, but no more 
iron and steel may be used for a particular type of 
model than is necessary for the purpose to be served 
by that type or model. Although the former provision 
limiting the iron and steel content of office staplers 
to 8 ounces per unit is not included in the present 
order, this does not mean that use of iron and steel 
in excess of the amount actually needed is permitted. 

A new reporting provision, requiring each manu- 
facturer of staplers and staples to file WPB Form 3355 
with WPB on or before February 15, 1944, is also estab- 
lished. On this form is to be shown the amount of 
metal used in the production of staplers, staples, and 
parts for staplers during the year ending June 30, 
1943, as well as the factory sales value of such products 
during that period. 

o 


SIMPLIFIED FORM WPB-547 NOW AVAILABLE 


Distributors wishing to buy rated goods directly from 
manufacturers will, after February 1, be able to make 
application for preference rating on the simplified 
form, WPB-547. Following useful discussion at whole- 
sale and retail IAC meetings, WPB-547 has been par- 
tially re-designed to eliminate all possible paper work, 
to provide WPB with more comprehensive informa- 
tion, to shorten the interval between application and 
rating assignment, and to clarify some directions 
which experience had shown to be insufficiently ex- 
plained. 

Principal WPB-547 change permits the applicant 
optional use of quantities of goods, rather than dollars, 
for all but one entry. Thus three mathematical com- 
putations may be eliminated, as many distributors 
have requested. However, careful examination of the 
problem showed that, unless dollars were retained for 
the final computation, more work and some injustice 
would result. 

The new form WPB-547, to be identified by its date 
2-1-44, may be used on and after February 1, 1944, 
and may be obtained from the War Production Board. 
Regional and district offices wili be supplied with ade- 
quate quantities, or users may write to WPB’s Whole- 
sale and Retail Division in Washington. So that any 
remaining current forms will not be wasted, they may 
be used for 60 days following the effective date of the 
new form, or until April 1. On and after April 1, all 
preference rating applications must be on the revised 
version of WPB-547. 

At a casual glance, the new WPB-547 will not appear 
strikingly different, but examination will show that 
the major space 3 has been considerably altered to 
allow most entries in quantities, if preferred by appli- 
cant, rather than dollars. In addition, the inventory 
base has been broadened so that a year’s picture is 


apparent.. 
© 


CANADIAN TYPEWRITER RESTRICTIONS EASED 


Typewriters and other office machines will be easier 
to buy under an order issued by the Wartime Prices 
and Trade Board, effective February 7. The new order 
releases from retail sales restrictions all typewriters, 
except electric, manufactured before December 31, 
1936. Formerly sales of non-portable typewriters made 
after 1915 and portable typewriters made after 1928 
were not allowed. 

The order also releases from sales restrictions hand- 
operated adding machines and hand-operated dupli- 
cating machines. Autographic registers, change-mak- 
ing machines, and shorthand-writing machines, for- 
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True yesterday... 





SPEED-O-PRINT STENCILS ARE BETTER 


SOVEREIGN CELLULOSE STENCILS Remarkable body 
strength and uniform, flawless coating withstand long, 
exacting runs. Users report regularly getting thous- 
ands of clear, neat copies from each stencil, on 
either typewriter or stylus work. Available in 
sizes to fit all makes of rotary duplicators. 
Top-imprinted with a typewriter scale to 
facilitate accurate spacing and alignment. 
Le £ 


Le EP StZ0 sca oe M 


* 


* with War Bonds 


True today... 
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THRIFT- QUALITY STENCILS 
Satisfactory results at an econ- 
omy price. Strong, durable 
Thrift-Quality stencils please 
thrift-minded buyers. Usable on all 
makes of rotary duplicators. Each 
stencil mounted on an oiled backing 


Keep on 
Backing the Attack 


sheet and top-imprinted with complete 
typewriter scale. 

Legal size ...... $2.50 quire 
Letter SiZ€ 6.50. $2.25 quire 


SOVEREIGN INK Uniform in quality, free-flowing, 
quick-drying, assuring the maximum number of copies 
per inking. Usable with all types of duplicators and 
stencils. Toned to a soft, eye-pleasing grayish-black. 
Contains no injurious oils or chemicals . . . Carefully 
compounded to prevent caking or drying . . . Leaves no 
oily outline . 
offsetting and rubbing and lint-attraction. 


Grade-A Black, 2 and 1 Ib. units, $2.00 per Ib. 


THRIFT-QUALITY INK Meets widespread demand 
for a dependable duplicating ink at an economy price. 
Its unusually high quality guarantees a performance 
as satisfactory as its price. Usable with all types of 
duplicators and stencils. Free-flowing and quick-drying. 


Black, 1 Ib. units only, $1.00 per Ib. 
SPEED-0-PRINT CORPORATION © Chicago, Illinois 


. . Will not swell platen . . . Minimizes 


Write for Dealer’s Catalog 
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PLID OPAL 








“Seger has the most complete line of 
duplicating supplies in the world. Each 
attractively designed product is fully guaranteed 
as to workmanship, materials and performance. 


The packaging of Speed-O-Print products is un- 
surpassed with regard to appearance and prac- 
ticality. Each eye-pleasing package not only 
contains complete instructions for the use of the 
item therein, but its contents are clearly identified 


on the outside. 


Unimpaired facilities and resources at our large, 
modern plant continue to assure you of a 
dependable source of duplicating supplies and 
prompt service. 





TRACING SCOPES + MIMEO BOND + STENCILS + INKS, BLACK 
AND COLORS + HAND CLEANSING CREAM + LETTERING GUIDES 
TRANSPARENT PLASTIC SHADING PLATES + STYLI + INK BRUSHES 
WIRE SHADING SCREENS + ART BOOKS - CELLULOID WRITING PLATES 
TYPE CLEANING BRUSHES « STENCIL BOOK FILES + FILING FOLDERS 
STENCIL CLEANING BLOTTERS + STENCIL CLEANING FLUID 
CORRECTION FLUID » CYLINDER COVERS + SILK SHEETS + INK PADS 
NO-DRIP INK CAPS + STENCIL CEMENT + TRIANGLES + RULERS 
TYPE AND PLATEN CLEANING FLUID + CARBON CUSHION SHEETS 
CELLOPHANE + POWDERED SOAPSTONE + STYLI AND LETTERING 
GUIDE HOLDERS 


SPEED-0-PRINT CORPORATION 
161 E. Grand Ave., Chicago, Ill. 
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merly not permitted to be manufactured, now are 
classified as “restricted office machines” which may 
be manufactured but may not be sold except as per- 
mitted by the Wartime Prices and Trade Board.—RC 


o 
TELETYPE PAPER PRICE SHIFT PROBABLE 


According to The New York Times of January 25, 
1944, OPA has announced that maximum producers’ 
prices of Teletype communication paper rolls and tapes 
may be adjusted when and if three specified conditions 
are shown to exist. 

Appellants must show that the existing price is 
causing hardship, that a general shortage of the exist- 
ing supply of Teletype paper exists or is threatened 
and that the price increase sought is necessary to 
permit the producer to continue or expand his pro- 
duction of Teletype paper. 


re 


GF NEWS IN SEVENTH YEAR OF PUBLICATION 


The January number of The GF News, published 
monthly by The General Fireproofing Company, 
Youngstown, Ohio, is one of the most interesting and 
informative numbers of this up-to-the-minute house 
organ that has yet appeared. The first issue of the 
seventh year, the new anniversary number of 48 pages 
is built around the theme, “GF in War Time.” Forty- 
four of its pages are comprised of pictures taken in 
and around the plant, covering virtually every phase 
of the production story, both in office and plant, that 
would greet the eye of the visitor spending the day in 
the big industrial establishment. 

The pictorial story begins with the arrival of the 
workers at the plant, and from there the visitor is 
transferred to the “information” window, moved 
through the various executives’ offices, the general 
and sales offices, and into the plant. Detailed pic- 
tures of assembly and production work are shown, 
and one page is devoted to typical views in the plant 
cafeteria. A nine-page section in the anniversary 
number gives a complete pictorial record of the cere- 
monies attending the presentation of the GF “E” 
Award on January 3, 1944. Featured on the front and 
back covers are reproductions of every GF News cover 
used in 1943. No effort has been spared to make the 
January issue a most outstanding one. 


meme 


REMINGTON RAND COMBINES CALENDAR WITH 
UNIQUE WAR MAPS 


The tabulating machine division of Remington Rand 
Inc., Buffalo, N. Y., put into distribution an espe- 
cially attractive and appropriate calendar in January. 
It involves a series of seven full-color war maps with 
analytical commentary by Major George Fielding Eliot. 
Each sheet measures 18 by 24 inches and carries one 
of the war maps in the top half. The lower half is 
devoted to a calendar for two months, the comments 
by Major Eliot and illustrated text on products of 
Remington Rand, both for war and civilian use. 


The war maps are particularly interesting. They 
are relief maps in partial perspective, showing prin- 
cipal bodies of water, rivers, roads and mountains. 
Instead of the conventional treatment of having 
north at the top, south at the bottom, east at the 
right and west at the left, the maps are presented 
with the longest line of the front at the bottom, 
looking toward enemy lands. A bit of sky is shown 
at the top just above the horizon, which carries a 
suggestion of the curvature of the earth. The maps 
are as follows: 1. The Russian Front. 2. The Balkans. 
3. Italy and South France. 4. The Western Front. 
5. Southeastern Asia. 6. The Southwest Pacific. 7. The 
North Pacific. 

The calendar is justifiably the pride of the adver- 
tising department of Remington Rand Inc., which 
created, designed and developed it entirely within its 
own organization. 
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Protected by 
U. 8S. Patent 
No. 2,256,606 


Invasion plans are taking shape. Blue Prints must 
be trimmed. Premier Boards are being used to help 
the Allies prepare for this mass invasion. Why not 
recommend Premier Trimming Boards to essential 
war industries in your community ... they're "tops" 
in their class. 


Please Note: Premier Cutters sold on priorities only. 


PHOTO MATERIALS CO. 


1323 S Michigan Ave. CHICAGO, ILL. 


Representatives 


Fred Deutsch 3525 Southwestern 
Bivd., Dallas, Texas—Texas and Okia. 
Milton Stone, 30 Church St., New . &. | 
York City, covering New York. 2523 W. 109th PI., Chicago. fil. 
Harry Henkel, 6200 Castle Dr., S. Lichtenstein, 1228 Locust Ave., 
Oakland, Cal. Philadelphia, Pa. 


N. L. & K. W. Zeagler, 1709 W. 
Eighth St., Los ‘| es, Cal. 
R. E. Horter. Ind.. Ill.. Mich., Ohio, 











POCKET SEALS oF QUALITY 
The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 








“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 


HEAVY PAPER SS 
ICIAL’ 


QO” CREA 






A CORPORATE SEAL 
POCKET SIZE 






FURNISHED IN 3 SIZES 








FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 








PLACE YOUR ORDER WITH YOUR LOCAL 


MARKING DEVICE DEALER 
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RUBBEROID | CEMENT 
A non inflamma  Lrvesal Hhesive 


WRINKLEPROOF 


SK. It’s an amazing story 
~me A> because KEMPRENE 
x can be used in every 
office and home where rubber 
cement was used before. Just 
think — KEMPRENE contains 
no critical materials—it is non- 
inflammable, excess removable, 
flexible, waterproof, stainless. 


Available in 4-ounce dispenser 


bottle, pint 
ys and gallon. 
~% Yee DEALERS 
oo Write for 
& complete 
information 
today 
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STAINLESS WATERPROOF FLEXIBLE 
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KEMPRENE PRODUCTS COMPANY 


Sales Office: 1524 Ranstead Street, Philadelphia 2, Penna. 
























VALUABLE 


TERRITORIES 
— OPEN— 


We have a few available ter- 
ritories open to recognized sta- 
tionery dealers on our Exclusive 
Franchise lines of quality pencils. 


If you are a dealer interested 
in profitable pencil business, 
write us, your territory may be 


open. 


KOH-I-NOOR PENCIL COMPANY, INC. 


BLOOMSBURY, NEW JERSEY 
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NEW SHEAFFER “SKRIP” DISPLAY AVAILABLE 

The W. A. Sheaffer Pen Company, Fort Madison, 
Iowa, has prepared for its dealers an attractive new 
display designed to boost the sales of both Skrip and 
Sheaffer leads. The background display, in four 
colors, is furnished free to dealers, and may be ob- 
tained either from company salesmen or with every 
order of Skrip. 

The remainder of the display is comprised of the 





SHEAFFER'S NEW SKRIP PROMOTIONAL DISPLAY 
FOR DEALERS.—The attractive background, printed 
in four colors, is provided free with all Skrip orders. 
The lead case on the left is also furnished by Sheaffer, 
and the attractive display case on the right goes out 
automatically with all shipments of V-Black Skrip. The 
foreground is composed of regular 25c size Skrip. 


well-known Sheaffer lead case, a special display car- 
ton supplied with every shipment of V-Black Skrip, 
and a supply of the regular 25c size of Skrip. 

The set-up was designed primarily as a service to 
the smaller dealers, and makes possible an attractive 
mass display in a comparative small space in the win- 
dow or on the counter. 
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SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 





Now that all reports are in, it may be stated that 
the office appliance dealers, stationers, and typewriter 
and business machine agencies in this city rounded 
out 1943 with a good record of business. While the 
sale of typewriters and business machines is prac- 
tically out for the duration, typewriter and business 
machine men have turned to these departments in the 
same manner that automotive dealers have turned to 
parts and service, and with good results. 

* * * 

Frank C. Hall, branch manager for Underwood 
Elliott Fisher, was a member of a delegation of local 
business men that visited a local firm engaged in war 
production, acquiring first-hand information on what 
was being done. Mr. Hall, a prominent member of a 
local luncheon club, has been active in civic work and 
promotion plans which would benefit the community. 
Since typewriter production has been curtailed he has 
been giving close attention to parts and service work, 
with the result that Underwood owners are assured 
of prompt and efficient service at all times. 

* * k 

E. P. Haye, branch manager for L. C. Smith-Corona, 
was a member of the Bexar County committee for the 
sale of War Bonds in the recent drive. He was also 
an active participant in the preceding bond drive. 

* ok x 

A.M. Roberts, who operates a small business machine 
store in a suburb of San Antonio, selling out to enter 
the Navy when hostilities began, is now doing work 
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New Slide Rules (N PRODUCTION 
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Zypes + 3 Prices + Inmediate Delivery 


SIMPLE INSTRUCTION MANUALS INCLUDED 


Now you can cash in on the Slide Rule demand. These three models—made 
for the emergency—come in good-looking leatherette cases, complete with 
simple instructions. You'll move them FAST—bear that in mind when you 
order. 

Ten inch Celluloid Face bevel edge Slide Rule. 
bevel edges. Scales A, B, Cl, C, D 
on reverse side. 

Attractive leatherette case. 

List Price $3.50 subject to dealers discount. 


Five inch Celluloid Face POCKET style Slide Rule. 


and K on slide front. Scales S, L and T on reverse. 
List Price $2.25 subject to dealers discount. 


Ten Inch Printed Surface Slide Rule. 
sides. Scales A, B, Cl, C, D and K on slide front. 
reverse side. In attractive leatherette case. 
List Price $1.50 subject to dealers discount. 


Inches and metric rules on 


and K on slide front. Scales S, L and T 


Scales A, B, Cl, C, D 


Leatherette Pocket case. 


rules on vertical 


Scales S$, L and T on 


Inches and metric 






UM UMN 


CHICAGO 


The Frederich Post Company 
KEYSTONE 7000 
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P.O. BOX 803 


March, 1944 
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FOR IMMEDIATE DELIVERY PHONE OR 
WRITE YOUR NEAREST POST DEALER 


= @y-® 


Step up production with 


the complete 


Blue Print Papers 
& Cloths 


Positive Print 
Papers 

Dry Developed 
Moist Developed 


@ Negative Paper 


@ Tracing Papers & 
Cloths 


Drawing Papers 


Sensitized Trac- 
ing Cloths 


@ T-squares 

@ Straight Edges 
@ Triangles 

@ Curves 


@ Drawing Inks 


POST line. 


@ Drafting 
Machines 


@ Scales—fiat & 
triangular 


@ Drawing Boards 
@ Drafting Tables 
@ Pencils—Erasers 


@ Profile & Cross 
Section Papers & 
Clotlis 


@ Federal Aid 
Sheets 


@ Field Books 
@ Level Rods 
@ Range Poles 


@ Tapes— 
Measuring 
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Today’s most popular styles in Portfolios, 
Brief Bags and Ring Binders in keeping 
with wartime restrictions, yet embody- 
ing peacetime Stebco Quality and Sales 
Appeal. 


Distinctive Herringbone Twill! New Stebco 
development that has been nationally 
advertised for the past six months and 
is winning consumer acceptance every- 
where. This smart, modern material com- 
bines loads of eye-appeal with unusual 
durability. It is water-repellent and color- 
fast . .. comes in Blue or Olive color. 


Zipper closures! Limited raw materials 
have been allotted by the WPB for the pro- 


STEIN BROS. 
Whing 


Nationally Advertised...New Herringbone Twill 
...with Zipper Closures 





duction of Zipper fasteners. We are as 
proud to be the first manufacturer in our 
industry to bring these back to our dealers 
as we were in originally designing and 
introducing zipper Portfolios. 


Nationally advertised! Millions of readers 
of Life, Esquire, Fortune, Sales Manage- 
ment, Nation’s Business and American 
Business are “‘sold’”’ on the merits of 
Stebco Products. These are your poten- 
tial customers. 

Will you be ready to fill this demand for 
Stebco Products? Complete information 
regarding Stebco Line for 1944 will be 
sent to Stebco dealers soon. 


Ca. 


231 SOUTH GREEN STREET » CHICAGO 7 
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on fine instruments in the Pacific area, according to 
word received here this month. 

Allen Stanley, formerly with the service department 
of L. C. Smith-Corona and now a member of the 
Coast Guard, was a visitor this month, being home 
on a furlough. 

Jack Richards, for many years a salesman for F. S. 
Webster Company, has been appointed a salesman 
for the Corpus Christi store of Maverick-Clarke. He 
is a brother-in-law of J. B. Peatling, also with F. S. 
Webster. 

* * * 

Fletcher Rabb, salesman for The Clegg Company, 

has resigned to enter the U. S. Navy. 
* * a 

T. R. Kyle, sales manager of the service division of 
the local branch of Monroe Calculating Machine Com- 
pany, has completed his tenth straight year in ex- 
ceeding his quota, which makes him a member of 
the Monroe High Point Club. Members of the local 
branch expressed their appreciation of his good work 
by presenting him with a fine gold watch. 

* * * 

H. T. Baylor, service representative for the Mar- 
chant Calculating Machine Company, is the proud 
father of a daughter born on February 16. She has 
been named Courtney Sharon. Mr. Sharon and Tom 
Burkholder (branch manager) are both officers in the 
Civil Air Patrol. 

* * * 

Fire of undetermined origin destroyed the home and 
furniture of J. Andrew Smith, proprietor of the J. 
Andrew Smith Company, on the morning of February 
12, at a loss estimated at $12,500. Mr. Smith, in addi- 
tion to being prominent in local business circles, is a 
past president of the San Antonio Lion’s Club. 

— —— 2 _ 
GAFFANEY BUYS STATIONERY FIRM AND 
MOVES TO MINOT 


J. E. Gaffaney of Fargo, president and founder of 
Gaffaney’s Office Specialties Company, Fargo, N. D., 
announced Tuesday, February 15, that he had pur- 
chased the Minot Stationery Company, Minot, N. D., 
from S. Keith Thompson and has assumed operation 
of the business. 

Shop equipment of Gaffaney’s Minot branch at 16 
First Avenue, S.W., is being moved into the First 
Avenue building, where the Minot Stationery firm has 
been conducted for many years. 

The new store will be a combination office equip- 
ment sales and service agency, stationery store and 
book store, similar to Gaffaney’s establishment in 
Fargo. 

Mr. Gaffaney’s firm is factory representative for 
Royal typewriters, Victor adding machines, Allen busi- 
ness machines, Friden calculating machines and 
Dictaphone dictating machines. 

Mr. Gaffaney opened his sales and service agency 
in Minot in 1921. In addition he maintains equipment 
sales and service shops at Bismarck and Grand Forks, 
as well as at Fargo. He is moving to Minot to direct 
personally the activities of the enlarged business. Wal- 
ter Wellan of Minot will continue as manager of the 
Service department. Present employees of both estab- 
lishments will be retained. 

On January 1 Mr. Thompson completed 25 years in 
the stationery business in the Minot vicinity. He was 
employed in 1919 as a salesman for the Globe Gazette 
Printing Company, and later became manager of the 
firm’s Minot store while covering 14 northwest North 
Dakota counties as sales representative. 

Mr. Gaffaney has had 35 years’ experience in the 
office equipment and repair business in North Dakota. 
He has four sons who were formerly associated with 
him in the business, but who are now either in the 
Army or in defense work. 
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CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right—Priced right 
—Sold right. Here’s a 
ribbon and carbon prop- 
osition you can turn into 
real profit. You can al- 
ways count on our co- 
operation. 


EXCLUSIVELY for 
DEALERS *” STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. M 

11-13-15 Vandewater St., 

7 New York, N. Y. 





























An Active Ally 


on the 
Production Front 


MUTSCHLER’S long experience in styling and _ building 
SAMSON directors room and office tables for discriminating 
business men has supplied the vital “KNOW HOW” that 
enables them to produce sturdy tables fast for Uncle Sam 

. . Not only to serve the war winners of today, but as well, 
the peace makers of tomorrow. 


Write for complete descriptive Catalog. 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 
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FAULTLESs : 

nae 

LEDGER SHEETS ine 

All standard rulings in first and ae 


TL 
second grade on 28 substance White 


r{L 
Ledger . . + also four most popular HA 
rulings on 28 substance Buff Ledger. 


STATIONERS LOOSE LEAF CO. [ene 


MILWAUKEE 1, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 
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/ THOUSANDS OF HOURS OF INSTRUCTION 












SCRIPT and MANUSCRIPT: 
32 distinctive script alphabets. 
10 pages of engrossing make 
this folio a prized possession 
of professionals and students. 

Each 50¢ 











TECHNIQUES: 37 pages... 
well over 100 illustrations. 
Gives you the ground work 
and advanced techniques for 
all types of Higgins Ink draw- 
ing Ween Each 50¢ 


AND ENTERTAINMENT! 


Here’s a library of 4 Higgins Art Books guaranteed to give hours 
of creative entertainment to professionals and students alike. 
The more Higgins Ink you sell, the more books you sell 
the more books you sell, the more ink you sell. 


Display cabinet free with 
assortment of 4 books. 


CARTOONING: How profes- 
sional cartoonists “get that 
way’— 60 wonderfully illus- 
trated pages of techniques 
used by America’s top flight 
cemic strip, gag, and political 
cartoonists. Also a chapter on 
the theory of humor. Each $1.00 





PROJECTS 


4 
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ARTS and CRAFTS PROJECTS: 
10 separate projects ranging 
from 4 to 12 pages each—Map 
and Chart Making, Paper Dec- 
orating, Spatter and Airbrush, 
Textile Dyeing, Book Binding, 
and many more, all in handsome 
portfolio cover..... Each $1.00 





















BILLFORM “PROCESSED” 
CARBON PAPERS 


Each sheet of Storm’s “BILLFORM PROCESSED” 
carbon papers is specially processed to make it curl 
resistant. Each sheet is therefore easier to handle. 
Each sheet lasts longer. Each sheet will MAKE new 
friends, permanent friends for you. 


























The “Complete Line” 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, Cameo, 
American, Reliance, Storms Pen and Pencil Carbons, in all 
weights and finishes. CARBON ROLLS: Tailor’s Marking. 
Photo Offset, Billing Rolls for Elliott Fisher Machines, Bill- 
ing Rolls for Burroughs Posting Machines, Register Rolls, 
Tally Rolls, Teletype Carbonized Rolls, Rolls for Elliott- 
Addressing Machines, Special Rolls. INKED RIBBONS: 
Stormtex, Cameo, American Reliance, Ribbons for Addresso- 
graph Multigraph, Speedaumat, etc. 





























AN INSTANT SUCCESS 


Storm Spirit Hectograph Carbon 


H. M. STORMS CO. 


561 GRAND AVENUE * BROOKLYN 16, N. Y. 
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FIBRCAN VICTORY BASKETS 
“The Basket Known to a Continent’ 
Various Types, Sizes and Uses IMMEDIATE DELIVERY 
Hardened Fibre—Re-inforced—Sturdy—Attractive 


Colors: Brown or Olive Green 


10 Vv 
Wood Bottom Priced Right 
Metal Top Rim Built Right—for Lasting Service 


Height 30 inches 


Diameter 12 inches Write for Information on Other Sizes 


2V 
9V Fibre Bottom 
Wood Bottom Metal Top Rim 
Metal Top Rim Height |5 inches 


Top Diam. 12 inches 
Bottom Diam. 10.inches 


Height 20 inches 
Diameter 12 inches 





< 3 





Send for Descriptive Circular and Prices 


BAINBRIDGE, KIMPTON & HAUPT, INC. 


2138 Greenwich Street, New York 8, N. Y. 

















BOLENS CHAIR IRONS 


Your great Sales Feature in 
Post-War Office Chairs 



















Chances are 10-to-l you’re sitting right now in a chair equipped 
with a BOLENS CHAIR IRON. For most of the leading chair manu- 
facturers have equipped their office chairs with Bolens Chair Action 
in the past . . . basing their choice on Bolens’ long-established 
reputation for dependability, quiet operation, durable construction 
and modern posture-fitting design. 

After the war these manufacturers will have even more appeal- 
ing sales features to offer you on new chairs. Bolens will have 
ready for them a new idea in ORTHOPEDICALLY CORRECT Chair 
Irons which will make office seating a powerful force in improving 
working efficiency, health and comfort of employees. 

Watch for great new improvements on your post-war chairs. Be 
sure they use BOLENS ORTHOPEDIC CHAIR IRONS — for easier 
selling and greater customer satisfaction. 


Dependable Chair Irons for all Office Seating 
“ORTHOPEDICALLY CORRECT” 





@ Remember ° 
BOLENS | 
SYNCRO-TILT 







ONS BOLENS PRODUCTS COMPANY 
CHAIR IR 216 Park Street 
Port Washington -:- Wisconsin 
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DARNELL 
CASTERS 


Darnell Casters 
Will Pay Big 


DARNELL CORP. LTD., 60 WALKER ST.,NEW YORK, N.Y. 
LONG BEACH, CALIFORNIA, 36 N. CLINTON, CHICAGO, ILL. 








EXPENSE BOOKS 


Everyone needs them now — 
more than ever before — for 
income and payroll tax deduc- 


tions. 
BEACH’S 
“Common Sense” 


Expense Books are recommended 
by income tax men and endorsed 
by the countless army of salesmen 
and travelers who have used them 
for more than half a century. 


DETROIT 2, 


Beach Publishing 60. wicuican 














The quality line with consumer appeal 


and substantial profit for the dealer 
DRAFTING KITS @ DRAFTING TABLES 


* 

@ PROTRACTORS @ STRAIGHT EDGES 

@ TRACING PAPERS @ SANDPAPER PENCIL POINTERS 
@ LETTERING GUIDES @ INK-OUT 

e@ ERASING SHIELDS @ ADHESIVES 

@ T-SQUARES @ TYPEWRITER CLEANERS 

@ TRIANGLES @ TYPEWRITER OIL 


@ TYPEWRITER KITS 


Prices and delivery dates on the above items 
will be gladly given upon request. 


WRITE FOR NEW CATALOG 


CARDINELL CORPORATION 


MONTCLAIR NEW JERSEY, U. S. A. 
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BRIGHT 


Wartime regulations have imposed severe restrictions on our out- 
put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 


Me Ketiicon. 






ti 


Write for samples and prices. 
Full particulars on request. 








AMERICAN PASSBOOK CO. 


AKERS BLDG. 





CLEVELAND, OHIO 


NEATYPE 


TYPEWRITER 
TYPE CLEANER 


The FINEST cleaner with 
the RIGHT cleaning brush 
|, attached. Easy sales—sure 
} repeats — excellent profit. 
For full information and 
samples, write 


STARKEY PAPER 
& SUPPLY CO. 


720 Delaware St., Kansas City, Mo. 









) NERTYPE 


E for ai GiRice Martians 
yw. 
FOR TYPE 
Boe Cleon apsritegty ae 
Re eee 2 
YOR FLATIN AND 
FEED ROLLE 







oP Oz 
STARKEY 
FAPES & LUPPLY TO. 


| Se EE Monee itr, se 
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A NEW QUALITY PRODUCT 


The Snack 
Win. te 
FILE STENCILS 


x Ce ie- 24172 

















Be sure to look in- 





this systematic 
| - 

j and protective fil- 
ing method; insures 


utmost safety for 





sien us, at low cost 


i 


| 2 SIZES 


for 50 and 
100 STENCILS 


20” long, 10” wide; 
index page standard 
on both sizes; produc- 
tion record page for 
each stencil allows 
space for com- 
plete informa- 
tion. 


Covers are 
of heavy blue 
leatherette stock; 
pages numbered; 
spiral binding en 
ables book to lic 
flat at all times 


Send today for 
descriptive folder. 


b= inygraph a 


TECHNY, ILLINOIS 














RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 








MAGIC FLOW 


An Excellent 
Duplicating Ink 
Duplicating Stencils 
Correction Fluid 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


569 W. Van Buren St., Chicago 











SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised| Write 
for details nowl 






Simply tip 
the card 
and copy 


3468 N. Clark St. 


Meilicke Systems, Inc. chin oir: 














WORKING FOR 


MORE OUTPUT 
PER TYPIST 


Busy with War work, we still 
supply parts and service, to « jj 
speed your typing. ie 


THEDAWNMFG.CoRP. “a 


DIVISION OF THE 


HALL-WELTER CO., in ROCHESTER, 
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ARK/ILO 
CELLULOID PRODUCTS 


j),\ Loose-leaf envelopes, punched; card-cases, any 
\ size; menu covers; factory record protectors; tag 
\ holders; bill-fold envelopes; stamp containers, etc. 

Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 


Write us for details. 
Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A. 














~ Ya 








THINK of the Future 
NOW 


Exclusive Arrangements 


Available to Alert Dealers 


CRAMER POSTURE CHAIR CO. 
1205 Charlotte St. Kansas City 6, Mo. 
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KEEP ‘EM TYPING 


The War Production Board has greatly restricted the sale of typewriters 
and other indispensable office machines. Every means must be taken to 
keep existing machines, especially the type and platens, in the best possi- 


ble condition. 





You can help your custom- 
ers in protecting their 
machines by selling them 
the SPEED-MO TYPE 
CLEANER with the auto- 
matic finger tip control 
which saves fluid and pre- 
vents evaporation. There 
is no dirt; no daubing or 
spattering. Fluid is al- 
ways clean. 





WRITE TODAY FOR CATALOG 
NO. 141 AND FULL DETAILS: 


RIVET-O MFG. CO. 
96 Jason Street 
ORANGE, MASS. 


a — 

















ap 
Boer! er products: 


*‘Wireless” Non-Skid Easel stenographic Note 
Books—‘“‘Dictatype’”” Boxed Typewriter Papers 
—Manifold Papers and second sheets—‘“‘Spot- 
seald’’ Adding Machine and Teletype Rolls— 
Scratch Pads—Clip Boards, etc., etc. 

Paper Specialists to the Stationer 


ROCKWELL-BARNES COMPANY 


35 East Wacker Drive, Chicago 1, Illinois 














SELL LIBERTY 
WAR TAX RECORDS 


Provides for all legally required tax records under one cover, 
Federal and State Income Tax, Sales Tax, etc., plus complete 
simplified business record. The original genuine Income Tax 
Record on the market 26 years. Many thousands of users. Re- 
tails $5.00, Generous Dealer Discounts provide substantial margin. 
Order through your jobber or direct. 


Commonwealth Publishing Company 
508 South Dearborn St. « Chicago 5, Ill. 








G MARY —No Typewriters Now! Soon, 
we hope. 


BUT —"e do have better ribbons and 


carbons—at better prices. 


REGALRITE Carbon Papers 
REGALRITE Typewriter Ribbons a 
REGALRITE Adaing Machine Ribbons 


R EG ALR ITE Bookkeeping Machine Ribbons 


Samples and particulars will convince you. 


And you should try STEN-O-FREN; it renews platens 
and cleans type, amazingly! 


REGAL TYPEWRITER COMPANY 


200 Hudson Street, New York 13, N. Y. 











Have You 


a Friend—< business acquaint- | 

ance who might like to keep in touch | 

with office equipment by reading 

Office Appliances? If so, send us the 

name, address and business and we will 

send a sample copy with our com- 
pliments. 


| THE OFFICE APPLIANCE COMPANY 
| 600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A. | 
| 

















WANTED 


Sales Manager 


—experienced in office machines and systems to 
expand established national organization. Excep- 
tional opportunity for high class executive to be- 
come part of small but rapidly growing company 
with excellent future. 


Address Box P-163 
Care OFFICE APPLIANCES, Chicago 6 
































RK A 
HEADQUARTERS 
for fine leather 


UPHOLSTERY 


EHRLICH UPHOLSTERY WORKS 
520 West 42nd St. ° New York, N. Y. 


























NON-RUBBER 


Typewriter 
Keys 


* 
The SPRING’S 
the THING! 
a 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 


Speed Key Mfg. Co. z22.cetumbes tore, 
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‘The fight on the doorstep 





i WAR can’t be won on battlefields alone. One 
of the most critical campaigns of all must be waged right 
on the doorstep of every family in America. 

This is the fight against higher prices and higher wages. 
It’s a fight that must be won...or victories on battlefields 
will be meaningless. 


It’s like this. In America this year, our total income 
after taxes will be about 133 billion dollars. But there’ll 
be only about 93 billion dollars’ worth of goods to spend 
it on. If we all start trying to buy as much as we can, 
prices will shoot up. 

As prices rise, people will ask for—and, in many cases, 
get —higher wages. That will put up the cost of manufac- 
turing, so up will go prices again. Then we’ll need another 
pay raise. If we get it, prices rise again. It’s a vicious circle. 

The Government has done a lot to help keep prices 
down. It has put ceilings on food and rent... has rationed 
scarce articles. But the Government can’t do it all alone. 
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It needs your help! 


Your part in this fight won’t be easy. It will mean fore- 
going luxuries, perhaps doing without a few necessities. 
Tough? Maybe... but don’t say that where the veterans 
of Italy and New Britain can hear you! 

You want to do your part, of course. So do we all... 
farmers, laborers, white-collar workers, business execu- 
tives. And the way to do your part right now is to observe 
the following seven rules for Victory and a prosperous 
DOACe ... 


1. Buy only what you NEED. And before you buy any- 
thing, remember that patriotic little jingle: “Use it up. 
Wear it out. Make it do or do without.” 


2. Keep your OWN prices DOWN! If you sell goods, 
or your own time and labor, don’t ask for more money than 
you absolutely must! No matter who tries to talk you 
into asking more... don’t listen! 


3. No matter how badly you need something... ”¢vcr 
pay more than the posted ceiling price! Don’t buy rationed 
goods without giving up the required coupons. If you do, 
youre helping the Black Market gang—hurting yourself! 


4. Pay your taxes cheerfully! Taxes are the chea pest 
way to pay for a war! The MORE taxes you pay now— 
when you have some extra money—the LESS taxes you'll 
pay later on! 


5. Pay off old debts. Don’t make any new ones! Get, 
and stay, square with the world! 


6. Start a savings account. Make regular deposits, 
often! Buy life insurance. Keep your premiums paid up. 


7. Buy War Bonds... regularly and often! And hold 
on to them! Don’t just buy them with spare cash you can 
easily do without. Invest every dime and dollar you don’t 
actually NEED...even if it hurts to give those dimes and 
dollars up! 


Use it up...Wear it out. 
Make it do...Or do without. 


ffice of War Information; and contributed by the Magazine Publishers of America 


OFFICE APPLIANCES, March, 1944 











io. t-meh -mo-) 











Specify — 


Waldon Rotets Enabwu» 


W oORLD’S 


QUALITY STANDARD 


They Correct Mistakes in Any Language 


— lasting satisfaction for your Customers 


V,14 lo hol Mae -Sol- 1-4-5 a -m 40) -1-0 1 - me OL on ‘ 





ROLLING STORE LADDERS 
“A” Type Ladders « Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 
Send for Folder and 


prices and go after 
some of this business 








Manufactured by 





I. D. COTTERMAN 4535 ge Ave. 
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A Fast Selling Combination — 


NEW PATENTED APPLICATOR 
THE PERFECT FLUID 


—Sample Sent on Request 





Martens Type Cleaner 
7 West 29th St. New York City 


THE PERFECT FLUID AND PATENT APPLICATOR: 
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HONOR ROLLS 
* PLAQUES x 


A War-Time Active 
Money-Maker 


Victory Cast Honor Rolls, the latest 
development in a_ bronze-like plaque 
made of non-priority materials, are now 
available. The demand for them in- 
creases daily. All firms having men 
in the service are your huge field. 
And we give you every co-operation 
on orders of all types. 


Send for illustrated literature. 


UNITED STATES BRONZE SIGN CO. INC. 


“BRONZE TABLET HEADQUARTERS” 








570 BROADWAY, NEW YORK 12,N. Y. 
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2 rae ask Y 
MOORE PUSH-PIN CO., 


Makers of Famous Moore Push-Pins—Push-less Hangers since 1900 





COMPLETE 


* DEALER LINE x 
OF 
FILING SUPPLIES 










Filing 
Folders 


Printed and Ruled 
Stock Forms 


Systems 


Guides and Indexes 





SPECIAL FORMS FOR YOUR SPECIAL NEEDS 
THE DACO CARD & INDEX CO. 


9 Federal Court Boston, Mass. 


L 
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ee HONOR ROLLS 


Individual letter or 
embossed name strip 
style. For large or 


small capacities. 


Send for 
illustrated folder. 


ACME 


37 E. 12th St., New York 








HEAVY DUTY 


did you say? Then your 
answer is the sturdy 


ACME No. 1 


HEAVY DUTY Hand Stapler 





Ideal for ‘astening voluminous correspondence, 
sample swatches of paper. leather and fabric, for 


stapling of catalogs, programs, etc. Adjustable Full details 


guide for accuracy. ACME No. 1 can handle three in our 
leg lengths: %, 5/16 and %” without mechanical Silverstreak 
change and can be especially equipped to take %”’. Folder. 


ACME STAPLE CO. 


1648 Haddon Ave. Camden, N. J. 
ALSO MFR. ACME NO. 2—SURESHOT—SIMPLEX—MIDGET 











GRIPTITE 
BANDS . 


The Permanent Successor 


to Rubber Bands 


GRIPTITE Bands are a definite need in 
every office. 


They are easily applied; quickly removed. 
They hold papers such as cancelled checks, 
deeds, mortgages, insurance _ policies, 


vouchers, and other documents neatly 
compressed. 

They gyi manufactured in 14 lengths— Order from your Stationer or 
6" to 54" long. write direct for sample 
They can be used over and over again. and prices 
ROCHESTER WIRE-O BINDING, INC. 
108 MILL STREET ROCHESTER, N. Y. 














Something to Remember 


When Quality is a Factor 
Dealers Sell 


BOYCO FILING EQUIPMENT 


Manufactured by 


BOYNTON & COMPANY 


1725-45 N. Bosworth Ave., Chicago 22, IIlinois 


Creators of High Grade Wood Products for Over Sixty Years 





EXPORTER 


@® Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 





SEND US THIS COUPON 








To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


I eh a aca sicsahte keane arid acepeap onetime apaiat 
(Please attach your business card or letter-head) 


Address _............ 





Date 











190 


OFFICE APPLIANCES, March, 1944 








* 

a 
& 
8. 


















Nation al 


: ont—I 
optisemmt 
4 , adverts” é 
LU ¢ Treasury and War Adt 
This is 2” offic" " Departme 
15 * > Treasu 
of 






OFFICE APPLIANCES 


Let's ALL Keep Backing the Attack—with WAR BONDS 


OFFICE APPLIANCES, March, 1944 191 








But Making Plans For Tomorrow... NOW 





@ TODAY, at chow call, on aircraft carriers and 
destroyer escort vessels, you'll find most mess- 
rooms equipped with Royal tables and benches. 
These are sturdily constructed furnishings that 
really can take it. 

Royal is proud to supply such wartime needs. 
Yet, at the same time, we're looking ahead .. . 
readying our greater “know-how,” learned from 
wartime production methods and practices... 
for the time when Royal will again return to the 
manufacture of metal furniture and equipment. 


The new Royal line will embody the same 


traditional quality, plus the utmost in attraction, — 

durability, and utility. As always, it will be a o | 
e i} 

leader in its field... with furnishings that are Lod 

go-getters for your business, ca an 

and profit-getters for you! \ \ \ 


The Royal Metal Mfg. Co., 
175 North Michigan Avenue, 
Chicago 1, Illinois. 





(% 
Metal Furniture Since ’97 LINE OF TOMORR OW 


PS \\olgl IL 7, 


il / 


Royal Steel Folding Chairs « <= © Royal Housewares 
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DISTINCTIVE FURNITURE 
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ON THAT CANT BEB 
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A COMBIN 








Individually they improve the work of any stencil 
duplicator. But when used in combination with 
each other, they produce the finest possible re- 
sults—plus that added touch of perfection which 
only 40 years of experience could accomplish. 


The Most Complete Line of Duplicating Equipment 











hese are lonesome, waiting days for you. 
The telephone is strangely silent. No 
door bell rings. 






Across a thousand, thousand miles of 
straining heartstrings, his hand rests on 
your shoulder. 






“Keep your chin up,” he seems to say. 

“Tl be back.” 

With all your heart, you wish he were back 
/ 

now! 






Bringing him back sooner is what we, too, 
are living for and working for. Your man, 
and our men. Back! Safe! 







So we're making carbines powerful, light- 
weight guns—-for your man... inated of 
shiny, new, smooth-touch typewriters for you. 







We know yourre glad that’s the way it is. 






We know you could use a new Underwood. 

It would help you do your work faster, 

easier, better. We'd like you to have it, too 
if it weren’t for him. 








Like you, we're mighty proud to be working 
hard to speed the day when he'll come 
back to vou! 


Underwood Elliott Fisher Company 


One Park Avenue, New York 16, N. Y. 












*%& He are now in war production on—-U. S. Carbines 
Caliber .30 M-i {irplane Instruments—Gun Parts 
{mmunition Compon ents thy rd s Primers and Mis 





















War Bonds ... To Shorten the Duration 





yright 1943, Underwood Elliott Fisher Cx 





ympany 








